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Hunter also makes 18", 22” 
and 30” Window Fans 


Place your order early for Hunter Window Fans 
i Contact your Hunter distributor or 


Hunter HUNTER FAN AND VENTILATING CO., 392 S. FRONT ST., MEMPHIS, TENN. 





FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS—CLAMP BACKS —NEST BACKS 


GEDNEY ALWAG/ 


NATURALLY you want to cut installation finished, individually inspected to ensure 
time and costs. And you'll do it easily with top quality. What’s more, Gedney Fittings 
Gedney Fittings, for these fittings are ac- are made of unbreakable malleable iron. 
curately machined and threaded, smooth For best profits, order Gedney always! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in 12’, %4’’ and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 





3-Piece Conduit Couplings in a large range of 
sizes from 2" to 6”. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT | 
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SWITCHBOARDS 


SWITCH UNITS 


Quick-Make, Quick-Break 
interlocked Covers 


Horsepower rated 





Single Circuit Unit 











Dez ‘ront, Compact, Free Standing Service, or Dis- 

- Front C eo — tending — or s MAIN OFFICE — ATLANTA 
tri ane Cues Unit Comskruetion. masily installed CHARLOTTE—RICHMOND—NASHVILLE 
and Serviced. Arranged for readily adding circuits or BIRMINGHAM—JACKSON—NEW ORLEANS 
complete sections. Also available with Type AB Circuit JACKSONVILLE—TAMPA—MIAMI 


Breakers in distribution sections. 


WALKER ELECTRICAL COMPANY, INC. 


P. O. BOX 8, STATION D, ATLANTA, GA. 
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There’s money hidden in this picture! 


Yes, there’s money hidden in this picture, lots 


of it! It’s the money a plastics manufacturer saved 
by installing three Westinghouse Dry-Type 
Transformers on each of his presses. 

You can see it...in the economical mounting 
...in the short run of secondary leads to the 
molding press. It’s there... in the savings these 
transformers offer by improving voltage regula- 
tion and simplifying maintenance. 

Tne Erie Resistor Corporation, Erie, Penna., 
installed Westinghouse Dry-Type Transformers 
on all their injection molding presses. They 
utilized existing bus ducts, paid minimum install- 

_ ation costs to step voltage down to the required 


220 volts. Like Erie, you can meet the demands 
of changing electrical loads quickly, most eco- 
nomically with Westinghouse Dry-Type Trans- 
formers. Available with or without circuit 
breakers built in. 

Get a more complete story from your local 
Westinghouse representative. Or write to 
Westinghouse Electric Corporation, P. O. Box 


868, Pittsburgh, Pennsylvania. J-70641 


DRY-TYPE 
TRANSFORMERS 
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Get genuine Type A safety switches 
at C prices! 


~<- SAFE ARC CONTROL 





Dangerous arcs are quickly 
snuffed out by lack of oxygen 
in BullDog’s Vacu-Break cham- 
ber. This eliminates excessive 
arcing which, in ordinary 
switches, causes burning, pitting 
and rapid deterioration of con- 

SECTION tacts Thus, the Vacu-Break 
chamber materially reduces 
switch maintenance. Time- 
tested. Famous throughout in- 
dustry for matchless safety, fool- 
proof performance 


BOLT-TIGHT CONTACT —> 


“Clampmatic”’ obtains extra con- 
tact pressure between switch 
jaws and contact slugs. In ordi- 
nary switches, jaws exert about 
10 lbs. pressure on blade. In 
Vacu-Break, the Clampmatic 
spring augments this with 15 lbs. 
pressure on both “line” and 
“load” sides of contact. Prompt 
switch action is assured since 
energy stored in the spring while 
in “ON” position accelerates 
movement to “OFF” position 





BullDog Vacu-Break Master Safety Switch 


Install BullDog’s Vacu-Break Master Line .. . fully guaranteed 
Type A safety switches that fill all A, C, D requirements! 
Listed by Underwriters’, meet Federal Specifications W-S-865. 


Pricewise or qualitywise, you can’t go wrong when 


duplicating items. Therefore, they cost less to 
you stock and install BullDog Vacu-Break Safety 


build, cost you and your customers less. 


Switches. 


For here are authentic Type A switches that sell 
at Type C prices. Positively guaranteed by BullDog 
to meet any A, C, or D application need! 


COST LESS TO BUILD 


BullDog can make this great offer—a Type A 
safety switch at a Type C price — because the 
switches have been redesigned, standardized and 
simplified without sacrificing quality. 


Where other manufacturers must build hundreds 
of switches to handle A, C, and D requirements, 
BullDog concentrates production on just 37 non- 


($) BuLLDoc 





Walker Electrical Company, Inc. 
70 Bennett St., N.W. - P.0. Box 8, Section 0 2930 Commerce Street 
Atlanta, Georgia Houston, Texas 


4 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 
Wilson Electrical Equipment & Company 


NEW CONVENIENCES 
Because just 37 Type A switches handle all your 
needs, they give you great new convenience, too. 
They replace hundreds of catalog numbers, simplify 
safety switch orc ring, stocking and installation. 


Check these BullDog Vacu-Break Safety 
Switches now at your local BullDog distributor’s. 
You’ll discover built-in safety and quality that few 
switches can match at any price! 

Listed by Underwriters’ and listed by NEMA 
as Type A switches. Meet Federal Specifications 
W-S-865 and all Code requirements. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 





Standard Electric Mfg. Co. 
2440 South Urbana Street 
Tulsa, Oklahoma 


101 £. Maple Street 
San Antonio, Texas 
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HOW CURRENT EVENTS WILL AFFECT BUSINESS 


TRENDS 





@ THE USUAL welter of business 
forecasts for 1953 are now in full 
evidence and the most noteworthy 
fact about them is the high degree 
of optimism prevalent. For the most 
part, economists and business men 
see little chance for a change, either 
upward or downward, at least well 
into 1953. 

Prevailing opinion points to con- 
tinued good incomes; little if any 
increase in unemployment; increas- 
ing supplies of consumer items; and 
a gradual lessening of economic 
controls as the basic reasons for 
this optimism. Let us look at these 
main factors to note their individual 
importance. 


Continued good incomes 


The American income pattern in 
monetary terms is at its highest 
point. The question is, of course, 
will such high money returns con- 
tinue to hold up during the coming 
economic period? The only pres- 
sures that have been holding prices 
for labor at their present level has 
been government controls and a 
public reaction against high prices 
that would follow a runaway wage 
advance. 

Public opinion appears to be 
somewhat relaxed as 1953 enters 
and is not quite so exercised about 
inflationary tendencies. 

On the other hand, President 
Truman’s personal handling of the 
coal wage issue that caused the 
resignation of the business member- 
ship of the Wage Board in late 1952 
seems to signify to many people 
that controls will weaken from this 
point forward. 

If this be true and business wage 
patterns will be allowed to find their 
own levels, then the present trend is 
upward for the time being at least. 
This will be more evident in the 
South than in other sections of the 
nation. Southern wages are still 
moving toward equality with old- 
line manufacturing areas and the 
pressure of new business upon the 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 


by J. Whitney Bunting, Ph.D. 


available labor supply in the South 
is a strong bulwark against wage 
reduction. 

United States Department of 
Commerce figures show non-agri- 
cultural employment at a new high 
according to latest figures released 
for review. This is not purely a 
seasonal increase, either, for much 
of the upward pressure in employ- 
ment has been generated by manu- 
facturing enterprises in contrast to 
seasonal merchandising firms. 

To support the continuation of 
this trend are industrial reports of 
major durable goods producers 
which indicate that there is a tre- 
mendous backlog of unfilled orders 
on their books. This should create 
quite a stimulant to the continua- 
tion of high employment during the 
next twelve months. Actually, it can 
last well into 1954. 

Add to this the fact that the 
present labor and employment pic- 
ture has been augmented by many 
persons who are not normal mem- 
bers of the labor force, and it can 
easily be seen that a considerable 
decrease in employment would not 
really increase the amount of un- 
employment. Many students, house- 
wives, oldsters, and others work be- 
cause of the heavy demand for their 
services, not because of necessity. 

The high costs of living en- 
countered by pensioners forces 
them into the labor market even 
though they might rather remain 
in a retired status. So there should 
be little increase in unemployment 
during the months immediately 
ahead. 


Consumer goods on increase 


Surveys of most merchandising 
outlets during the year-end buying 
rush convinced many economists 
that consumer goods were returning 
to the market both quantity-wise 
and in variety. As defense produc- 
tion is reduced, and industry turns 
to normal production, the variety 
of products for consumer use will 
naturally tend to increase. Many 
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items that had been removed from 
counters due to conflict with de- 
fense production are now back on 
sale and in abundance, too. 

But even more important is the 
return of “graded merchandise.” 
This term means that it is no longer 
necessary to buy only one price- 
grade of a product offered but that 
there is a variety of quality and 
price patterns from which to choose. 

As an example of this, one of the 
independent automobile producers 
now lists a new low-price model to 
cater to those buyers with less ex- 
pensive tastes than those to which 
the regular automobile line has ap- 
pealed during the past few years. 

It is a recognition of two very 
evident facts in American buying, 
(1) price is normally an important 
consideration, particularly in re- 
gard to durables and high-value 
items, and, (2) the consumer pub- 
lic does enjoy shopping for mer- 
chandise by examining various 
grades and price levels. Smart 
businessmen are playing this situa- 
tion to the hilt and are stocking 
grades of merchandise. 


Reduction of controla 


No one outside of the new na- 
tional administration is certain of 
federal policy toward government 
economic through 1953. 
Much speculation is evident but a 
practical answer to the question is 
not available at this time. The 
probabilities are heavily in favor 
of a gradual reduction of govern- 
mental “interference” with eco- 
nomic life and, in fact, the Repub- 
lican Platform substantiates this. 

However, conditions since the 
national election in November have 
made it necessary for the incoming 
administration to give careful con- 
sideration to economic controls. Be- 


controls 


fore any violent change is urged, 
the arguments pro and con on con- 
trols will be weighed seriously. 

There appears to be increasing 
acceptance of Mr. Eisenhower's 
philosophies in regard to business 
operation which will ease acceptance 
of measures that may be passed by 
the new Congress. 








AN 


mu 


r~ y i 
| y J rls 














Whose cheese is being divided? 


WO cats could not agree on fair division of a 

tasty cheese. “Let’s go to the monkey,” said 

one, “He is all-wise and can divide our cheese 
fairly.” So to the monkey they went. 

The monkey immediately broke the cheese 
evenly and judicially put the two pieces on the 
pans of his balance. But one was slightly heavier. 
He shrewdly nibbled that piece a bit and put it 
back on the scales. Now it was the lighter piece. 
So he bit off some of the other piece only to find 
it the lighter. Thus while the two hungry cats 
watched, the monkey kept taking bites of the 
cheese, first one piece, then the other, until finally 
the cheese had almost disappeared. 

“What’s left is too small to divide,” sagely pro- 
nounced the monkey, as he popped the remaining 
fragments into his mouth. 


Observers of the American scene see a direct 
parallel between the record of federal taxation 
and this ancient parable of the trusting cats, the 
greedy monkey and the cheese. Business and the 
individual citizen have been content to trust 
government to rule on the disposition of their 
earnings. And Uncle Sam keeps taking bite after 
bite out of the shares of both individual citizen 
and business. 

Already government bites are so large as to 
severely penalize citizens and business alike. 
If allowed to continue, it will seriously impede 
further industrial progress and growth stifle 
initiative and threaten the strength of our free 
enterprise system. Beware the day—goal of the 
socialists among us—when the monkey says, 
‘What's left is too small to divide.” 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES. 
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Industry leaders preview 1953 


Contractors 


by D. B. Clayton, Sr., president, 
National Electrical Contractors 
Association—We are crossing the 
threshold of not only another new 
year but, indeed, of a new era. We 
have ordered a change to take 
place in the conduct of our politi- 
cal affairs and what is now com- 
mencing to take place will in time 
profoundly affect the economic 
and social structure of the coun- 
try. We hope that it will be for 
the best. We look forward to it 
with great confidence. 

There is every indication that 
a record construction year awaits 
us in 1953, and since the applica- 
tion of electricity is increasing 
phenomenally, we are assured of 
a very large volume of business to 
transact. 

Insofar as our business is con- 
cerned, the boom appears to be 
rather firmly underwritten for well 
i: to 1953 at least, and the tempo 
of electric utility expansion seems 
to give us adequate assurance 
that business will be good for 
many months to come. 

We anticipate that electrical 
contractors will be performing 
well over $2 billion in business 
during 1953. There is almost that 
much again of business that beck- 
ons to them. 

In fact, the big protlem con- 
fronting our industry involves the 
prime management responsibility 
of making ready our industry and 
maintaining its readiness to do the 
increasingly big job expected of 
it. We have the problem of de- 
veloping business through con- 
structive sales effort to take costly 
and enervating peaks and valleys 
out of our business; of improving 
the qualifications of electrical con- 
tractors and improving their busi- 
ness and technical methods: of 
-inereasing the number of and im- 
proving the skills of our mechan- 


ics; and of correcting certain 


basic evils in the industry. 

Our industry has taken positive 
steps to be ever ready and able. 
The National Electrical Contrac- 
tors Association enters the new 
year with militant and compre- 
hensive programs involving busi- 
ness development, research and 
education, legislation, apprentice- 
ship and training and sound labor 
relations. 

e 


Manufacturers 


by W. J. Donald, managing direc- 
tor, National Electrical Manufac- 
turers Association — All signs 
point to another year of peak- 
level activity in the electrical man- 
ufacturing industry in 195%. Total 
volume of production should at 
least match the $12 billion of the 
1951 and 1952 all-time production 
peaks, and may actually reach a 
new level between five per cent 
and ten per cent higher. 

The latest reliable 1953 esti- 
mates for various over-all business 
indicators show 
stantial increases in additions to 
electric power capacity and in 
consumption of 
and a maintenance of the high 


continued sub- 


electric energy 
levels established in the past two 
for industrial 
employment, 


years production, 


investments, earn- 
ings, construction, and consumer 
expenditures. 

Generation, transmission, and 
distribution equipment has been 
the pacesetter of the industry with 
shipments increasing sharply each 
vear to a point where in 1952 the 
volume was more than twice the 
volume in 1947. 

With new additions to power 
generating capacity, actual power 
generation, and actual consump- 
tion of electrical energy all ex- 
pected to go still higher in 1953, 
there is little doubt of increased 
shipments in generating, transmis- 
sion and distribution equipment. 
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Insulated wire and cable, which 
is closely allied to the generation, 
transmission, and distribution of 
power, has been following similar 
trends, but tempered somewhat by 
reduced sales of the types of in- 
sulated wire and cable going into 
building and _ utilization 
ment. In 1952, sales were slightly 
higher than in 1951, and in 1958, 
they are expected to register a 
further slight increase. 

Industrial apparatus—-covering 
such items as motors, controls, rec- 
tifiers, welding equipment, mining 
and industrial locomotives, etc. 


equip- 


after successive increases in busi- 
ness in 1950, 1951, and 1952, is 
expected to experience a drop in 
shipments of about five per cent 
in 1953. 

Electric appliances, which 
dropped from a total manufactur- 
ers’ dollar value of shipments of 
$4 billion in 1950 to $3-1/3 billion 
in 1951, and to $3 billion in 1952, 
are expected to reverse this down- 
ward trend and go to $3'% billion 
in 1953. 

Illuminating equipment, after a 
sharp 15 per cent drop in business 
from 1951 to 1952, is expected to 
recover slightly with a five per 
cent to ten per cent increase in 
1953. 

Electrical equipment and sup- 
plies for building construction 
covering such products as knife 
switches, panelboards, wiring de- 
outlet 
tings, fuses, etc. 


vices, boxes, conduit fit- 
are expected to 
decrease slightly in sales volume 
in 1953. This follows a 15 per cent 


decrease in 1952. 
o 


Wholesalers 


by Charles G. Pyle, executive di- 
rector, National Association of 
Electrical Distributors General 
Eisenhower's election to the Presi- 
dency of the United States was an 


7 








Another Shawmut First 














-»» MACHINE - Same PRINTED FUSES 


Color coded 
band indicates 
voltage rating 


shown here 


Typy designation 
Underwriters’ label 


Catalog number 


A ti 
for reordering mpere rating 


amperage appears 
in three places 


PERMANENT FOOLPROOF IDENTIFICATION 


Pioneered by Chase-Shawmut, these modern, machine-printed cartridge 
fuses give real benefits to those handling them. Old-fashioned, gummed, 
paper labels are often obliterated or detached by moisture, humidity, dirt, 
chemical atmospheres, etc. Now, permanent, positive smooch-proof 
printing right on the fuse itself replaces these old-fashioned labels. 
Voltage ratings, coded by bright Underwriter-approved colors, and am- 
perage ratings printed in large bold type, have high visibility and are easy 
to identify on switch-board or shelf, even in dark places. User, contrac- 
tor and wholesaler alike will appreciate this advantage. 

Shawmut’s 60 Ampere, Cartridge-Type, One-Time fuses are the first 
to carry the new printed labels. The 30 Amp. will come next and be fol- 
lowed by 100 Amp. fuses. Eventually the entire Shawmut cartridge line, 
including Amp-traps will be machine-printed. 


SHAWMUT LEADERSHIP 


The machine-printed fuse is only a minor example of Shawmut leader- 
ship in modern circuit protection. Amp-trap, the amazing new current 
limiter, with Trion and Trionet, the triple protection, low-voltage fuses, 
are other examples that demonstrate the advanced engineering and de- 
sign that users, contractors and wholeselers are beginning to look for in 
all Chase-Shawmut products. Investigate them now. Write today. 


YIuwabe 7 The Suleh” 
THE CHASE-SHAWMUT co. 
-- a - ese * NEWBURYPORT, MASSACHUSETTS 
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historic event. His victory has 
ushered in a new day. It dawns 
full of promise and brings with it 
a climate which business will find 
to be more temperate than during 
the twenty year era this election 
has ended. Present signs point to 
the four years ahead as a period 
of encouragement for our free en- 
terprise system. Business can ex- 
pect a voice in its future. When 
we elected Eisenhower we bought 
self-reliance—in other words we 
now have to depend on ourselves. 

However, it is my opinion that 
instead of being jubilant over the 
prospects ahead, business should 
conduct itself with tolerance and 
patience. Miracles will not be per- 
formed by the incoming admini- 
stration. They will inherit quite a 
deep rooted philosophy regarding 
the national welfare which has 
guided our economy throughout 
five successive administrations. 

Some of that philosophy has 
been good in practice—some has 
not been. What to retain, what to 
modify, what to discard or replace 
will be determined, I believe, only 
after careful study. President- 
elect Eisenhower will doubtless 
assign that responsibility to quali- 
fied experts and their judgment 
will be earnestly considered by 
him in reaching decisions. 

Regulatory directives covering 
materials and prices, I believe, can 
and will be curtailed. Over-night 
discard of regulations is not to be 
expected. What is to be looked for, 
however, is a serious review of this 
phase of emergency legislation and 
a fairly early improvement in the 
nature of existing regulations and 
restrictions. Many of them are 
not essential now and they will 
be abandoned wherever conditions 
dictate that they are a hinderance 
to our economy and not essential 
to national defense. ... 

Looking ahead into the new 
vear, I believe 1953 business will 
be as good as 1952 for the electri- 
cal distributing industry—barring, 
of course, any all-out military ef- 
fort. The experts feel that busi- 
ness in general will slide off in 
the latter part of the year. How- 
ever, it is my belief that, in our 
industry, by exercising a higher 
degree of salesmanship this can 
be forestalled. New products com- 
ing into our industry may well 
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offset any possible declines in 
volume; and, in fact, may easily 
be the means of 1953 showing a 
moderate gain over 1952. 

es 


Utilities 


by Bayard L. England, president, 
Edison Electric Institute—A signi- 
ficant development of 1952 in the 
power industry was the organiza- 
tion of the Ohio Valley Electric 
Corporation by 15 power com- 
panies of that region to build two 
steam plants with a combined ca- 
pacity of 2.2 million kilowatts to 
supply power to the Federal Gov- 
ernment’s Atomic Energy Commis- 
sion. 

This organization follows the 
pattern established two years 
earlier by the five-company Elec- 
tric Energy, Inc., which is install- 
ing 900,000 kilowatts in southern 
Illinois near Paducah, Kentucky, 
also to supply power to the Fed- 
eral Government. 

A similar pattern of co-opera- 
tive action in a major undertak- 
ing is the proposal of five New 
York State power companies to 
carry out, if Congress grants per- 
mission, the redevelopment of Ni- 
agara Falls, the site of one of the 
great historical hydroelectric de- 
velopments of America, made also 
by private enterprise. 

These examples nullify the 
claim often made that private capi- 
tal is unable or unwilling to un- 
dertake large-scale power develop- 
ments and that the Federal 
Government must, therefore, build 
such projects. Private capital has 
again demonstrated its willingness 
and ability to develop large power 
resources in the public interest. 

The private enterprise method 
avoids the needless expenditure 
of hundreds of millions of dollars 
taken from the taxpayer. It creates 
new tax resources, assures careful 
plans that satisfy the wishes of 
local governments, careful esti- 
frugal construction and 
operating cost, and rates approved 
by local regulatory authority. 

Another development of long- 


mates, 


range importance to the power in- 
dustry has been the study of the 
technical and economic problems 


of the conversion of atomic energy 
into electric power by five groups 
of companies under agreement 
with the Atomic Energy Commis- 
sion. By arrangement, engineers 
from several other power com- 
panies are participating in the 
studies under these agreements. 

The withholding by Congress of 
appropriations for many unneces- 
sary duplicating transmission lines 
and other power facilities pro- 
posed by government bureaus was 
another significant industry de- 
velopment of 1952. 


Adequate supply of power 


An adequate supply of power 
was available in all sections of 
the United States throughout the 
year 1952, with two exceptions. In 
the Pacific Northwest drought was 
experienced in the latter part of 
the year. The Bonneville Power 
Administration of the Federal 
Government in that region oper- 
ates under a “calculated risk” 
policy whereby it contracts to sell 
power to large industries beyond 
the firm generating capacity of its 
hydroelectric plants in dry years, 
a policy which contemplates the 
risk of periodic power shortages. 
In the Tennessee Valley area, 
drought also resulted in some in- 
terruption of power supply to 
those industrial customers holding 
interruptible power contracts. 

The gross margin between gen- 
erating capability and peak power 
demand in 1952 for the country as 
a whole was the same as it was a 
year ago, about 12 per cent. Short- 
age of critical materials, aggra- 
vated by the steel strike in 
mid-summer, held back the con- 
struction program of the power 
industry and is expected. to con- 
tinue to affect adversely construc- 
tion progress in 1953 and 1954. 
Schedules which called for an ad- 
dition of 9 million kilowatts of 
generating capacity in 1952 ex- 
perienced a slippage of nearly 3 
million kilowatts, almost one-third. 
The actual addition of new ¢ca- 
pacity was a little over 6 million 
kilowatts. The causes of delay, 
however, held back about equally 
the operations of power consumers 
so that the anticipated growth of 
power demand fell short of expec- 
tations, leaving the margin be- 
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tween total generating capability 
and total peak demand unchanged 
from the year before. 


Construction expenditures 


Construction expenditures of the 
investor-owned power companies 
in 1952 totaled $2!» billion. The 
budgeted expenditures in 1952 
were $2,650,000,000. The construc- 
tion budget of the companies for 
1953 is $2,850,000,000. 

To finance 1952’s building pro- 
yram, the electric companies dur 
ing the year drew on such internal 
sources as depreciation reserves 
and surplus accruals for $800 mil- 
lion, and sold securities totaling 
some $1.7 billion. Making up the 
securities total were $1.1 billion 
in long-term debt, $400 million in 
common stock, and $200 million in 
preferred stock. 

Total construction expenditures 
from the end of World War II to 
the end of 1952 amount approxi- 
mately to $13 billion, a figure 
greater than the total investment 
of the power companies in elec- 
tric plant and equipment of $12% 
billion at the close of 1945. 


Customers and home use 


Over 1'% million new customers 
came on electric lines during 
1952, bringing the total to about 
481% million. This increase repre- 
sents an expected leveling-off 
from the phenomenal rate of 
growth, averaging better than 2 
million customers a year, experi- 
enced since World War II. Because 
electricity now reaches nearly 
every American, with more than 
97 per cent of all occupied urban 
and rural homes being served, 
future additions will! 
largely reflect the formation of 
new households. 


customer 


Electricity use continued its ac- 
celerating advance in the home 
during 1952, with the average an- 
nual consumption per residential 
customer rising to 2,175 kilowatt- 
hours, the second straight year in 
which the average use increased 
by more than 170 kilowatthours 
Average revenue per residential 
kilowatthour reached a new low 
of 2.76 cents. 

A number of factors have made 


Please turn to page 59) 
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A THOUSAND LIGH 
PROBLEMS “the NEW 


APPLETON REELITE! 


Here’s a new and completely redesigned version of the 
famous Appleton Reelite—an automatic take-up reel that 
solves the countless lighting problems of car-loading, stock- 
keeping, machine inspection, maintenance work—any job 
that requires good illumination in out-of-the-way places. 

Equipped for the first time to swivel continuously in 
either direction, this sturdy, compact device furnishes light 
—or a flexible power source for electrical tools—when and 
where you want it, while keeping cord neatly reeled up out 
of the way. Positive stop action holds cord at desired length 
and a flick of the wrist re-reels cord when the job is done. 

The new Appleton Reelite is typical of the many expertly 
engineered electrical specialties and fittings that have made 
the name Appleton a symbol of leadership in the electrical 
field for nearly half a century. Write Appleton engineers 
for assistance on any wiring or lighting problem. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue . Chicago 13, Illinois 
Soles Engineers in All Principal Markets 


CONDUIT FITTINGS ¢ LIGHTING EQUIPMENT © OUTLET AND 
SWITCH BOXES © EXPLOSION-PROOF FITTINGS © REELITES 











Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 
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Chain Store Age 


Recommends CERTIFIED BALLASTS for 
Fluorescent Lighting 


Chews spent $45 000 000 
tor 195) a0 conditioning 
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CHAIN STORE AGE, in advising chain store operators on their selection of fluorescent 
lighting equipment, said: 


“The ballast is the heart of a fixture. The surest way to choose a ballast is to look for the Certified 


shield . . . it is the only assurance of long lamp life. Inferior ae 
ballasts delivering wrong wattages result in low light output.” all ape 
Experience has proved that CERTIFIED BALLASTS assure: a 

Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 


Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


2articipation in the CERTIFIED BALLAST program is open to any 
manufacturer who complies with the requirements of CERTIFIED 
CERTIFIED BALLAST MANUFACTURERS. 

by ~ 


| 
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2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Hazacord invites your comparison . . . for 
it’s comparison alone that lets you see how 
HAZACORD QUALITY cuts costs on any 
flexible cord or portable cable installation. 


Every Hazacord is protected by Hazard’s 
exclusive Hazaprene ZBF sheath which 
means extra resistance to oils, acids, chemi- 
cals, moisture, weather. And the Hazaprene 
sheath is cured under pressure in a con- 
tinuous metal mold—the best method 
known to provide ‘“‘tire-tread’’ toughness 
with “‘snake-like”’ flexibility. 


Like the rugged sheath, every Hazacord 
component — conductor, insulation and filler 
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—is desie~ d and made with the same skill. 
And every Hazacord, whether for light shop 
duty or tough mining operations, is as- 
sembled with precision and doublechecked 
for safety and performance even above 
rated capacity. 
Compare Hazacord for quality —it’s your 
best guide to longer-lived flexible cords and 
portable cables that mean real economy. 
Complete information on Hazacords for all 
uses is contained in the new 56 page Haza- 
cord Bulletin, H-444; write for your free 
copy today. Hazard Insulated Wire Works, 
MW Division of The Okonite Company, 


eee 
VAP Wilkes-Barre, Pennsylvania. 


EMBOSSED: 
Hazaprene 

7BF P-104 BM 
This embossing is 
positive proof of 
mold-curing. 


3 ZACORD 1 portable cables 
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1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. ‘‘Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Efectric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1039—Switches and Guards. Newly released 32-page, 
two-color Catalog No. 49, of the McGill Manufacturing 
Co., Inc., Valparaiso, Ind., contains complete descriptions 
of Levolier switches, McGill lamp guards, and McGill 
electrical specialties. 

1041—Cabinets and Boxes. Thirty pages of catalog 
sheets comprise a new catalog available from B & C Metal 
Stamping Co., P. O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 
trical apnliecations in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 


1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans- 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 

1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 

1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 

1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 

1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 

1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and explains the protection inherent in the patented Com- 
pensated Thermal overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 
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Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


Name 
Company 
Address 


City & State 





January, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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High in Pratt... 


low-cost electrical 


radiant heating 





U.S. Rubher’s WSEKON ceiling panels 


put you in the heating b 


What does USKON mean 
to the Electrical Contractor? 


FIRST, it can be quickly and easily 
installed—the panels now can be 
applied in sheet form to existing 
ceilings. No extensive wiring or 
alterations needed. A minimum of 
trouble and time for you. It keeps 
your costs down. 


SECOND, Uskon is a proven seller. 
With Uskon the homeowner knows 
he can heat his house as it grows; 
when he wants to finish expansion 
atiic, he merely orders some more 
Uskon panels from you. This is 
truly the heating system that fits 
everybody's enaie and offers you 
repeat business. 


THIRD, Uskon is a product of United 
States Rubber Company. It has 
been tried and proved for several 
years with complete success in 
homes, apartments, offices, expan- 
sion attics, commercial and indus- 


trial buildings, bathrooms, sun 
porches, game rooms, garages, base- 
ments, motels, summer cottages. 
Uskon has revolutionized electrical 
radiant heating! 
Everybody wants USKON elec- 
trical radiant heating! Architects 
like the freedom of design it 
gives them—no radiators, fur- 
naces, pipes, ducts, and so on. 
Decorators like Uskon for the 
same reason, plus the fact that 
it can be painted over with any 
ordinary flat paint. 


Home Owners prefer Uskon because 
it costs less to install than almost any 
other kind of heating—and because it 
gives quick heat with a switch or 
thermostat. Uskon can be installed in 


usiness 


one room or in all rooms; completely 
eliminates every kind of nuisance found 
in ordinary heating systems. Approved 
by Underwriters’ Laboratories, Inc. 


As an electrical contractor, 
you will find Uskon electrical 
radiant heating to be one of your 
most profitable items. It is made 
by United States Rubber Com- 
pany, a great name known for 
quality products everywhere—a 
name that helps you sell. For 
complete technical data and cost 
information write for Catalog 
M3177, Mechanical Goods Divi- 
sion, United States Rubber 
Company, Rockefeller Center, 
New York 20, N. Y. 


PRODUCT OF UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION—ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,.” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail- 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard. etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—F luorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-Flo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 8%" 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without refiectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Ill. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 
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1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual”—24 pages of basic data on incan- 
descent and fluorescent lamps, also the “Champion Light- 
rule’—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 

1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 
notebook-style catalog, No. 45, covering their complete 
line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or use 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. ; 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W. 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs— 
Magnet Wire, No. 23, and Power and Control Cables, No. 
24—-available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control] Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 

1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 

1161—Home Lighting Fixtures. An attractive 38-page 
catalog in full color presents the residential type lighting 
fixtures of the Globe Lighting Products, Inc., 16 East 40th 
St., New York 16, N. Y. A special feature of this attrac- 
tive book is its arrangement. Six “houses of the year” 
are presented, representing six styles of architecture. 
Lighting fixtures are classified according to their suit- 
ability for use in these various styles of homes. 

1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con- 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
lines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, California. 

1165—CEILING HEATING. “Sunwarm Electric Ra- 
diant Heating Cables.” Complete information on ceiling 
radiant heating with Sunwarm radiant heating cables, in- 
cluding approved installation methods, available by writ- 
ing Sunwarm, Inc.; Box 263, Kingsport, Tennessee. 

1167—Industrial Lighting Equipment. A four-page cata- 
log insert is now available from the Multi Electric Mfg. 
Co., Inc., 4223-43 West Lake St., Chicago 24, Ill. The leaf- 
let describes Multi’s line of lighting equipment and wiring 
devices, which include floodlights, vaporproof fixtures, and 
fluorescent and incandescent fixtures. 

1169—Lighting Fixtures. Fluorescent & slimline lumi- 
naires, for schools, offices, stores, etc. Illustrated in the 
new catalog issued by Sta-Brite Fluorescent Mfg. Co., 
P. O. Box 6352, Miami, Fla., may be obtained upon request. 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 





Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


Cross Section 


“le, MALLE 


Distributed by GALVA,*® ILLINOIS 


The M. B. Austin Co., Northbrook, lil.; Clayton Mark & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chicago, Ill.; Clifton Conduit Co., Jersey City, N. J.; 
The Steelduct Co., Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Iil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Ltd., Preston, Ont. 
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February-April Light Conditioning 
promotion helps you 





Complete campaign boosts better lighting for kitchens, 
offers tie-in opportunity for you 


ENERAL ELECTRIC starts off its light conditioning 

program for 1953 with a full-scale promotion on 
kitchen lighting. Scheduled for February through April, 
the promotion provides a solid platform on which you 
can build effective local merchandising. It’s designed to 
help you coordinate your efforts with those of electrical 
distributors, contractors and dealers. 


The G-E kitchen lighting promotion is backed by full- 


page, full-color magazine ads, newspaper publicity, coun- 


ter cards and window displays, and dealer cooperation. 


It’s your chance to tap important new business. Study 
after study shows most homes have woefully inadequate 
kitchen lighting. That means millions of home owners 
... plenty of them in your area . . . are ready-made pros- 
pects for new fixtures, and lamp bulbs. By leading 
the way to the kind of lighting that makes kitchen work 
easier, less tiring, you'll build goodwill with customers 


and the trade alike. 

Right now is the time to make tie-in plans. Why not 
begin by promoting proper kitchen lighting to your em- 
ployees. Notify the electrical contractors in your area. 
Have your contact men call on dealers and distributors. 
For more information, contact your nearest G-E sales dis- 
trict office or write General Electric, Dept. 166- ES -1, 
Nela Park, Cleveland 12, Ohio. 





PUT THIS ADVERTISING TO WORK FOR YOU 


BETTER HOMES 
& GARDENS 





SATURDAY EVENING POST 





JAN. 31 — FEB. 28 MARCH 
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Americans Expect 
to EARN what 


They Want! 


In some countries of the world, so-called SUCCESS is acquired 
by FORCE; in some, it is the result of POLITICAL PREFER- 
MENT; in others, TRICKERY is the accepted system. 


In this wonderful United States of America, we expect to 
EARN any confidence, respect, loyalty, friends, money and 
success that come our way. 


YOU are our PUBLIC. We want your friendship and your 
business. Being Americans, we know these must be EARNED 
by our ability to supply you with TOP-QUALITY products— 
and our consistent devotion to your SERVICE. 
When you need — 
® ACSR Conductors ® Copper Wire and Cables 
® Galvanized Wire Strand ® Weatherproof Wire 


© ACSR Accessories (Aluminum or Copper) 


Write, telephone or telegraph SOUTHERN ELECTRICAL CORPORATION. 


We will tell you at once what delivery you We like the AMERICAN system. We will 
may expect — and you can rely on us to keep not let it — or you — down. 
our word. 


SOUTHERN QUALITY Bi. 748 oil SOUTHERN SERVICE 
MEETS EVERY TEST E EXCELS THE REST 
Phone 7-3325 


Cc P.O. Box 989 
Se oF hit. 


TTANOOGA, TENNESSEE 
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for the MAN ON THE JOB! 


84 pages crammed with ideas, pictures and data on how to frame, 
hang, support and mount all kinds of mechanical and electrical 
equipment with adjustable UNISTRUT All-purpose Metal Framing. 


Perfect for the man on the job—most useful, too, as a handy reference 
catalog for the architect; engineer, draftsman, contractor, or builder. 
Just pocket size, easy to handle, always within reach when you want it. 
Order your free copy of the NEW UNISTRUT Catalog No. 800 today! 
With UNISTRUT channel and fittings you can build all types of con- 
duit, cable, pipe and tubing hangers and supports, framing, mounts, 
racks, tables, benches, and many other structures with just a hacksaw 
and a wrench. No drilling, no welding, 100° adjustable and re-usable. 


The UNISTRUT system of mechanical supports provides great strength 
without bulk. It’s easy to work with, lasts indefinitely, and the finished 
structure assures neat and orderly appearance. 


UNISTRUT Products are Bonderized +6 2 foe i 
2363382 2380379 240563 2941906 
Other Patents Pending 


The World’s Most & ~. #7, —~ Flexible All-Purpose Metal Framing 
Wy A 


Distributors and Warehouse Stocks in Principal 
Cities—Consult your Telephone Directories 


These are the Basic Components of the 
UNISTRUT Metal Framing System 


Write for your 
copy today! 


UNISTRUT PRODUCTS COMPANY 
1013 W. Washington Bivd. 
Chicago 7, Illinois Dept. ES-1 


Please send me a copy of the new UNISTRUT 
Pocket Catalog No. 800, without obligation. 


Nome 
Company 
Address 


City 


---------------4 





Yes, in the modern coal mine there’s no 


room for Jenny. Today her job is done by power- 
ful electric locomotives capable of pulling 50 times 
the load Jenny used to haul to the mine surface. 

As a matter of fact, in the modern mine even 
the traditional pick and shovel are as out-of-place 
as Jenny herself! More than 90% of bituminous 
coal is now mechanically cut, and over 70% is 
mechanically loaded. Result: more economical 
coal to light the way, fuel the fires, power the 
progress of America. 


But, basically, what caused Jenny to dis- 
appear ? What’s behind American industry’s ever- 
more efficient machines that turn out goods at 
lower cost—thus making them available to 
more people? One word tells the story — 


COMPETITION. 


In the coal industry there are 5,000 privately 
managed coal companies competing with one an- 
other and all competing in the market with other 
fuels. When one coal company develops more ef- 
ficient mining methods, the rest can keep pace 
only by striving to improve even further. No won- 


der that with his modern machines, developed 
through competition, the American miner’s daily 
output is 4 to 24 times that of any miner in Europe 
or Asia—most of whom work in government- 
controlled coal industries. 


Just as competition spurs you on to trying 
harder—it’s competition that goads the individual 
company todeliver products that will outsell others. 
And it’s competition that keeps a whole industry 
on its toes, cutting distribution costs, opening up 
new outlets, and delivering better products. 
Competition—not government control—has 
already made America the most productive na- 
tion on earth. Competition—not regimentation— 


points the way to ever greater plenty for all of us. 
ae. 2 
This report on PROGRESS-FOR-PEOPLE is pub- 


lished by this magazine in cooperation with National 
Business Publications, Inc., as a public service. 
This material, including illustrations, may be 
used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, 
speeches, or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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OWER 
LUGIN 


For safe, efficient, flexible, economical and dependable power 
distribution for machines and lights in industrial plants, 
€ POWERPLUGIN Busduct is unsurpassed. 


@ Made in standard 10-foot lengths with a plugin outlet every 
foot of the way in one side, or alternately in two sides, (@ POWER- 
PLUGIN makes power available where and 

when it’s needed. 


@ It enables machines to be relocated and regrouped without 
disrupting production, eliminates temporary connections 
and long leads, cuts maintenance costs and affords other 

big savings by reducing power loss and voltage drop to 

a minimum. Too, it’s 100 percent salvageable. 


e@ Underwriters’ Laboratories’ approved, ( POWER- 
PLUGIN is available in capacities of 250 to 1000 
amps, 600 volts AC or less with Klampswitchfuz, 
Shutlbrak or Circuit Breaker plugin units for 

200 amps or less. 


e If you want greater plant efficiency 
@ POWERPLUGIN is the answer. For 
further information contact your 
nearest @ representative, listed in 
Sweets or write for bulletins. 


Features of ( POWERPLUGIN 


@ POWERPLUGIN is made of 16-gauge steel with 

; te : attractive gray enamel finish. It is only 7 inches 

al il diy : meee ee wide, 4 inches deep fer 600 amps and less and 6 
/ % ed 


a! 


inches deep for 800 and 1000 amps, permitting 


% 
; its use in restricted areas. 


steel channel supports riveted into position. 


Sliding cover type plugin openings,simplified ad- 


. A | 14. Ie ; 7 Insulators are one-piece glazed porcelain with 
f\ a 


justable, two-screw type fasteners for plugin units, 
i es ae two sliding type mounting brackets per section for 
Ss aa ' hanging as desired, electro-silver plated contact 
; : surfaces at joints with two or four brass jam bolts 
with phosphor bronze cup washers in elongated 

fastening holes are other features 


Srank e(dam Glectric Co. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


Maher of BUSDUCT + PANELBOARDS * SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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THERE’S A DIFFERENCE 


when you specify aluminum conductor 


IMMEDIATE SAVINGS—Aluminum conduc- 
tor gives you immediate savings. Initial 
cost far less than copper. Easier handling 
because of aluminum’s iighter weight. 


INSTALLATION SAVINGS — Aluminum’s light- 
ness helps insure faster installations. Line- 
men find it easier to string, handle, move 
around. Saves time and money. 


Si : 
MAINTENANCE SAVINGS— Aluminum’s 
lightness assures lower tensions on house, 
pole. Minimum maintenance required on 
lines and services. Potential total savings 
with aluminum conductor — up to 25%. 


THERE’S A BIG DIFFERENCE 


when you specify Kaiser Aluminum conductor 


FIELD SERVICE—Experienced Kaiser Alu- 
minum field men work hand in hand with 
crews on stringing operations, often devise 
money-saving techniques. They continual- 
ly check installation schedules—one big 
reason why Kaiser Aluminum’s record for 
on-time delivery is unsurpassed! 





ENGINEERING AND LABORATORY SERVICE — 
Kaiser Aluminum engineers suggest meth- 
ods to improve quality, cut costs. They 
make full use of top-notch Kaiser Alumi- 
num laboratories, call in specialists for 
organizational meetings, furnish sag and 
tension charts. 


CONVENIENT DISTRIBUTOR SERVICE — Kaiser 
Aluminum conductor distributor offices 
are located nearby you, wherever you are. 
They stock a wide range of Kaiser Alumi- 
num conductor—offer quick service and 
helpful technical assistance. 


Tuts COMPLETE SERVICE is available to you at no obligation when you specify 
Kaiser Aluminum conductor. Act now! A letter or telephone call is all that’s re- 
quired. Also request free pamphlet giving complete engineering data on new 
Kaiser Aluminum covered conductor—both weatherproof line wire and self- 
supporting Triplex cable for service drops and secondary distribution lines. 


Contact any Kaiser Aluminum office in principal cities, or one of our many 
distributors. Kaiser Aluminum & Chemical Sales, Inc., Oakland 12, California. 


Kaiser Aluminum 


Setting the pace ...in growth, quality and service 


NEOPRENE AND POLYETHYLENE COVERED CONDUCTOR, SOLID AND STRANDED * SELF-SUPPORTING TRIPLEX CABLE © ACSR ALL ALUMINUM CONDUCTOR 
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circuit Brey 


Select 
TQL Plug-in 
circuit Br 
for 


Trumbull TQL Plug-in Breakers from 10 through 
50 amp. ratings are all made to the same standard 
dimensions — physically interchangeable not only 
in Trumbull Load Centers and Panelboards but 
also dimensions of these breakers have been 
adopted by leading manufacturers. This means 
convenience, economy and time saving for the 
contractor or plant electrician. 








Quick Facts 


Quick-make, Quick-break 


Trip indicating, trip free 
handle, with stamped rating 


Positive arc-quenching and extended exhaust chamber 
Tamperproof, sealed factory calibration 
Double pole operation with handle extensions 


Underwriters’ Laboratories Approved for feeding 
through line or load terminal 


Ratings: 10, 15, 20, 30, 40 and 50 amp., 120 volt 
A.C., single pole 





Interrupting ratings: 5000 amp., 120 volt A.C., single 
pole; 120/240 volt A.C., double pole 


Size: 2-27/32 x 31/32 x 2-15/16 (over handle) 


—— 


Trumbull 


eakers 


UNIFORM STAN 
HIGH STANDARD ¥ 


DARD SIZE 


ROTECTION 


Trumbull also sets the quality and safety standard 
with a thermal-magnetic trip for positive protec- 
tion against both snorts and sustained overloads. 
Compact and economical to buy and install. They 
pay for themselves because they are buil, to last a 
lifetime. They pay big dividends in letting you 
restore service quickly after short or overload is 
corrected. They may well save a capital investment 
by prevention of overheated circuits. 


Leading Electrical Distributors everywhere stock 
Trumbull equipment. See your local Trumbull Dis- 
tributor for top values and alert service. For com- 
plete descriptive literature, write for TEB-12. 


TRUMBULL See citric 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


of 





 & o> > e) > eye. \e tA 
«| H JB-RAK 

; THE PRIMARY RACK 

FOR SECONDARY SERVICES 


Hot Galvanized 





many on reasons why the Hub- 

has p popularity in the years 

ae its ecdecion. It has been designed 

- for easy mounting and long-life economy, in 

| a range of sizes for every application. Note 
_ these features: 


@ Forged steel points rigidly attached through the 
back to form a single unit . . . points smooth- 
ly rounded on all exposed surfaces. 


=) Heavy back a to channel shape for added 
strength . . . designed to allow back-to-back 
mounting cn ‘poles. 


8 Points pe secty aligned ... . rack bolts easily 
inserted . . . insulators easily replaced. 


Oo Mounting slots conveniently located to allow 
insertion of mounting bolts back of insulators 
at points of greatest strain, or wherever desired. 


9g Line and Service Types with extended backs; 
Line Type also with non-extended back. 


6) Finest grade porcelain insulators, designed for 
protection to conductor while ‘ bea in” the 
lines. 


7) A rugged unit of heavy steel , . . the finest 
rack ever produced. 
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GUARANTEE 


QUALITY ELECTRICAL 


ACCURATE 
FRICTION TAPES 


Quality made of highest? 
grade rubber and finest cotton 
bose. Affords maximum me- 
chanical protection. Available 
in Stonderd and A.S.T.M.- 
A.A.R. Specification grades. 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity, excel- 
lent cohesion, high dielectric 
strength and super aging 
qualities;made in both Stand- 
ord and A.S.T.M.-A.A,R. 
grades. 


ACCURATE 
TAPE TIPS: PLASTIC TAPE 
FOR ELECTRICIANS | 


Use rubber tape that coheres without heat 
or extra pressure. That’s Accurate Tape! 
Easier to apply and actually improves with 
age. Remember — it’s Accurate Rubber for 
greater electrical strength, Accurate Friction 
for positive mechanical protection! 


TE oun oxst avy im tart 


Om oe ao ee oe ae a Oe 2 en eee oe ee a ee ae een, | 
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age sy 8=6©6Set new 
voltage standards 


on your branch 
and 
rural circuits 


BETTER VOLTAGE will be supplied to customers of the Mountain 
States Power Co. because of the small voltage steps of the ML32’s 
shown here being installed in the Sandpoint, Idaho, area. 


New G-E 32-step regulator features 
Class 1 accuracy, +10% regulation, 
improved switching ...at no extra cost 


General Electric’s new ML32 single-phase voltage regulator 
costs no more than the ML8 it supersedes. Yet its wider 
range, closer regulation and smaller steps permit you to set 
new standards of service on your branch and rural feeders. 
The new ML32 offers 20% regulation—10% raise and 10% 
lower in thirty-two 5¢% steps. Its controls meet rigid ASA 
Standards for Class 1 accuracy—99% accuracy regardless 
of operating changes in temperature, frequency or load. And 
its improved switching mechanism makes tap changes at 
optimum speed to assure long contact life and a minimum 
of maintenance. 
G-E ML32 step voltage regulators can be obtained for 
2500, 5000, 6900, 7200, 7600, and 7960-volt single-phase 
feeders and the corresponding wye voltages. For complete in- 
formation, see your local G-E Sales representative. Oe UND | Aiea dk Raemens nl the new G-E ML32—facilitates 
for bulletin GEA-5752, General Electric Co., Schenectady 5, inspection and adjustment. Note modernized control 
New York. 423-1 panel with all control knobs conveniently located. 





OPTIONAL MOUNTING of controls at base of pole- 


There’s a G-E voltage regulator for every application 
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" HOW CAN A = 
HELP YOU IN YOUR BUSINESS? 


We at Triangle have an old fashioned idea that what 
we and our distributors can give you — friendship, help, 
cooperation, is sometimes more important than the wire, 
cable or conduit we sell you. 

That feeling is strengthened every time we get a letter 
saying, “You and your distributors sure helped us out of 


a jam” or “We can’t help but tell you how much we 
appreciate your cooperation.” 

When you constantly get such comments, you know 
that a lot of people like you are profiting from doing 
business with Triangle. Perhaps you too will find that 


things run smoother when you do business with Triangle. 


Here are some of the things our field men, in cooperation with a nation-wide 
network of top electrical distributors, give, every working day—and many a night! 


@ Expert, friendly counsel on how to get the most 
and best wire, cable and conduit for your money. 
@ Expert engineering assistance at any point of the 
job—and for as long after as you choose. 

@ An expediting service famed for its helpfulness. 
, We’re not supermen, but if it can be done, we'll do it. 


@ Printed material -calculators, wiring manuals and 
other literature useful to you many times during 
the year. 
eA spirit of friendliness and helpfulness that will 
make you feel comfortable when dealing with 
Triangle. 


No matter who you are—contractor, engineer, maintenance man — no 
matter who you work for—utility, city, contracting firm, large industrial — 


YOU’LL LIKE DOING BUSINESS WITH TRIANGLE! 


TRIANGLE CONDUIT & CABLE CO., INC. 


TRIANGLE 


GW e Ry 


The Trade Mork 
of Top Quulity 


NEW BRUNSWICK, NEW JERSEY 


WHEN IT’S A QUESTION OF CARRYING ELECTRICAL POWER, CALL FOR TRIANGLE 





STANDARD 





... CAST BOXES’ BY HOPE 


(RD TYPES & SIZES 


UNFLANGED BOXES 
W1200 Type 
164 sizes. 
from 4x2x2t0 46% 36x17 


FLAT FLANGED BOXES 
H8000 Type 
87 sizes 
from 4x 4x3 to 36 x 36x 12 


HINGED COVER BOXES 
H3200 Type 
128 sizes 
from $x 5x3 to 36x 36x 12 


FLANGED RECESSED COVER BOXES 
H7000 Type 


51 sizes 
from 4x4x3t0 30x 24x12 


CHECKERED COVER SIDEWALK BOXES 
ae 53 sizes 
from 6x 6x4 to 36x 24% 14 


ELECTRICAL PRODUCTS CO., INC. 


Wilson Avenue, Newark 5 N.J. Mitchel! 2-4426 


CUSTOM VARIATIONS 


You can specify any of these modifications in standard BOXES by HOPE 
-have them factory-made at moderate cost-and get prompt delivery. 


DRILLING— 
or drilling and tapping— 
of conduit entrances 


BOSSES— 
to provide extra thickness 
for five-thread conduit entrances. 
Drilled and tapped to specification 
if desired 


SPECIAL GASKETS — 
Neoprene for fungus resistance in hot, 
humid climates * pure gum for extreme soft- 
ness and resistance to special acids * 
Vellumoid for resistance to oils and fats * 
graphite-free compressed asbestos 
for installation near boilers or steam pipes 


MOUNTING LUGS— 
drilled for any desired 
bolt size 


INTERIOR MOUNTING BUTTONS — 
—tapped blind 


to specified centers ae 


AND ... you can order these custom modifications, as well os 
standard BOXES by HOPE, conveniently and quickly, through 
your local electrical distributor. 


* OUTLET BOXES AND FITTINGS + JUNCTION AND PULL BOXES + 
HINGED CABINETS * TERMINAL BOXES * EXPLOSION HOUSINGS 











EXPLOSION HOUSINGS BY HOPE 


have been extensively used in Class 1, Groups C and 
D hazardous locations, such as chemical, petroleum 
and powder plants, pump rooms and paint plants. 


GET THE FULL STORY ON BOXES BY HOPE — 
WRITE ON COMPANY LETTERHEAD FOR CATALOG 
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WHATEVER THE SIGNALING NEED you can get the prope) alarm systems... plus bells, buzzers, horns, sirens, howlers 
equipment from your local Graybar office. Edwards Lokator all are reliable products made by leading manufacturers 
code-paging or calling systems... Webster intercommunica- Call your near-by Graybar Representative for complete in- 
tion systems ... USI sound-powered telephones... fire formation on any item 


Help them TALK, WARN, CALL, LOCATE— at any point 


Clear, fast plant-wide intercommunication speeds your cus- 
tomer’s day-to-day operations ... becomes absolutely vital 
during emergencies. But, before you buy equipment for 
vour next communication job, check with Graybar to make 
sure you’re getting the right choice of units for long-term 
service. Get the help of an experienced Graybar Signaling 
Specialist in planning the system best suited to the job 
requirements — a system that will save steps, save time, 
save money... perhaps even lives. 

Because Graybar distributes a complete line of signaling 
equipment, you can get all of your needs from a single con- 
venient source. Your purchasing problem is simplified... 
you take full advantage of Graybar’s nation-wide ware- 
housing system... you can be sure of prompt, on-schedule 

PROVIDE FLICK-OF-A-SWITCH PAGING. An Edwards Lokator _ deliveries. 

quickly locates personnel at any point throughout the In addition, Graybar distributes eve ything electrical 
plant. You can make installations using any type of signal for wiring, lighting, power, and ventilation—over 100,000 
scenes amas horns, bells, buzzers, musical notes, or items in all. Graybar Electric Co., Inc. Executive Offices: 
ari sis Graybar Building, New York 17, N. Y. 


Call Graybar titst ror... 


IN OVER 
100 PRINCIPAL CITIES 











REPRINTS up to five, free. 


Larger quantities at cost. 


W. R. C. Smith Publishing Co. 
806 Peachtree St., N.E. 


STATEMENT 


P é 
Atlanta 5, Ga. . , To Gwerage limiucan jlamlly 


Min Steel, US la 











Your share of the 
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Freedom Demands a 


HE FEDERAL Government is spending your 

money at the rate of about $2,500 every time the 
clock ticks. That is approximately the amount to be 
paid in federal taxes this year by a man, with a wife 
and two children, earning $12,000 a year. 

The Federal Government is collecting taxes from 
you at a rate of more than $2,200 every second of 
every day and every night. The per capita income in 
this country now is estimated at about $1,700 a year. 

The Federal Government is adding to our federal 
debt, through deficit spending, at the rate of more 
than $300 a second. 

Federal expenditures in this fiscal year which ends 
next June 30 will total nearly $80 billion. Federal 
revenue will not exceed $69 billion. 

This kind of deficit spending has been going on for 
a long time. In 21 years the federal budget has been 
balanced three times. A new generation has reached 
its majority under federal deficit financing. 


When is Insolvency Apparent? 

In view of these facts one might well ask himself: 
When does a Democracy become insolvent? In a sys- 
tem such as ours, when and how does national in- 
solvency manifest itself? 

There probably will be no milestone to mark the 
crossroad, but there are some who may conclude that 
a Democracy is approaching insolvency when: 

(1) We are unable to pay current costs of govern- 


30 


By HARRY F. BYRD 


ment over a prolonged period with taxes short of con- 
fiscation and diminishing returns; and 

(2) When the constant cheapening of the dollar 
is a result of these conditions. 

In our short-of-war status, federal taxes—raised 
three times in one year—did not meet expenditures 
last year, and expenditures will exceed revenues by 
more than ten per cent this year. The dollar is now 
worth 53 cents. 

The best tax experts in the country have testified 
that taxes are already so oppressive they cannot be 
maintained at present levels for more than a tempo- 
rary period. 

Each new deficit is being piled upon a federal debt 


FEDERAL DEBT 


SOURCE: U. S$. TREASURY 


1869 [fj s2.2 BILLION 


(After Civil War) 
1919 I 525.2 sition 
(After World Wari) 
929 I «16.6 21108 
1939 TE s29 9 e1i0N 
(Pre-W orld War il) 
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of Commerce 














In this article the nation's long-time leading 
exponent of governmental economy points to the 
desperate need of cutting federal spending and 
balancing the budget. This is No. 2 in a series 
on problems of business and government, written 
exclusively for the W. R. C. Smith publications. 


Solvent America 


United States Senator from Virginia 


already greater than any other nation ever dared 
create. We went into World War I with a federal debt 
of less than $1 billion; we went into World War II 
with a federal debt of less than $50 billion. We started 
this new deficit financing era with a federal debt of 
more than a quarter of a trillion dollars. 

If the integrity of the United States is to be main- 
tained—if we are to remain solvent—we must finance 
the new debt created by current deficits at the same 
time we are paying off the old debt obligations which 
are now coming due. This must be done whether the 
debt was incurred for war or peace. 

With characteristic deception, the Fair Deal econo- 
mists have been telling us for years that there is 
nothing wrong with a huge federal debt so long as 
we owe it to ourselves. But when pay day rolls around 
we find that we owe it to ourselves in the war bonds 
we hold, in our bank savings against a rainy day 
which are invested in the federal debt, in the insur- 
ance we bought for the protection of our families 
which is invested in the federal debt, and in the social 


S$. Chamber 
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SENATOR BYRD has rendered distinguished service to 
his country as a member of the Senate since 1933 
Prior to that time he was governor of Virginia. He 
is Chairman of the Joint Congressional Committee 
on Reduction of Nonessential Federal Expenditures. 


security taxes withheld from us against our old age, 
which are invested in the federal debt. 

We find some ten per cent of the taxes the Federal 
Government takes from us goes to pay ourselves in- 
terest. What would happen if we should find that this 
debt the Federal Government owes us couldn’t be met 
when it comes due; if we couldn’t finance it, or if we 
couldn’t pay the interest? 

It is the federal debt that stimulates inflation. It is 
the federal debt that may impair our personal security. 
The federal debt is a vital factor in the security and 
preservation of our form of government and the free- 
doms for which it stands. 

Democracy can not survive insolvency. Neither can 
our free enterprise system. Without the productive 












THE AVERAGE FAMILY’S SHARE 
OF THIS DEBT IS $5,860 


$259.0 BILLION 








capacity of our free enterprise system we can not hope 
to deter or resist Russian aggression. 


The Intricate Control Pattern 
Breaks Down in Confusion 


Our alternative to free enterprise is socialism. A 
trend toward socialism is inherent in continued deficit 
spending, increasing debt, and the resulting economic 
and social dislocations, including inflation and mount- 
ing taxes. 

These factors create demands for controls. Controls 
require more controls, and finally the pattern becomes 

‘so intricate that it breaks down in confusion. Prices 
rise and inflation spirals. 

There is demand for additional taxes to halt infla- 
tion, and finally taxes reach a point of diminishing 
returns, suffocating the profit incentive of our free 
enterprise system in the process. 

Then comes the temptation to increase socialism all 
along the line, including the necessities of life such as 
food, housing, medical care, and finally the sources of 
livelihood—business and agriculture. 

Socialism, itself, is destructive of all the things that 
have made our country great. But socialism requires 
controls. Controls lead to centralization in Washing- 
ton. Corruption is invariably a product of centraliza- 
tion of purse and authority. This combination can lead 
only to moral and economic decay. 

There are those who have been contending that such 
are the conditions facing the new administration 
which is taking over direction of the Federal Govern- 
ment in Washington. 

We can continue down the road to state socialism 
and ultimate disaster, or we can strengthen and re- 
vitalize the free enterprise system with solid fiscal 
policies and go forward, with our head high, as the 
leader of those who have the will to fight for freedom 
and independence. 

I do not concede that either Democracy or free enter- 
prise, or any other American freedom, has run the 
course of its usefulness in the world. They have been 
worth fighting for in the past against both economic 
and military challenge and I do not concede that they 
were any dearer to those who have fought for them 
before, and won, than they are to us today. 

But, frankly, we are faced with a federal fiscal 
crisis. Unless we meet it with courage, we can expect 
continuing deterioration of our currency and credit, 
and consequently the destruction of our form of gov- 
ernment, our free enterprise system, and all the free- 
doms for which they stand. 


A Sane, Constructive Alternative 

What are the alternatives facing the new administra- 
tion at Washington? 

1. More taxes, Taxes are already perilously high. 
Diminishing returns in both revenue and production 
would be the certain result of more taxes. 

2. More deficit financing. Besides the problems of 
financing and managing a debt of more than a quarter 
of a trillion dollars and all the other treacherous as- 
pects of debt, more of it is bound to generate more 
inflation which in itself will further undercut what 
little financial and economic stability there is left. 

Only the Federal Government can spend in unlimited 
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amount. It alone determines the value of money and 
the extent of credit, because it alone is empowered to 
do so. When we think of the federal debt we must 
remember that a federal bond is not simply a loan to 
the Federal Government on which it pays interest. It 
is a first mortgage on all we own. 

3. Reduction in nonessential federal expenditures. 
This of course is the only safe, sane, responsible and 
constructive alternative. 

The most inflated thing in America today is the 
Federal Government. Big government costs big money. 

Of course, it is absolutely necessary that our military 
defense should be made impregnable and our efforts 
toward this end must be supported to the hilt. But 
the military is the most wasteful segment of our gov- 
ernment today. More efficiency through which we would 
achieve more defense for less money is the first re- 
quirement of the new administration. 

Beyond this, we must purge the federal budget of 
every nonessential expenditure. In the first quarter of 
the current fiscal year federal expenditures exceeded 
those for the same period last year in the following 
categories: Agricultural Research Administration, 
Farmers Home Administration, Forest Service, Pro- 
duction and Marketing Administration, Soil Conserva- 
tion Service, Civil Service Administration, Public 
Roads, Economic Stabilization Agency, Civilian De- 
fense Administration, Office of Education, Social Se- 
curity Administration, Public Housing Administration, 
Labor Department, postal deficit, State Department, 
TVA, Coast Guard, Internal Revenue Bureau, and 
interest on the debt. 

In the first quarter of the current fiscal year there 
were 2,495,519 civilian employees in the Federal Gov- 
ernment. This was more by 76,000 than were employed 
in the same period in the year before. Among the 
agencies showing substantial increases were the Post 
Office Department, Civil Service Commission, General 
Services Administration, TVA, State Department and 
the military establishment. 

The federal budget must be balanced immediately, 
through reduction in nonessential federal expenditures, 
and then we must move to reduce taxes, if we are to 
restore fiscal stability to the United States Govern- 
ment. Financial soundness is the heart of the Ameri- 
can system from which our social, economic and mili- 
tary flows. 

We are the last free area in the world. If free enter- 
prise democracy in the United States is not preserved, 
there will be no source of support and reinforcement 
for either ourselves or our allies. 

With no intensification of the war situation, reduc- 
tion in the federal expenditure level of the current 
year by $10 billion without impairment of our security 
is possible, despite existing commitments and legal 
requirements. This would virtually balance the federal 
budget. Within the next two years, under current 
military requirements, efficiently administered, reduc- 
tion in the current spending level of $15 billion should 
be achieved, thus affording some relief from the pres- 
ent burdensome tax impositions. 

This can be done only by courageous and sympathetic 
action by the new president and the new congress. 
This must be backed up and promoted by every citizen. 
Otherwise, it would be too much to expect. 
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A 400-ampere busduct extends the entire length of the heavy machine area of this modern industrial plant. 


Industrial power distribution 


by George O. Sowell 
Chief Electrical Engineer, Pathfinder 
Coach Division, Superior Coach Corp.. 
Kosciusko, Mississippi 


@ ELECTRICAL POWER distribution 
for a modern industrial plant must 
usually be a matter of compromise. 
The factors of initial cost, main- 
tenance cost, flexibility, and relia- 
bility must all be given careful con- 
sideration, as well as the specialized 
operations of the manufacturing 
process, structural details of the 
building, and probable future ex- 
pansion of the plant. 

The construction of the plant of 
the Pathfinder Coach Division of 
the Superior Coach Corp., in Kos- 
ciusko, Miss., provided an oppor- 
tunity. to design a modern distribu- 
tion system for a production line 
type of manufacture. 

Built in a predominantly agri- 
cultural community, in what was 


once a large cotton field, this in- 
dustrial plant is typical of the 
change that is taking place in the 
South, where many communities 
are achieving a _ better balanced 
economy. 

For several years after the close 
of World War II, Superior Coach 
Corp., of Lima, Ohio, studied vari- 
ous areas for a suitable location for 
a new plant to serve Southern and 
South American markets for their 
school bus and ambulance products. 
In the spring of 1950, they decided 
on Kosciusko, Miss. The city passed, 
by a large margin, the bond issue 
sponsored under the state’s Bal- 
ance Agriculture With Industry 
(BAWI) program, and the archi- 
tect started plans and specifications. 


Electrical facilities of the new 
plant were required to serve the fol- 
lowing loads for this 155,000 sq. ft. 
10,000 sq. ft. office 
building: (a) a complete lighting 
system totaling 355 kilowatts of 


factory and 


connected load, and (b) a power 
system for 900 horsepower in 
motors and 600 kilowatts in spot 
welders. 

Initially, the lighting system was 
designed with a basic 4-40 watt in- 
dustrial type fixture 
which yielded an over-all average 


fluorescent 


of 15 footcandles in the factory and 
35 to 50 footcandles on working sur- 
faces. Due to initial cost considera- 
200-watt RLM 
domes were substituted for each 


tions, however, 
fluorescent fixture in the factory, 
and half of the fluorescent fixtures 
were omitted in the general office 
to bring the cost of the facilities 
within the bond issue allowance for 
the entire structure. 


ELECTRICAL SOUTH for JANUARY, 1953 33 





(Top) Typical load center of the Path- 
finder Coach Division’s modern plant 
at Kosciusko, Miss. Dry type trans- 
formers permit the installation of the 
banks in the building on platforms 
above the production floor. (Center) 
Each load center includes lighting and 
power panel boards such as shown 
here. Trumbull Swing-Wa_ = switches 
were installed. (Bottom) Looking 
along one of the coach production 
lines. Just inside the columns, above 
the coaches, is the Feedrail which sup- 
plies the high-ceyele hand tools su-- 
pended by hooks from the Feedrail 


sliding contact devices, 


Complete studies of the factory 
power requirements revealed that 
machines were widely scattered 
over a large area. In order to serve 
these motors with a minimum of 
expense and voltage drop, the de- 
‘ision was made to locate trans- 
formers in the center of four load 
areas in order to bring the power 
source nearer the load 

To reduce weight and to allow 
he transformers to be installed on 
steel platforms above the floor, 
thereby reducing floor area re- 
quired, dry-type transformers were 
selected. The distribution panels 
were located on the floor below. 
Since lighting was likewise wide- 
spread and some nine panels were 
involved in the factory, the lighting 
was also served from. dry-type 
transformers 01 he same plat- 
forms. 

Power transformers 


three 100 kva, 2400 4160 volts wve 
primary and 480 Its delta sec- 
ondary, at eact ] 
form load cente 


transtormers at 


are three 37 kva, 2400 4160 


wye primary, 120 208 volts 
secondary » , at load C 


No. 4 which ha ree 25-k\ 


a 
formers 
The 2400 4160 
Was brought into tl plant from 
the utility company’s outdoor sub- 
station in 350 MCM, 5-kv neoprene- 
jacketed onauctors nstalled in- 
derground in 4-inch conduit 
Service equipment consists « 
General Electri: H00-ampere, 


pole, 50,000 kva_ interr 





pacity oil circuit breaker The 
breaker Was installed with 250- 
ampere instantaneous trips, under- 
voltage release, and enclosed in a 
steel cubicle. 


From the service equipment, the 
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primary extends to the load centers 
through four No. 4.0 varnished 
cambric insulated conductors, rated 
5 kv, in 3-inch overhead conduit. 
The original design called for 
two underground service entrances, 
two oil breakers, and a primary 
loop connecting the load centers. By 
means of disconnecting switches, 
any load center or section of the 
primary could be isolated for main- 
tenance or repair. The power 
transformers were also designed 
for banks of three 167-kva capacity. 
These details fell victim to the tight 
‘budget, however, and the installa- 
tion resulted as described. 
Individual single-phase dry-type 
transformers were selected over 
polyphase to permit them to be re- 
connected’ in case of one trans- 
former failure, and to allow com- 
plete interchangeability. 
Transformers are protected 
each load center by 7,500-volt, 
QOO ampere interrupting capacity 


+ 


boric acid type fused switches in- 
stalled in large 14 gauge sheet 
metal, hinged-door boxes These 
boxes are nippled to auxiliary gut 
ters which serve the transformers 
Distribution panels are Swing- 
Wa switch and fuse type for both 
lighting and power. Ample spaces 
were provided for addition 


switch units to serve future loads 


Main switch units provide prote 


each of the panel buses. 

area of the factory ser 
punch presses, metal shears, et 
which were movable and t} 
especially suitable for servi 
busduct. One straight run 
330 feet of center-fed 400-am; 
busduct was installed to serve 1 
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(Top) ‘The large blocks of power 
needed for welding machines were ob- 
tained by extending busduct along the 
ceiling for the entire length of the 
plant. The busduct also serves an area 
of the plant where punch 9 presse-. 
shears. and other machine tools are 

located. Plug-in ty pe switches make it, 
possible to take off power at any loca- 
tion along the busduct. (Center) The 
large air compressor required for a 
plant of this type was equipped with a 
synchronous motor in order to improve 
the over-all power factor of the plant. 
and thus reduce the cost of power. 
(Bottom) A paint-drying oven. part of 
the production line, is equipped with 
modern safety controls including a 
photoelectric combustion safeguard. 
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to estimate electrical jobs 


@ ELECTRICAL ESTIMATORS — and 
many would-be estimators — are 
going to school! As of October, some 
1,571 students were enrolled in a 
26-week course sponsored by the 
National Electrical Contractors’ As- 
sociation, through its 107 chapters 
in the 48 states. 

A well organized class has made 
good progress in Jacksonville, Fla., 
under the direction of W. S. Binck- 
ley, manager. of NECA’s North 
Florida Chapter. The course con- 
sists of study periods three nights 
each month followed by a fourth 
period of written examinations. 

The course of study is divided 
into eight units as follows: 

(1) Industry and trade relations 
for electrical estimators. 

(2) Elements of electrical con- 
struction for estimators. 

(3) Elements of building con- 

struction for estimators. 

(4) Estimating electrical instal- 
lations, quantity, take-off, and ma- 
terial listing. 

(5) Estimating electrical instal- 
lations—pricing material and ap- 
plying labor units. 
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(6) Estimating electrical instal- 
lations—summarizing and cost rec- 
ognition. 
overhead. 

(7) Estimating electrical instal- 
lations—projects. 

(8) Relations of estimating to 
sales engineering, job management, 
and cost accounting. 

The purpose of the course is sum- 
marized by NECA in this way: 

“What evil is there which causes 
electrical contractors to take job 
after job at cost or below? Is the 
reason always to get the job away 
from the other fellow? Good logic 
dictates that such practice is a 
sure way to business suicide. There 
must be other reasons. It is difficult 
to believe that so many firms are 
bert upon gelf-destruction. The 
most obvious reason is that costs are 
estimated incorrectly. What kind of 
job is the average estimator 
doing?” 

The NECA defines a good esti- 
mator in this way: 

“To be a good estimator a person 
must have considerable training in 
electrical installation practices. In 


Direct job expense vs. 


by C. E. Wright 


other words, a well trained electri- 
cian with an average education 
makes good material for an esti- 
mator. Even with these qualifica- 
tions, the process of making an 
estimator. is hit or miss unless he 
is given thorough instruction in 
modern estimating methods.” 

What should these methods be? 
NECA says: 

“Training in modern estimating 
methods reveals that estimating is 
divided into three important 
phases: (a) determining material 
costs; (b) determining labor costs; 
(c) determining direct job expenses. 
It also reveals that the estimator 
must constantly rely upon cost in- 
formation secured by the accounting 
department from actual field costs 
of previously performed installa- 
tions. It shows that these cost ac- 
counting data are the unit of mea- 
surement used to judge costs of the 
proposed installation, and that esti- 
mates prepared without the benefit 
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of cost accounting information are 
usually far from accurate and not 
to be relied upon.” 

Asserting that “trained estima- 
tors are good estimators,” NECA 
also observes that “‘a large majority 
of electrical contractors have little 
or no training in estimating and 
many of them employ estimators 
who also lack proper training. These 
firms are engaged in turning out 
wild bids which in many cases are 
only guesses, the result being that 
unreliable contractors, by hiring un- 
trained estimators, are pricing the 
market at a figure considerably be- 
low that which would allow profit- 
able operation. By their tactics they 
force the efficient and qualified con- 
tractors to be shut out from many 
jobs unless they too are willing to 
take jobs at below-cost figures. 

“A responsible contractor will not 
seek work at prices below cost, and 
his estimators will have the ability 
to estimate costs with a reasonable 
degree of accuracy. Sound estimates 
are turned out by trained esti- 
mators. Lack of information on past 
costs and on proper estimating pro- 
cedure is the main reason for be- 
low-cost bids.” 


Practical instructors used 

The classroom work in this 
course of study in many cities 
throughout the country is conduct- 
ed by class leaders, who are men 
selected from among the experi- 
enced estimators in each locality 
whether they be employers them- 
selves or men associated with em- 
ployer organizations who have de- 
veloped outstanding ability along 
some one line. There are some, for 
example, who know the code for- 
ward and backward; others who are 
specialists in take-off design, and 
so on. The man best equipped in 
each line of work leads the discus- 
sion. 

The purpose of the course is nov 


to teach what any one man knows, 
as one chief instruction leader puts 
it, but to get the benefit of what 
all know. Some of the men who 
lead the classroom discussions have 
examination boards. 
exchange of ideas 
among estimators on the way they 
handle an individual problem. While 
many who are taking the course are 
long-time participants in electrical 
contracting work and want to brush 
up on their weaknesses, others are 
beginners who derive benefit from 
the experiences of older estimators. 
Study Unit 1 of the course starts 
out in a somewhat elementary way 
to instill in the minds of the stu- 
dents the reasons for the pursuit 
of the more detailed studies which 
are to come later. The answer to 
the very first question defines “ed- 
ucation” in the electrical contract- 
ing industry as “recalling accumu- 
lated experiences to the attention 
of those informed persons who may 
have fallen into bad habits and are 
not using their knowledge to their 
own full benefit, as well as provid- 
ing training for the untrained.” 
The objectives of the course are 
defined as: (1) Make the enrollee 
aware of the responsibilities and 
risks involved in estimating elec- 
trical construction. (2) Create a 
more intelligent approach to esti- 
mating. (3) Provide a basis of ade- 
quate training. (4) 


served on 
There is an 


Reduce the 
economic burden of training esti- 
mators. 
selow-cost bidding is immedi 
ately recognized as one of the over 
shadowing problems of the elec- 
trical contracting industry. The fac- 
tors which contribute to this situa- 
tion are described as an unwilling- 
ness to recognize the real costs, a 
tendency to gamble, a “get-the-job- 
at-any-cost fever” and lack of 
knowledge of proper estimating. An 
orderly mind, imagination and abil- 
ity to visualize, ability to concen- 


trate, patience, neatness and rea- 
sonable mathematical ability are 
stated to be the personal character- 
istics most desirable in an estima- 
tor. A good electrician, it is stated, 
may not always prove to be a good 
estimator as he may lack one or 
more of these personal character- 
istics. 

It is not pretended that this 
course alone will make a good esti- 
mator. Students are advised that 
they should supplement the study 
course with further study of ap- 
plied electrical engineering, elec- 
trical construction design and lay- 
out, the National Electrical Code, 
principles of illuminating engineer- 
ing, the various electrical materials 
and building construction. Job con- 
tacts in the field are also recom- 
mended as a part of any course of 
study. 


Effect of variables stressed 


One of the phases of job contacts 
which is being stressed is the im- 
portance of the attitude of the gen- 
eral contractor to the specialty con- 
tractor. If the general contractor is 
inefficient, he can seriously affect 
the work of the electrical contractor 
and add to the latter’s costs by slow- 
ing the job up, by lack of co-opera- 
tion, by failure to protect working 
areas from the weather, by failure 
to clean up debris, by failure to 
maintain adequate means of access 
to the working areas, by failure to 
employ competent supervision, by 
failure to support the electrical con- 
tractor in the case of unreasonable 
demands for changes, and by fail- 
ure to make 
promptly. 


progress payments 

To prepare students for what is 
to follow, the trend of questions and 
answers in the first part of the 
course places a lot of emphasis on 
the fact every part of an electrical 
contractor’s business which in any 


Please turn to page 6? 





which some 





This is the first of a series of several articles 
describing the course in electrical estimating 
1.500 electrical 
would-be estimators are studying. 
is sponsored by the National Electrical Contrac- 
tors’ Association and represents a part of its 
expanded services to members. The objective 
of the course is to increase the accuracy of elee- 


estimators and 


The course 


trical estimating and to reduce the number of 
below-cost bids that plague the trade. Obviously, 
this series of articles can only present the high- 
lights of the course which is copyrighted by 
NECA and represents an important member- 
ship advantage. However. the articles will out- 
line the subject matter of the course for those 
who would like to pursue the study further. 
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Nell lighting for 


by Hal M. Newsome 


@ “THE MODERN, true-value, bal- 
anced-color rendition, obtained by 
the proper combination of fluores- 
cent and incandescent lighting in 
the same display area, is fast de- 
veloping into one of the most effec- 
tive sales tools that a wiring con- 
tractor can use for merchandising 
more fixture installations in certain 
types of retail stores,” says J. R. 
Lowry, of Lowry Electric Company, 
in Coral Gables, Fla. 

“Any time that an electrical en- 
gineer can show a department store, 
clothing, or specialty shop manager 
how to sell more goods more easily, 
that’s news both in his and the 
store's profit department! More- 
over, it’s easy to prove that bril- 
liant, true-value lighting will do 

ist that in the display of fabrics, 
or any material in which exact color 
selection is the primary selling fac- 
tor. And this kind of concrete, con- 
tructive and easily-demonstrated 


sales ammunition will win mutually- 





= 
satis! 


actory and profitable contracts 
from a wide range of retail op- 
erators in both old and new estab- 
lishments,” Mr. Lowry went on. 

The Lowry Company’s recent wir- 
ing and fixture installation, on the 
new, expanded and remodeled Rich- 
ard’s Department Store, in Miami, 
confirmed and extended Mr. Lowry’s 
faith in this modern, balanced type 
of combination lighting, which is 
so new in the Miami area that the 
Richard’s job is the first completely- 
designed and integrated application 

f it on a large seale in South 
tlorida. 

Both the store Managers and 
their customers are greatly pleased 
with the lighting and decorative 
The impressive fixtures used in the lighting of Richards’ main floor (shown in 
the top picture here) were designed from the co-operative plans of the architect. , ; ; 
lighting engineer, and lighting designer. The luminous ceiling of the executive installation of this type can serve 

board room provides an illumination of 50 footeandles. as a demonstration model to sell 


values obtained, and one successful 
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man\ 
The 


other local 


iobs. 
Richard's people on 

completely remodeled their exis { 
eight-story building of 162,000 sq. 


floor space, but added 72.70% 


f space in a new four-story 
oining building designed to har- 


nit. Al 


structure 


ize as one complete 
ie old wirin in the old 
complete new co- 
svstem. A 


service of 


was replaced by a 
ordinated 


1) isduct 


busduct 


new 
main 6,000 am- 
the 


carries 


peres was provided to 
thus 


any 


new 
switchboard, which 
than 
the 
gear 
were supplied by 
Co., of 


more current 
stallation in 


switchboard 


other in- 
area The 
and all busduct 
Trumbull Electris 
Norwood, Ohio. 


Miami 


Busduct feeders used 
Two new busduct feeders of 2,000 
amps., plus three new busduct feed- 
ers of 1,000 amps. each make up a 
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ve some idea of the size 


Ada 
tor 


the job, over 1,000 Fran} 


hoo} boxes were 


installed 


dividual light and phone outlets, and 


over ten miles of fl 


were used in lengths of from « 


to eight feet 
“Altho igh we 


problems due to 


nad many 


the extent 


iob and its duration of over a 


vith 24.890 man-hours of labor 


volved—and also due to 


lack 


switchboard space, shortage 


critical materials and skilled labor. 


with considerable delivery delays 


the post-Korean period—we st 


1953 


m 
In 


orescent tubing 


me 


vear, 
in- 
of 


of 


1? 
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Unusual lighting treatment is ob- 
the credit office of the 
store with these three-lamp recessed 
troffers with 


tained in 
lens enclosures as 
shown in picture above. At 
left. is the and picture de- 
partment where illumiration is from 
recessed three-lamp slimline troffers. 


routine wiring 
fiddle to 
vhiv-significant 


Mi 


Se*( ond 


} 
explain 


trof 

rescent 

aes, wit! 

scent lights at the 
and outstand 

‘ro. On other 

ver slimline units of 


with 


accent 1 


three or four lamps were used 
balancing and adjustable 
andescents at 


“Not only de 


nto tne 


each end 

these fixtures blend 
ceilings in an over-all de 
sign which is a harmonious and nat 
part of the 
ire, so natural that it 
itself, 


iral interior archite 


calls no at 


tention te 


but the light values 


on the merchandise are so true, so 


bright and confidence-inspiring that 


istomers no longer carry clothing 


to the outside door and delay a sale 
while they check colors by daylight. 


With fluorescent alone, sales were 
much slower and more uncertain.” 
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Shown above are (left to right) James S. Biggers, estimating engineer for Lowry 
Electric; J. R. Lowry, of Lowry Electric, electrical contractors; and Furna E. 
Lott, electrical manuacturers’ representative. 


When fluorescent first came on 
the market, many in the industry 
were tempted to regard them as a 
panacea for all previous problems. 
But gradually contractors and mer- 
chants observed that when fluores- 
cent units were used as the only 
lighting source, false light values on 
colors were obtained. Customers 
were not only confused in their 
judgment of color, but were over- 
aware of the artificial tone of the 
lights and were distracted from 
their main business in the store— 
buying. 


Combined illumination 


In the past two years it has been 
demonstrated that the combination 
of fluorescents for intensity and 
incandescents for color values, pre- 
serves the best points of each and 
provides perfectly balanced indoor 
illumination. Since this combina- 
tion, especially in an attractive and 
functional design, is still relatively 
new, literally thousands of stores 
are live prospects for it. A simple 
demonstration and comparison is all 
many sizable mercnants need to en- 
able a contractor to make a sale. 
Where budgeting is a problem, it 
isn’t necessary to remodel the ceil- 
ing, or even always to change the 
old fluorescent fixtures, if that type 
is solely in use, though an inte- 
grated design is always better. 

“But one thing is sure,” Mr. Lott 
reports, “and has been amply dem- 
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onstrated by the Richard’s installa- 
tion: nothing in the whole store is 
as necessary in efficient selling of 
clothing as adequate, true-value 
lighting, except the merchandise it- 
self. Customers who used to fuss 
around and talk about the light, now 
buy goods and walk out satisfied. 
Salespeople have time for new ar- 
rivals and other points of selling. 

“One of the most exacting prob- 
lems of main floor selling, at count- 
ers near the outside entrance, has 
also been met: that of customers 
coming in from the bright sunlight 
and having to take time out to ad- 
just their vision to the ordinary 
inside illumination. Richards has its 
main entrance at the corner of the 
building, where the blazing tropical 
sun beats down without obstruction. 
Still, shoppers in the new store go 
immediately to the counters and 
start at once with their selection of 
colored merchandise with full con- 
fidence, thanks to the brilliant in- 
door illumination. 

In designing a combination sys- 
tem, the relative proportions of the 
two types of tight are easily worked 
out. In Richard’s, in a typical bay, 
or ceiling space of 20 feet by 20 
feet, 1600 watts of slimline was 
used with 1200 watts of incandes- 
cents; or four watts per square feet 
of the former and three watts of the 
latter. This produced 100 foot- 
candles, maintained on the counters. 

The beautiful and impressive fix- 


“meeting a 


tures on the first floor were made 
by the Garden City Plating and 
Fixture Company, of Chicago, and 
were designed by them in co-opera- 
tion with the Richard’s job team: 
the lighting engineer, the electrical 
designer, and the architect. They 
are supplemented by individual 
counter lighting and wall case light- 
ing consisting of fluorescent units 
in all show cases and in the valances 
of the wall cases. Island cases are 
lighted in the same way and this 
supplementary effect lighting is the 
final touch in a finished, modern job. 


Colors modiiy lighting value 


Another factor in the complete 
and outstanding success of the Rich- 
ard’s installation was the discrim- 
inating selection of pastel paint 
colors for the interiors. The ceilings 
are flat white, and the walls are 
either light coral, light green, blue, 
or buff in delicate pastel tones. In 
retailer’s illuminating 
problem, the contractor should be 
sure to point out that interior colors 
always modify the effective tone and 
value of the light. In Richard’s, 
blonde mahogany display cases and 
light-colored terrazzo 
help. Co-operation and consultation 
in these matters among lighting en- 
gineers, architects, and decorators 
is very important. 


floors also 


In remodeling the store, much ad- 
ditional selling space was obtained 
in the building by dropping the 
ceilings three or four feet. Archi- 
tectural and lighting design com- 
pensated for this by retaining the 
effect and impression of adequate 
ceiling height. This, of course, is a 
profit and selling feature for con- 
tractors with merchants 
who need more room and don’t know 
how to get it. 


dealing 


Extra - special lighting was used 
in the executive offices and the 
board room, consisting of complete 
luminous ceilings, in which the 
light was produced by slimline 
lamps above a ceiling of translucent 
corrugated plexiglass. This type of 
lighting is brand new in this area, 
and combines’ great functional 
beauty and simplicity with perfect 
illumination and 
control, by 


excellent sound 


means of acoustical 
baffles designed as an integral part 
of the ceiling. It is a design that 
can take the place of acoustical 


Please turn » page 61 
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Creative selling opportunity 


* 


Kasy-to-install panels 


available for radiant heat 


@ NEW, PRE-ENGINEERED electric in- 
fra-red oven panels, announced by 
Edwin L. Wiegand Company, of 
Pittsburgh, manufacturers of Chro- 
malox electric heating equipment, 
have a wide range of industrial 
applications. 

The panels, in two modular sizes 
with built-in bus bars, insulation, 
and frame, arrive on the job com- 
plete, ready to be erected in oven 
structures and connected to plant 
wiring. Their simplicity meets the 
need for ovens that can be built 
quickly, easily, and economically. 
Depending on size and shape, com- 
plete ovens can be erected in sev- 
eral hours, ready to go to work. 

Energy radiated by this far-in- 
fra-red generator is absorbed with 
practically equal speed by all colors 
from black to white, with negligible 
reflection. Even clear glass and 
plastics, which transmit near infra- 
red, absorb this far-infra-red radia- 
tion. “Far-infra-red” is a technical 
name for the longer wave length of 
radiation, which is so far from the 
visible portion of the spectrum as 
to be barely visible. This absorp- 
tion-efficiency advantage results in 
very rapid heating bringing work 
to temperature quickly, 
oven and conveyor lengths. 

The infra-red output of the panel 
is considerably higher per square 
foot than any 


reducing 


other infra-red 
equipment operating in this temper- 
ature range. Ideal for work which 
requires crowding heat into a lim- 
ited space, as with conveyorized 


degreasing, the intense radiation 
can also be “dialed” from 4 to 100 
per cent of capacity, for accurately 
selecting and maintaining work 
temperatures up to 700 degrees 
Fahrenheit. 

Once the heat requirements are 
determined, the inexpensive con- 
troller dial setting can be “logged” 
and the far-infra-red heat output 
duplicated exactly at any time. Ex- 
perience shows that long service 
life can be expected from the total- 
ly enclosed, alloy sheathed heating 
element. 

Two sizes of radiant heating 
panels are available: 1 foot by 4 
feet, with a capacity of 10.8 kw, 
and the 2 by 4-foot panel with 21.6 
kw capacity. Output of panels is 
in excess of 9200 BTU’s per square 
foot per hour. These two modular 
sizes can be assembled into ovens 
of almost any length, width, or 
height. 
ranged to fit new work size, and 
are very easily moved. 

Among important features of the 
panels is the five-ply, built-in insu- 
lation, with air space between lay- 
ers. This permits a 500 degrees 
Fahrenheit ambient inside of the 
oven while outside surface temper- 


They can also be rear- 


ature of the panels remains cool 
enough to lay your hand on, lead- 
ing to high operating efficiency. 
Built-in bus bars allow connect- 
ing as adjacent 


Many as seven 


panels in parallel with only one 
power supply connection. The fully- 


Ple ase turn to page 60 


Beginning at top, Photo 1, a panel unit, showing electric tubular elements, reflec- 
tive sheeting, ventilation slots, and other built-in features. Photo 2, oven assembly 
photographed before electrical connections are made. In Photo 3. light weight 
panel is being dropped into position. Four bolts will complete mechanical con- 
nections to frame. Inter-panel bus connections showing standard bus jumper 
links are seen in Photo 4, illustrating the ease of making feeder connections at 
end of bus at inter-panel junctions. In bottom picture, panel connecting angles 
are bolted to framing using standard hardware. Seen in detail are heating ele- 
ment, reflector, front insulation, and enclosing air space. back insulation, panel 
: connecting angle, framing and hardware. 
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A problem 


rewiring 


A Washington firm’s task 


was to rewire a mansion 
having 18-inch brick walls 


and marble floors. 


by Beatrice Miller 


@ REWIRING and remodeling of 
the Cosmos Club, an exclusive resi- 
dence club whose members recently 
bought the old Townsend mansion 
built in Washington at the turn of 
the century, was a job assigned to 
Biggs and Kirshner, Inc., of Arling- 
ton, Virginia. 

Officials of this electrical firm be- 
lieve that the old wiring system in- 
stalled in 1900, would have been of 
interest to electrical engineers and 
mechanics. 

From the very beginning of the 
job, complications presented them- 
selves! Conduits ran the length of 
the building with no junctions at 
the boxes. They ran into the boxes, 
and promptly stopped. The old pan- 
els were of the open-fuse type with 
fuse links. Fibre conduits and fibre 
bushings were without any contin- 
uity for a grounded system. 

According to President Z. A. 
3iggs, the sturdily-built mansion 
had brick walls which were 18 


Se es 


This modern dead-front switchboard is one of the special features 
of a wiring job that converted a Victorian mansion into a club. 


inches thick. Even on the fourth 
floor, the electricians ran into cor- 
ridor partitions of 18-inch brick. In 
the main lobby where a number of 
floor outlets were to be installed, 
they had to work through a marble 
floor—again 18 inches thick. 

Members of the club had specified 
that the very expensive and beau- 
tiful lighting fixtures were to be 
retained, ineffective as they were 
from an illumination standpoint. As 
a matter of fact, the task facing 
Biggs and Kirshner was to modern- 
ize the wiring system throughout 
without marring the fine Victorian 
splendor of the building. 

The old stables were to be con- 
verted into an auditorium with a 
stage. The dining hall-terrace was 
to have both inside and outside 
lighting. The kitchen was to be 
brought up-to-date with modern 
appliances. Floodlighting had to be 
provided over the parking area and 


(Please turn to page 60) 
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Keonomy and efficiency 
im utility operation 


by E. W. Robinson 


Vice-President and General 
Vanager, Alabama Power Co.. 
Birmingham. Ala. 


® (1) LARGER GENERATING units for 
lower unit cost, less attendance, and 
better economy. 
2) Use of higher pressures and 
temperatures for better economy. 
3) Use of better 
economy. 


reheat for 
1) Centralized control in gen- 
erating plants for better perform- 
ance and reduced personnel. 
5) Automatic or 
trolled hydro plants. 
(6) Automatic or 
_ trolled substations. 


remotely con- 
remotely con- 
organization, and 


implementation for minimum plant 
maintenance. 


(7) Design, 


(8) Scheduling unit outages for 
lowest cost and greatest reliability 
or optimum combination of these. 

(9) Utilization of improved in- 
spection and maintenance methods, 
and equipment to reduce cost and 
personnel. 

(10) Increased use of 
metal in maintenance. 

(11) Outdoor or _ semi-outdoor 
generating plants to reduce initial 
cost and certain maintenance. 

(12) Plant design for minimum 
personnel. 

(18) Incremental loading and 
unloading of generating units for 
optimum over-all economy. 

(14) Improved interplant and in- 
traplant communication for opti- 
mum economy and reduced opera- 
tion. 


sprayed 


(15) Improved economy due to 
choice and application of auxiliary 
equipment. 

16) Improved reliability and 
decreased cost from a detailed study 
of causes of interruptions and cur- 
tailments of generating capacity. 

17) Better evaluation of fuel 
prices, characteristics, and results 
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to be reflected in specifi 
purchasing practices. 

18) Development of 
outlets for fly ash. 

19) Design and construction to 
reduce corrosion of certain plant 
components. 

20) Development of replacement 
units to minimize cost and time for 
replacement. 

21) Development of specialized 
tools to 
maintenance. 

22) Detailed 


losses, both capacity and energy, as 


facilitate inspection and 


study of system 
a guide to justified additions and 
improvements and changes in prac- 
tice. 

(23) Study of frequency and tie 
line regulation means and methods 
to reduce cost. 

(24) Conversion of attended or 
partially attended substations to 
automatic operation. 

(25) Aerial patrols of transmis- 
lines mini- 
mum foot patrols. 


(26) 


sion supplemented by 
Improvements in communi- 
facilities at 

eliminate attendance. 


cation substations to 
(27) Contracting substation yard 


maintenance when appearance is 
important to reduce cost and im- 
prove appearance. 

(28) Study of relative costs and 
results of contracting certain jobs 
and activities as compared with di- 
rect execution of same. 

29) Decentralized 


tralized 


versus cen- 


substation maintenance 
personnel and facilities. 

30) Study of optimum volume 
and variety of maintenance shop 
activities. 

31 Use of 


sion voltages to 


higher transmis- 


reduce over-all 


cost. 
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This check list of 99 oppor- 
tunities for greater economy 
and increased efficiency of 
operation and maintenance 
was presented by Mr. Robin- 
son at a recent meeting of 
ithe Engineering and Opera- 
tion Section of the South- 
eastern Electric Exchange. 
in Atlanta. The list was giv- 
en as an appendix to a pa- 
per discussing economy and 
efficiency in operation. 











32) Determination and mainte 


nance of optimum voltage levels 
33) Use of autotransformers 


versus two winding transformers 
for optimum costs and results 

34) Use of phase-shifting trans 
accomplish 


formers to optimum 


loading and use of transmission 
lines. 

35) Use of higher speed break 
ers to improve service, reduce costs, 
and avoid additional facilities 
36) Widest possible use of re 
closing breakers to improve service 
and reduce costs 

37) Use of switched shunt ca 
pacitors in leu of rotating conden 
sers, larger conductors, or regula 
tors in conjunction with these 

38) Use of three-phase trans 


formers in suitable combinations 


or in conjunction with mobile equip 
ment or on basis of calculated risk 


to reduce investment and mainte 


nance 


39) Optimum method of 


clearing rights-of-way with 


ticular reference to chemical 


trol and use of mechanical equip 
ment 

10) Changes in layouts, con 
nections and equipment, and use of 


not-line maintenance 


to avold over 


optimum mainte 





urban and rural poles to minimize 
investment and maintenance, in- 
cluding consideration of offsetting 
factors. 

(42) Group replacement and 
testing of meters in lieu of field 
testing. 

(43) Bi-monthly meter reading 
in conjunction with revision of rate 
forms to reduce costs. 

(44) Decentralization of inspec- 
tions and maintenance of relays, 
telemetering, and communication 
equipment to improve service and 
reduce costs. 

(45) Use of two-man groups and 
small crews or split crews for cer- 
tain operations to reduce costs. 

(46) Constant study and revision 
of distribution sectionalization and 
fuse co-ordination to improve ser- 
vice and reduce costs. 

(47) Study and co-ordination 
with manufacturers to improve 
performance and reduce costs of 
distribution line components. 

(48) Constant study to mech- 
anize various operating and main- 
tenance processes to reduce costs. 

(49) Constant analysis of causes 
of failures and interruptions of 
distribution facilities to improve 
construction or methods in order to 
reduce costs. 

(50) Study of methods of keep- 
ing rural rights-of-way clear with 
particular reference to chemical 
control. 

(51) Development of optimum 
combination of methods for dealing 
with tree interference including 
trimming tree wire, cable, higher 
poles, re-routing, and other meth- 
ods with a view of reducing costs. 

(52) Development of criteria for 
quality of service to secure opti- 
mum balance of costs and public 
relations. 

(53) Constant study and check- 
ing to maintain optimum co-ordina- 
tion between substation breakers 
and distribution line protection fa- 
cilities. 

(54) Use of completely-self-pro- 
tecting transformers in certain 
areas of use to reduce costs. 

(55) Constant checking of ground 
resistances and improvement of 
same to reduce costs in certain 
areas. 

(56) Optimum program for 
checking transformer loading, tak- 
ing into account cost, failures, and 
quality of service. 
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(57) Optimum program of volt- 
age testing, taking into account 
cost, revenue, and quality of ser- 
vice. 

(58) Optimum installation and 
adjustment of voltage regulators, 
taking into account cost, revenue, 
and quality of service. 

(59) Optimum system and meth- 
ods of mapping to avoid excessive 
costs but satisfy requirements. 

(60) Group street lamp replace- 
ment to reduce costs. 

(61) Better supervision of dis- 
tribution engineering in scattered 
operations to get optimum costs 
consistent with good service and 
future needs. 

(62) Definition of areas and con- 
ditions for use of series and mul- 
tiple street lighting. 

(63) Pole and transformer han- 
dling equipment to minimize cost 
and avoid interrupting work of 
crews. 

(64) Definition of conditions un- 
der which some use of overtime in 
day-to-day operations is advantage- 
ous and economical. 

(65) Installation of facilities and 
methods for off-time loading of 
crew trucks to avoid loss of crew 
time. 

(66) Methods of control and use 
of standards to reduce stores in- 
ventories to minimum. 

(67) Determination of conditions 
and areas of use of air conditioning 
in offices and other places for opti- 
mum over-all costs and results. 

(68) Use of telemeter equipment 
to reduce personnel and improve 
use of remote facilities. 

(69) Specialized training of non- 
exempt employees to improve per- 
formance and reduce cost. 

(70) Specialized training of su- 
pervisory personnel in planning 
work and handling personnel to im- 
prove performance and_ reduce 
costs. 

(71) Studies of organization and 
methods to get best (or acceptable) 
results at lowest cost. 

(72) Study of forms and pro- 
cedures to eliminate unnecessary 
work and reduce costs. 

(73) Study of organization, 
equipment, and methods to mini- 
mize overtime. 

(74) Close follow-up of damage 
claims to reduce costs and prevent 
repetitions and making claims for 
damage to our own facilities. 


(75) Establishment of criteria 
from viewpoint of best results and 
lowest over-all costs for such ques- 
tions as: 
vs. increasing an existing substa- 
tion, (b) adding phases to existing 
lines, (c) when and where to in- 
stall line regulators, (d) increasing 
voltage vs. increasing conductors or 
circuits, and (e) optimum size of 
rural substations and miles per cir- 
cuit of rural lines. 

(76) Best co-ordination of owned 


(a) adding a substation 


and Bell telephone facilities. 

(77) Taking full advantage of 
mechanized billing and accounting 
to get all available data which can 
be used to control costs and guide 
policies. 

(78) Revision of forms and pro- 
cedure for authorizing new busi- 
ness connections to reduce work 
and cost of preparation and han- 
dling. 

(79) Study of equipment capa- 
bility to guide loading with a view 
of best balance between life, losses, 
and quality of service for optimum 
costs. 

(80) Use of microwave equip- 
ment for communication, control, 
or supervision, or some combina- 
tion of these to improve service, re- 
duce costs, and avoid additions. 

(81) Definite personal assign- 
ment of responsibility for control 
of costs in various areas and for 
various functions. 

(82) Development of reports and 
comparisons, particularly in graphic 
form, to spot apparently excessive 
costs with a view of fixing responsi- 
bility and securing correction. 

(83) Constant group reviews of 
results and costs to improve results 
and reduce costs. 

(84) Co-ordination of safety pro- 
gram with operations to improve 
morale, avoid conflicts, and secure 
optimum over-all costs. 

(85) Use of budgets and quotas 
arrived at in co-operation with the 
respective supervisors who will op- 
erate under them with frequent re- 
views of results and individual ac- 
counting for deviations. 

(86) Requiring area and gen- 
eral office supervisors to spend time 
in the field in direct contact with 
operations so that they may have 
first-hand knowledge of personnel 
and conditions. 

(87) Constant examination of 

(Please turn to page 58) 
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builders 





Yes, all over the country, builders of such developments as Levittown, New 
York, United Nations Apartments, Long Island, and John Hancock apart- 
ments, Boston, used Leviton wiring devices for good reasons. 


These builders found that Leviton’s “5000” line meets all government speci- 
fications — FHA, REA and others. They found that the “5000” line provided 
double contacts, wide plaster ears to make proper alignment faster. 
The staked brass binding head screws, with large heads, milled slots, 


e 
and up-turned terminal lugs made wiring easier and positive. Cups 5 0 0 0 iy ne 


made of heavy, sectioned and ribbed Bakelite assured satisfaction 


ee * 
in heavy duty performance. Wirin g d evi ¢€ e s 





For quality’s sake ... make your next installation LEVITON! 


+ main plants and office: Brooklyn 22, New York 
LEVITON MANUFACTURING COMPANY _ : worchouses in: Chicago, Ill. and Los Angeles, Col. 


: offices located in all principal cities 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Tampa Electric Co. 
sponsors annual show 


FRANCIS J. GANNON, president of 
Tampa (Florida) Electric Com. 
pany, has announced his company’s 
decision to again sponsor the Flor- 
ida Electrica! Exposition in connec- 
tion with the Florida State Fair 
with the word that this year’s Ex- 
position will be larger than any of 
those held in the past. 

An additional 4,320 square feet 


of exhibit space has been acquired 
which brings the total area covered 
by the Exposition up to more than 
42,000 square feet. 

Plans are already under way by 
the Tampa company and by the 
manufacturers to make this year’s 
exposition more outstanding in 
évery respect. Manufacturers havc 
called for additional space and have 
sent word that they are sendin; 
their most elaborate exhibits ana 


special features together with per- 
sonnel for the duration of the 11- 
day fair. 

The Florida Electrical Exposi- 
tion is unique in the eyes of na- 
tional manufacturers because it 
provides them with one place in 
which they can show their prod- 
ucts and tell their story to people 
from every state in the Union. 


Kansas City group 
elects officers 

C. P. HAAS was elected president 
of the Electric Association of Kan- 
sas City at the association’s 41st 
annual meeting and Christmas 
party. 

Mr. Haas, who is active in church 
and Kansas City civic affairs, is a 
member of the sales staff of Gen- 
eral Electric Company’s Lamp Di- 
vision. He succeeds John D. Hil 
burn, of Boese-Hilburn Electric 
Company. 

Also elected as vice-presidents of 
the various divisions were: M. A. 
Havenhill, Kansas City Power and 
Light Co., Utilities Division; Wil 





Our Service gives you 

this detailed report 

_\ showing the conditions 
of all of your older poles! 


Modern standing pole inspection is a job for professionals, 
not for men on the sick or retired list. Osmose Inspec- 
tors are all graduate foresters, who are specialists in the 
maintenance of standing poles. In addition, they are 
backed up by modern laboratories skilled in analyzing 
and handling all types of wood preserving problems. 
The continuity of your service depends on your poles. 
But . . . what do you really know about their condition 
. . especially the older poles? In order to keep your 
plant operating efficiently under all conditions, you 
should have the answers to the following questions: 





For the first time in the South! 
STANDING POLE INSPECTION 
... BY Professional Experts 





ITEM: How much creosote has leached or evaporated 
from the upper portions of pines over 20 years old? 
ITEM: What poles have hollow heart? Shouldn't all 
your older pines be sounded . . 
necessary, to determine shell thickness? 


. and bored, when 


ITEM: What poles have woodpecker holes, broken in- 
sulators, timber overloads, loose pins or faulty guys? 
ITEM: Whac poles need numbering or tagging? 
ITEM: Are your pole maps and reccrds up to date? 
An Osmose Pole Inspection program will give you 
all the answers and the charge is very modest. If you like, 
we will inspect only a portion of your system as a trial 
job to demonstrate the many advantages of this service. 


WRITE OR WIRE US COLLECT for Osmose System 
Survey Check List and basic price information. 


OSMOSE WOOD PRESERVING CO., INC. ¢ 988 ELLICOTT ST. e BUFFALO 9, N. Y. 
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rumbull Top Quality Features 


If vour safety switch requirements 
call for normal usage and load con- 
ditions, your Trumbull wholesaler 
can show you a new high in value. 

Check the factors that are impor- 
tant to you— complete safety, rapid 
wire-in, simplified service, compact- 
You’ll 


new, completely 


ness. find them all in this 


Underwriters’ 


Laboratories Approved switch line. 


AT ‘TYPE C’ PRICE 


Inspect the pole units, the heart of 
any switch. They are identical with 
the advanced quick-break, are- 
quenching design used in Trumbull 
heavy duty HCI switches. Notice 
that all current carrying parts are 
silver plated. Try the positive ON- 
OFF action. Look at the sturdy 
enclosure with full overlapping 


cover flange. 


Here’s assured safety and depend- 
ability in a quality switch at a price 
which spells economy in your pur- 
chasing . .. without resorting to 
“off-brand” substitutes. 

Leading Electrical Distributors 
everywhere stock Trumbull equip- 
ment. See your local Trumbull Dis- 
tributor for top values and alert 
service. For complete descriptive 
literature, write us. 





Quick Facts... 


About Style HCi Side Operated 
Standard Duty Service Switches 


CAPACITIES: 


including y 


~ 


30, 


and 3-pole > 


60, 100 and 


2- and 


200 


,-pole 


SAFETY FEATURES: 


Pro 


° , ° 
‘Sion Tor padlocking enclo- 


Sure catch and handle int either position. Cle ar ON-OFF 


mas king on cover 


anep., 
(solid 


neutral), and 4-pole in 30 through 100 amp., 


fusible and no fuse: 240, 480 and 600 volt A.C.., 
_all H.P. rated. Meets 


250 and 600 volt oS 
NEMA Type A Specifications. 


TRUMBULL 


and in te rior. 


MOUNTING: Unusually compact. Can be closery ganged 
(200 amp. switch requires 


only ” hetween sides). Ring 
; < 


handle can be hook stick-op rated if in high mounting. 


SLECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


PLAINVILLE, CONN. 








liam Carter, Anaconda Wire and 
Cable Co., Electrical Manufactur- 
ers Division; C. E. Barnickel, Les 
Wholesale Co., Electrical Appliance 
Wholesalers Division; John F. Bell, 
Continental Electric Co., Electricai 
Supply Wholesalers Division; J. E. 
Launder, Independent Electric Ma- 
chinery Co., Maintenance, Repair 
and Service Division; E. L. Polsi- 
nelli, Wood and Anderson Co., Man- 
ufacturers’ Agents and Representa- 
tives Division; K. G. Gillespie, 
Jenkins Music Co., Electrical Appli- 
ance Dealers Division; E. K. Har- 
tenbower, Radio Station KCMOQ, 
Radio and TV Broadcasters Divi- 
sion; and C. F. Miles, Squire Elec- 
tric Co., Electrical Contractors 
Division. 

C. M. Anderson, Apparatus De- 
partment of General Electric, was 
re-elected secretary-treasurer of 
the association. 


1953 officers 
named by SEWA 
NEW OFFICERS of the South- 


eastern Electrical Wholesalers As- 
sociation will assume their duties 


Ww. MH. Butts 


immediately following the annua! 
meeting of the association to be 
held at the Biltmore Hotel in At- 
lanta on January 15 and 16. 

W. H. Butt, of Butt’s Electrical 
Supply Co., Charleston, S. C., is the 
new president. The vice-president- 
elect is Cecil J. Matthews, of 
Matthews Electric Supply Co., 
Birmingham, Alabama. Re-elected 
were Fred H. Dendy, Sr., of Elec- 
trical Wholesalers, Inc., Atlanta, 
Ga., treasurer; and M. L. Tice, ex- 


Cecil N. Matthews 





PRECISION BUILT 
by 


METAL 
FABRICATING 
SPECIALISTS 


CUTOUT BOXES 


JUNCTION BOXES 


AL Sh, ices celtica. b 
TELEPHONE CABINETS 
WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 
TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 
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F. H. Dendy 


ecutive vice-president, Atlanta, Ga. 

The 1953 Board of Governors for 
the Association will consist of Ben 
S. Weil, Mayer Electric Supply Co., 
Inc., Birmingham; B. L. McGowan, 
McGowan Electric Supply Co., Tal- 
lahassee, Fla.; J. E. Thompson, 
Thompson-Wilson Co., Atlanta, Ga.; 
B. F. Buchan, Southern States Sup- 
ply Co., Inc., Charlotte, N. C.; John 
W. Shealy, Shealy Electrical 
Wholesalers, Inc., Greenville, S. C.; 
and H. D. Roden, Reden Electrical 
Supply Co., Knoxville, Tenn., and 
Ralph W. Thurman, of Thursman- 
Logan Electrical Supply Co., Chat- 
tanooga, Tenn., as 
large. 


governor-at- 


South Central NACE 
to convene in Tulsa 

TENTATIVE DATES for the annual 
meeting of the South Central 
Region of the National Association 
of Corrosion Engineers have been 
set as October 7-9, 1953. The meet- 
ing will be held at the Mayo Hotel, 
in Tulsa, Oklahoma. 

More than 500 persons were at- 
tracted to the 1952 meeting which 
was held in New Orleans last Oc- 
tober. The region comprises the 
states of Colorado, Kansas, Okla- 
homa, Arkansas, Louisiana, Texas, 
and New Mexico. 


Home study course for 
electrical contractors 

A NEW HOME STUDY course for 
electrical contractors, including de- 
tailed instruction on electrical 
estimating, has been announced by 
the International Correspondence 
Schools, of Scranton, Pa. The Na- 


tional Electrical Code is also in- 


cluded in the course, with a ques- 
tionnaire covering its contents. 
According to John C. Villaume, 
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You ‘HAVE TO GO 
INSIDE 





Almost all cables look alike on the outside. You have to go 
inside the jacket to the insulation if you want to see how good the 
cable really is. In power cables it’s the insulation that makes the 
difference. This fact may be borne out in years of service or as a 
result of rigorous laboratory tests. 


ANHYDREX SA insulation is guaranteed not to absorb more 
than 20 milligrams of water when soaked at 158°F. (70°C.). Its 
dielectric constant will not exceed 3.2 after one day’s immersion in 
water at 158°F. (70°C.). Between one day and eight days’ immer- 
sion in water at 158°F. (70°C.), the increase of capacitance will not 
exceed 3.5‘. for insulation thicknesses greater than 4 64” or 5% 
for insulation thicknesses of 4/64” or less. At the end of eight days 
in water at 158°F. (70°C.) the power factor will not exceed 1%. 


No ANHYDREX cable has ever failed due to water absorption. 
There is no better proof that the electrical properties of ANHY- 
DREX SA insulation remain remarkably stable in the presence of 
water for a long period of time. Specify ANHYDREX SA insulated 
cables for underground, duct, or aerial installations at voltages up to 
2000 V.W.P. For more complete information, contact your nearest 
Simplex representative or write to the address below. 


JIMPLEX HNHYDREX 


SIMPLEX WIRE & CABLE.CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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| NEW IDEA FOR PROFIT 


— 








it’s just plain 


HORSE CENTS: 
new ideas mean profit! 


The sky-rocketing acceptance of 
SUNWARM Electric Radiant Ceiling 
Heat, the most modern and economical 
method of heating a home, proves its 
profit-value for homeowners, contrac- 
tors, architects and distributors alike. 

SUNWARM heating can save the 
home builder up to $2,000 over a 20- 
year period . . . permits the contractor 
and architect to reduce building costs 

.. and speeds construction. 


SUNWARM Radiant Heat is an 
electric heating cable specially designed 
to make the entire ceiling an invisible 
radiant panel. It works on the same 
principle as the sun warming the earth 
... With radiant heat from above. 

After plastering, the only evidence 
of a heating system is a small thermo- 
stat in each room. A flick of the finger 
beams down clean, healthful heat, 
evenly distributed throughout the en- 
tire room ... temperature does not vary 
over 6° from ceiling to floor. 

Entirely safe, SUNWARM Radi- 
ant Heat is Underwriters’ Laboratory 
approved, and accepted for FHA, GI 
and other mortgage loans. 

No upkeep! No. depreciation! 
SUNWARM Radiant Heating System 
carries a 5-year factory guarantee! 
The homeowner’s initial cost is his only 
cost. 

Brighten your profits . . . brighten 
the homes you build with 
SUNWARM— it heats like “indoor sun- 
shine.” 

Write today for our new booklet 
giving complete information! 


HEATS LIKE 


“INDOOR 
SUNSHINE® 


RADIANT 
CEILING 
HEAT 


KINGSPORT, TENNESSEE 


50 





acting dean of the faculty at I.C.S., 
the course “provides an electrical 
background that is essential for a 
complete understanding of all the 
equipment used in estimating.” 

One of the highlights is a text- 
book, “Electrical Estimating,” by 
Roy Ashley. The book contains con- 
siderable data on the work of the 
electrical estimator and on estimat- 
ing requirements. It shows the 
method of preparing estimates and 
determining operating costs. Speci- 
fications, wiring diagrams, and es- 
timating sheets are provided for 
actual successful installations. The 
book is divided into five parts, with 
a questionnaire prepared for each 
part. 

Also, included in the 36 lessons 
is instruction in mathematics, basic 
electrical theory, electric wiring for 
power and light, electric illumina- 
tion, and electrical drawings. 

The course is available, Dean 
Villaume says, both to individual 
students and _ to 
wish to provide specific training 
for key personnel. 


employers who 


GE lamp distributor 
eelebrates 50th year 


HIS FIFTIETH anniversary as a 
distributor for the General Elect- 


ric Lamp Division, was recently 
celebrated by William S. Farr, of 
Asheville, N. C. Mr. Farr was 
honored by the General Electric 
Company at a banquet, and was 
presented a 50th anniversary proc- 
lamation in recognition of his ser- 
vice. The presentation was made 
by Glenn Park, manager of Gen 
eral Electric’s Carolinas Sales Dis- 
trict. 

Mr. Farr began his career in the 
electrical industry at the Brooklyn 
Navy Yard in the 1890's. He began 
doing odd wiring jobs in Asheville 
a few years later, and in 1902 esta- 
blished the Piedmont Electric Com- 
pany. In 1929 the company was 
dissolved and the “Electric Supply 
Company” of Asheville was organ- 
ized with William Farr as presi- 
dent and general manager. 


Markstone names 
new distributor 

FAIN AND LEVIN, manufacturers’ 
representatives, have been = ap- 
pointed to represent the Markstone 
line of fluorescent lighting fixtures 
in Texas, Oklahoma, Arkansas, 
and Louisiana. The company has 
branches at 410 Notre Dame St., 
New Orleans; 209 N. Hawkins St., 
Dallas; and P. O. Box 2408, 
Houston. 


, 
mt 


William Farr, president and general manager of the Electric Supply Co., Ashe- 
ville, N. C., receives a proclamation from General Electric Company, in recog- 
nition of his 50th anniversary as a G-E lamp distributor. In the picture, left to 
right, are Mrs. Mildred Horton, secretary to Mr. Farr, George Farr. his son, 
Mr. Farr, O. C. Mills, salesman and Mr. Farr’s first employee. John Haliburton, 
salesman, and Glenn Park, manager of General Electric’s Carolinas Sales District. 
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Oklahoma City firm 
announces changes 

SEVERAL CHANGES in personnel 
and veccupancy of a new building 
have been announced by officials of 
Emsco Electric Supply Co., Inc., of 
Oklahoma City, wholesale distribu- 
tors of electrical supplies and light- 
ing fixtures. 

Having purchased an interest in 
the business recently, D. A. Gipson 
has joined the firm as president and 
general manager, a position for- 
merly held by O. H. Elledge. Mr. 
Elledge has been made treasurer 
and will handle credits, advertising, 
and customer relations. 

Also joining the firm will be Lee 
Allen as city salesman and Barney 
Doughty as territorial salesman in 
the north and northwestern parts 
of the state. All three of the new 
men have been in the wholesale 
electric field in Oklahoma for many 
years. 

According to the announcement, 
the new building located at 1101 
West Grand Avenue in Oklahoma 
City, was designed and built to the 
company’s specifications in order 
to render faster and better service. 
Off-the-street parking and a 110- 
foot loading dock are provided for 
customer convenience. The _ build- 
ing also houses offices and show- 
rooms. 

Employees retaining their pres- 
ent positions with thé company 
are: Kenneth Rutledge, sales rep- 
resentative for southwestern Okla- 
homa; Jack Floyd, representative 
for the eastern part of the state; 
Dub Wayland, salesman in Okla- 
homa City; Tom Cline, vice-presi- 
dent and service manager; Wade 
Norton, warehouse superintendent. 


Wiremold employees 
honor president 

D. HAYES Murpuy, founder and 
president of the Wiremold Co., of 
Hartford, Conn., manufacturers of 
surface metal raceways, was hon- 
ored by his employees and associ- 
ates on his 75th birthday recently. 

William D. Ball, secretary of the 
company, and Morris Johnson 
manager of the local IBEW union 
presented Mr. Murphy with a book 
commemorating the occasion and 
containing the ‘signatures of al} 
the employees, and their personal 
wishes for his happiness. He was 
also presented with a UHF tele- 
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switchgear 


(drawout or stationary) 


“Concentrol’’ motor 
control centers 


panelboards 


feeder & plug-in 
bus duct 


unit substations 


instrument panels 


“Weather-Loc’’ 
enclosures 


theater switchboards 


wireway 
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DATA ON INSTALLATION PICTURED 
High voltage sections: Lood Break Air In- 
ferrupter Switches 
Transformers: Askarel Immersed, 1500 KVA, 
3-Phase, 12,000-480 V. 
Switchgear: 600 V., Drawout Type Air Cir- 
cuit Breakers 
Bus Duct: Continental Low Impedance Feeder 
Bus Duct. 


Before you decide on 
any Electrical Distribution 
Equipment, be sure you have 
Continental's engineered pro- 
posals and delivery schedules! 
Your inquiries will be given 
prompt attention . . . and Con- 
tinental’s standardized equip- 
ment will get you into action 
-.. fast! 


@ @ @ the modern, low-cost 
‘packaged’ method of supplying 
power. This Continental installa- 
tion is a 3000 KVA Double Ended 
Unit. With Continental equipment, 
you can coordinate your complete 
electrical distribution system. And, 
Continental craftsmanship gives 
you top performance and appear- 


ance value. 


ELECTRIC FQUIPMENT CO. 


BOX 1055-S, CINCINNATI 1, OHIO 


- manufacturers of 
one of the most complete lines of 
Electrical Distribution Equipment 


Send for 
literature and standards 


Specify Continental . . . with Confidence! 


1953 
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vision set converter and a desk set 

Mr. Murphy founded the Wire- 
mold organization in 1900, ana 
since then has been continuous ac- 
tive head of the business. His son, 
John D. Murphy, is now vice-presi- 
dent, and another son, Robert H. 
Murphy, is vice-president and plan: 
manager. 


Pressure terminals on 
outlets and switches 


A NEW METHOD of making elec- 
trical connections on flush-mounted 
outlets and switches that entirely 
eliminates binding screws is being 
introduced by the General Electric 
Company. 

When installed, the new wall 
switches and outlets which incorpo- 
rate this development look very 
much like the conventional devices. 
There are, however, no binding 
screws anywhere on the devices. 
Internal pressure lock terminals 
take the place of binding screws. 
The new devices can be wired sim- 
ply by pushing the stripped con- 
ductor leads into the terminal holes 


Birthday greetings are extended to D. Hayes Murphy, of Wiremold Com- 
pany, left, on his 75th birthday from William D. Ball, company secretary, 
and Morris Johnson, union leader. 


which are on the back of the device. 
The unique pressure lock inside the 
device holds the entire stripped 
length of the wire lead against a 
contact plate with a grip that will 
withstand a pull-out test of over 75 
pounds for No. 14 Awg wire. Equal- 
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in signals and syst 
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You want the 
simple push butto 
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best there is—from a 
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m. For more than 1< 

has supplied home and 
finest electrical 
Consult your electrical 


wholesaler for details on the 
complete Faraday line. 
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#2000 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY 


| Hl ADRIAN, MICH. 


BELLS - BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





ly firm, positive electrical and me- 
chanical connections are obtained 
with No. 10 and No. 12 wires. 
Connections are fully insulated 
since they are totally enclosed in 
the device housing. There are no 
exposed copper wires or exposed 
terminals as with conventional de- 
vices. If necessary, wires can be 
released from the terminals by 
pressing a small screwdriver into 
“release” slots. Devices are de- 
signed to fit standard outlet boxes 
and to take standard wall plates. 
In addition to tests of strength 
and durability conducted by Under- 
writers’ Laboratories, Inc., and by 
General Electric, tests of wired 
samples of the new devices have 
passed the rugged corrosion, vibra- 
tion, and thermo-cycle tests usually 
specified only for aircraft electrical 


Connections to devices are made 
by inserting stripped end of the 
wire into a unique pressure lock. 
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connectors. Field tests have also 
been made by electrical contractors 
in Cleveland, Pittsburgh, Provi- 
dence, San Francisco, and Roch- 
ester. 

General Electric plans to apply 
the new method of termination to 
a complete line of wiring devices 
in addition to the outlet and switch. 





Dates Ahead 


American Institute of Elec- 
trical Engineers, Winter Gen 
eral Meeting, Hotel Statler 
New York City, N. Y., Jan- 


19-23, 1953. 


Ninth Annual Adequate Wir- 


ing Conference, LaSalle Hotel, Framed in by 2x4s, this Belt-Air Fan was quickly installed in 
; 9 an outside wall for a very satisfactory ventilating job 


Chicago, Ill, February 26-27, 
1953. 


caster sacs cateene | | SIMPLE TO INSTALL! 


and Exposition, Atlanta Bilt- 


more Hotel, Atlanta, Ga., March 

rs iss Wt cont ae, | | ANd ALWAYS In Demand 
tive director, P. O. Bos 8927, 
Richmond 25, Va. 





International Association of 
Electrical Inspectors, Tennessee 
Chapter, Hermitage Hotel, 
Nashville, Tenn., March 23-24, 
1953. 


Sixth Annual Protective Re- 
lay Conference, Department of 
Electrical Engineering, A. & M. 
College of Texas, College Sta- 
tion, Tex.; March 23-25, 1953. 
L. M. Haupt, conference chair- Left, “Buffalo” Type “L" Breezo Fan, 
man. a sturdy package" exhaust unit 


Southeastern Electric Ex- 
change, 20th Annual Conference, “Buffalo” BELT-AIR FANS are always good sellers. Their 
Boca Raton Hotel and Club, . 1 : . 
Boca Raton, Fla., March 23-25, square flanged panel with pressed knockouts mean fast, cheap 


1953. installation, as shown above. Rugged construction throughout, 


International Association of too, means long life on the job. 24” to 48” sizes, up to 19,000 
Electrical Inspectors, Missis- . . 
spot Chapter, Rabert E. - Leo cfm., free air delivery. 
Hotel, Jackson, Miss., March os . » -TwWpE «rT» — . , / 
26-27. 1953. Buffalo” TYPE “L” BREEZO FANS give all the advantages 

' _ 7 of long life, easy servicing and simple installation of the Belt- 

nternational Association of ‘ 

Electrical Inspectors, Alabama Air—plus the convenience of the package unit. Fully assembled 
Chapter, Whitley Hotel, Mont- es . . . .' . f | Is and v; M : 
gomery, Ala., April 9-10, 1953. ready to install in exhausting from hoods and vats. Motor is 
, : oe isolated from moisture. 12” to 36” sizes, up to 7300 cfm., at 
nternational Association of 

Electrical Inspectors, Georgia 1/,” static. WRITE for details on the complete line. 

Chapter, Hotel DeSota, Savan- 
nah, Ga., April 13-14, 1953. 


Southeastern’ Electric Ex- 
change, Engineering and Oper- 
ating Section, Edgewater Gulf ORGE COMPANY 
Hotel, Edgewater Park, Miss., BUFFALO e 
April 16-17, 1953. 210 MORTIMER ST. BUFFALO, NEW YORK 

PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd. Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS L” BREEZO FANS NV” BREEZO FANS 


International Association of 
Electrical Inspectors, Florida 
Chapter, Soreno Hotel, St. 

(Continued on page 54) 
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ortable 
Ord and 
able 
vis 


Compression 


Nut 


WY 


WS 


Rubber 


Grommet 


Cord and cable grips for portable 
wiring offer a complete line of 
substantially built fittings for 
heavy duty service. The standard 
types shown have aluminum 
body, aluminum compression 
nut, and single hole rubber 
grommet. Two and three hole 
grommets can also be furnished. 

Angle types are available; also 
female bodies with or without 
chase nipples; also with serrated 
body for mounting in sheet metal 
panels or cabinets. 


Compression nuts with split 
clamp, with hose attachment, 
with extended handle, or with 
cord protecting spring are avail- 
able. Couplings for flexible con- 
duit can be supplied. 


Consult your Pylet Catalog 
1100 for complete listings. 








(Continued from page 53) 


Petersburg, Fla., April 16-18, 
1953. 


International Association of 
Electrical Inspectors, North 
Carolina Chapter, Caroiina Ho- 
tel, Raleigh, N. C., April 21-22, 


1953. 


American Institute of Elec- 
trical Engineers, Southern Dis- 
trict Meeting, Louisville. Ky., 
April 22-24, 1953. 


International Association of 
Electrical Inspectors, South 
Carolina Chapter, Columbia Ho- 
tel, Columbia, S. C., April 24-25, 


1953. 


Electric Association of Kan- 
sas City, Industrial Trade Show, 
Exhibition Hall of KMBC Build- 
ing, Kansas City, Mo., April 27, 
28 and 29, 1953. 


International Association of 
Electrical Inspectors, George 
Welman, North Louisiana-East 
Texas, Texas and Texas Gulf 
Coast Chapters, joint meeting, 
Baker Hotel, Dallas, Tex., May 


1-2, 1953. 


International Association of 
Electrical Inspectors, Virginia 
Chapter, George Mason Hotel, 
Alexandria, Va., May 18-19, 
1953. 


Southeastern’ Electric Ex- 
change, Industrial Power Sales 
Conference, Fort Sumter Hotel, 
Charleston, S. C., May 21-22, 
1953. 


American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Chalfonte-Haddon 
Hall Hotel, Atlantic City, N. J., 
June 15-19, 1953. 


International Association of 
Electrical Inspectors, [AEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicayo, IIl., Sept. 
21-26, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, October 7-9, 1953 (tenta- 
tive dates). 











THE 
PYLE-NATIONAL 
COMPANY 


1354 N. Kostner Avenue, Chicago 51, lil. 





NAMES IN THE NEWS 


Sam Resnick, president of the East- 
ern Fixture Co., of Boston, Mass., has 
announced the appointment of Roy 


Edwards as sales manager of the 
company. 
Mr. Edwards has served as New 


ern Fixture Company since 1947. He 
has been active in the lighting indus- 
try since 1940. 


H. FE. Barth, vice-president of 
American Blower Corporaiion, has 
announced the appointment of E. W. 
Petersen as general sales manager. 

Mr. Petersen joined the company in 
1923. He became merchandise man- 
ager for the packaged products of the 


E. W. Petersen 


Corporation’s heating and ventilating 
divisions in 1932, and was elevated to 
assistant general sales manager in 
1951. His new duties will cover all 
divisions of the corporation. 


Oliver Iron and Steel Corporation 
of Pittsburgh has appointed John E. 
Munn to the position of development 
engineer. 

* 


The Burlington Instrument Co., of 
Burlington, Iowa, has announced that 
V. Avis McCorvey and Co., of 212 
Mimosa Drive, Decatur, Ga., will rep- 
resent them in the states of Georgia, 
Alabama, Florida, Mississippi, Tennes- 
see, North and South Carolina. 


Van N. Marker, who founded the 
Revere Electric Manufacturing Com- 
pany, of Chicago, and built it to its 
present status in the field of outdoor 
lighting, has resigned as president of 
the firm. He will be succeeded in the 
presidency by Murray Whitfield, ex- 
ecutive vice-president and sales man- 
ager. 

Mr. Marker began his career as an 
electrical equipment salesman 47 
years ago. In 1919. he became co- 
founder of the Revere Electric Com- 
pany, a supplier of electrical equip- 
ment and fittings. In 1932, he develop- 
ed and introduced hinged floodlight 
poles. 

Following the success of the hinged 
poles, the Revere Company branched 
out into the manufacture of equip- 
ment for numerous other markets. 
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Mr. Marker was sole owner of the 
Revere Electric Manufacturing Com- 
pany from its organization in 1945 
until 1950 when the capital stock was 
sold to G. L. Orstrom and Associates, 
of New York City. 

New management of the company 
is composed of men who have worked 
closely with Mr. Marker. 


J. E. Watson has been appointed 
representative in-charge of Allis- 
Chalmers Manufacturing Company’s 
Miami office, according to an an- 
nouncement by D. S. Kerr, manage 
of the Southeast region of the com- 
pany’s General Machinery Division. 

The Miami office has been made a 
branch of the Tampa district unde? 
the supervision of E. T. Cuddeback, 
manager of the Florida district. 

Watson joined Allis-Chalmers in 
1949 and was a representative in the 
Birmingham office before being trans- 
ferred to Miami in June, 1951. He is 
an electrical engineering graduate of 
Duke University and a member of th: 
American Institute of Electrical Engi 
neers. 

Miami was formerly a district office 
under the management of Joseph 
Bronaugh, who was recently named 
manager of the Cleveland district 
office. 

e 


Stanley B. Lamica has been assigned 
to the Tampa district office of Allis- 
Chalmers general machinery division 
as a sales representative. 

Mr. Lamica is a graduate electrical 
engineer of Rensselaer Polytechnic In- 
stitute. A veteran of World War II, he 
recently completed two years of ser- 
vice as a communications officer dur 
ing the Korean War. 


A. D. Hammond and J. W. Frazier 
have been elected to the Board of 
Directors of the Graybar Electric 
Company at the regular quarterly 
meeting held recently in San Fran- 


A. D. Hammond 


cisco. The announcement was made by 
A. H. Nicoll, chairman of the board. 

Mr. Hammond, who is Atlanta dis- 
trict manager, joined the employee- 
owned company as a mail clerk in 
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MR. CONTRACTOR— 

“Does your heart rule the head?" 

Investigate the lines which have been tried and 
proven to prevent your loss. Ask your local whole- 
saler or drop us a note for the story of economy. 











CONDUIT _| star cectric MFG. co, INC. 
FITTINGS cola ane Gane 


DIVISION Brooklyn 6, N. Y. 


PRESSED STEEL CAR 
COMPANY, INC. 


Malleable Iron Thin Wall Fittings 
(Compression type up to 2 inches inc.) 
(Set screw type up to | inch inc.) 
CONDUIT FITTINGS, ANGLE, GREENFIELD, 
ROMEX and B.X. CONNECTORS—E.M.T. and 
HEAVY WALL CONDUIT STRAPS—LOCK- 
NUTS — BUSHINGS — ENTRANCE ELLS and 
CAPS — OVAL SERVICE CABLE CAPS 
STRAPS, and CONNECTORS 
All fittings made of Malleable tron 








Di a ale 


NEWART MFG. COMPANY 


Qs Complete Line of Switch Boxes 


Outlet Boxes and Covers in all 
O QOO standard types and sizes 








COMMERCIAL ENCLOSED MOLDED PLASTICS CORP 
FUSE COMPANY PROVIDENCE, Rt. 


PLUG FUSES J |The reliable design 
NON-RENEWABLE FUSES Mig for wall plates. 
RENEWABLE FUSES—LINKS Ask your whole- 


USED BY SOME OF THE BIGGEST INDUSTRIAL saler ; about the 
PLANTS. THEY MUST BE GOOD. premium offer. 











OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 


POT, Thermostat Cable, and Bell Wire 
LAMPHOLDERS, YARDLIGHTS. PROMPT SHIPMENTS 


FLOODLIGHTS, AND JUNCTION BOXES 
ALL LINES ARE SOLD THRU WHOLESALERS ONLY 


JULES J. DREYFUSS’ SONS 


MEMBER 


ELECTRICAL FACTORY AE MA Oy 
= | ae, | 


ah tS, 1361 N. W. 23rd STREET 
“See 324 PETERS ST., S. W PLEASE ADDRESS MAIL TO: | 
\o ATLANTA 3, GEORGIA P.O. BOX 187, ALLAP. STA 
‘wr MAIN 6886 MIAMI, 42, FLORIDA 
PHONE 2-6736 





WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 





J. W. Frazier 


1906. Mr. Frazier, district manager at 
Kansas City, became associated with 
Graybar in 1909 as an office boy. Both 
of the men have worked up to their 
present managerial positions. 


The appointment of Fred J. Vor- 
lander as Eastern manager of sales 
and engineering operations for Lu- 
minous Ceilings, Inc., of Chicago, has 
been announced. 

Mr. Vorlander brings to his new 
post, a lighting experience of 20 years 
with public utilities, contracting and 
government engineering, sales and 
management. His office is in the Little 
Building, Boston, Mass. 


NEW PRODUCT NEWS 


Power extension cords 


A NEW LINE of heavy-duty exten- 
sion cords of types S and SJ rubber- 
jacketed service cord, for use with 
power tools, lawn mowers, hedge clip- 
pers, movie projectors, floor polishers, 
industrial machines, etc., is now being 
marketed by Royal Electric Co., Inc., 
of Pawtucket, R. I., manufacturers 


Se 


~~ wey, 


syeteyt 
yebttt 
,\} 


of wire, cord sets, fuses, and wiring 
devices. 

“Powr-Kord” extensions feature 
Royal quality cord with molded-on 
rubber caps and connectors, with 
built-in strain reliefs, to insure long 
life and complete safety. By molding- 
in the attachments, they become an 
integral part of the assembly, the 
rubber of the attachments and of 
the cord jacket being welded together 
and cured in the molding process. 








NEW 
LOW COST 


SERVICE ENTRANCE 
HEAD 


THIS is the slickest fitting yet devised for 
economy use in entrance cable wiring. 
It's quick — slotted top cover lifts off by 
merely loosening one screw. It's rugged 
— made of non-rusting cast aluminum 
with bakelite insulators. Finished, too — 
with two screw clamps to secure cable in 
neat, dependable installation. Here is 
quality priced to today's market. Write 
for full details. 


No. 253 Entrance Head 
fits cable sizes 10/3 
to 6/3 S.E.C. 


' Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


Romex Connectors. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST 


ae ee) 
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The full line is UL listed, as are 
all of the component parts. In lengths 
from 10 to 100 feet, the SJ cords are 
available in #18 and #16 size with 
caps and connectors as _ illustrated. 
The S cord series, sizes #18, #16, 
and #14 are made with heavy-duty 
round attachments. 


e 
Amprobe “300” tester 


JUST INTRODUCED to the market by 
Pyramid Instrument Corp., Lynbrook, 
N. Y., is the Amprobe “300,” a pocket- 
size volt-ammeter with nine ranges 
up to 300 amps and 600 volts. 

The instrument is of the “snap 
around” type, which enables the user 
to measure current instantly without 
shutting down equipment or making 
ammeter connections. 

Voltage test leads are equipped with 
new retractable safety plug, which 
automatically insulates itself when 
removed from the meter. Jaws are 
completely insulated down into the 


sockets, protecting against shorts and 
shocks. Probe jaws are pointed for 
working in crowded switch and ter- 
minal boxes. No-rim window floods 
scale with unobstructed light from the 
sides. 

The instrument can be used to de- 
termine load conditions, balance loads, 
locating grounds, tracing shorts, start- 
ing and running current and relay 
settings, and checking motor over- 
loads, open windings in motors, volt- 
age losses, and checking out con- 
trollers. 

te 


Miea undereutter 

PRODUCED BY Martindale Electric 
Co., 1361 Hird Ave., Cleveland 7, Ohio, 
the new Martindale Model H Mica- 
Miller is a new all around undercutter, 
which is completely portable, can be 
used on a wide variety of jobs, and 
can be operated on either a.c. or d.c. 

The Model H is of sturdy construc- 
tion yet is light in weight. It is well 
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balanced and easy to operate. Driven 
by a powerful 1/5 hp Universal motor 
at 2800 rpm full spindle speed with 
the “Standard” head, the Model H 
does rapid, accurate work and cuts 
either “U” or “V” slots. 

Three interchangeable heads—small, 
standard, and heavy duty—are avail- 
able for the Model H, which make it 
possible to use the undercutter with 
saws or “V” cutters ranging from 
23/32” to 114” O.D. to undercut a 
wide variety of commutor sizes. 

All three heads are equipped with 
depth-gauges, the two smaller ones 
have slot guides and the heavy duty 
head has roller supports. 

& 
Pit and subway floodlight 


A RECTANGULAR vaporproof flood- 
light, designated the Type 1570, Pit 
and Subway Light, has been intro- 
duced to the Pyle-National Company’s 
extensive line of heavy duty industrial 
floodlights and lighting fixtures and is 
described in their bulletin 2105. 

The 1570 is especially designed for 
recessed or surface mounting in the 
walls or ceilings of maintenance pits, 


























OF 


underpasses, tunnels, subways, wash- 
racks, and other locations subject to 
heavy moisture. 

Features of the new light include 
a reflector which can be pivoted to ad- 
just the angle of the beam 18 degrees 
upward or downward from center, heat 
and impact resisting front glass de- 
signed to reduce reflection losses and 
make cleaning easier, drainage slots 
on the cover, and optional heavy wire 
guards. 

The bulletin may be obtained from 
Pyle-National Co., 1334 North Kostner 
Ave., Chicago 51, IIl. 


= 
Set-serew wire connector 


SET-SCREW WIRE connectors with 
Bakelite insulated shells, are now be- 
ing manufactured by Ideal Industries, 
Inc., of Sycamore, III. 

Compact and light in weight, these 
connectors make quick splicing easy 
and take up little space in branch cir- 
cuit boxes. Approved for 600 volts 
they make a secure joint capable of 
withstanding vibration in motor hook- 
up wiring. Joints or splices are made 
in just a few seconds without solder, 
tape, or special tools. Stripped wire 
ends are inserted in a brass sleeve and 
the set-screw tightened. The shells then 
screw tightly over the sleeve, over- 


WITH UL APPROVED 


av ali _ 


AUTOMATIC ELECTRIC ROOM HEATERS 


Used for complete house 

heating or for fall and 
spring heat instead of us- 
ing central heating system. 


HANG! |g 


Ideal for added rooms, 
invalid's or children's 
rooms, hard-to-heat rooms, 
week-end cottages, camps. 


The Cavalier is a heavy duty 
heater with individual auto- 
matic thermostat control. 
Easily portable, it is so use- 
ful that it sells fast—and in 
surprisingly good volume! 


BIG SALES FEATURES YOUR 
CUSTOMERS SEE AT A GLANCE! 





Easiest to clean of any heat- 
er on the market. Complete 
cleaning in FIVE minutes. 


Circulates air through tapered 
cones ... there is no need 
for a fan. 


serra 
MAMidaaly 


These are only two of the many features that 


help you make sales faster, easier with Cavalier, 


Distributors being appointed. Write for details 


CP—2-—A 2000 Watts, 230/240 Volts 
CP—3—A 3000 Watts, 230/240 Volts 


: CP—4-—A 4000 Watts, 230/240 Volts 
CLEAN HEAT , 


\ Also available 
FROM CLEAN HEATERS! 


WALL INSERT AND SURFACE MOUNTED HEATERS 
in 1, 1%, 2, 3 and 4 KW sizes. 


QUALITY PRODUCTS SINCE 1865 
CAVALIER CORPORATION, Electric Heater Division 
CHATTANOOGA 2, TENNESSEE 


MANUFACTURERS OF CAVALIER CEDAR CHESTS © BEDROOM FURNITURE © METAL CHAIRS 





COOLERS FOR COCA-COLA (AUTOMATIC VENDING AND OTHER TYPES) © ELECTRIC HEATERS 
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lapping the wire insulation. 

This shel] makes it possible to in- 
spect joints at any time after they 
are made, and also permits rearrange- 
ment of connections with minimum 
difficulty. 

a 
Unistrut catalog 


CATALOG No. 800 has been released 
by the Unistrut Products Co., 1013 
Washington Blvd., Chicago 7, IIL, 
manufacturers of metal framing for 
# number of applications. 

The well-illustrated book is a pock- 
et-sized edition. It gives detailed in- 
formation concerning the use, specifi- 
cation, and purchase of Unistrut prod- 
ucts, including hangers, clamps, tub- 
ing, nuts and screws, bolts, supports 
and brackets, all designed for use with 
metal framing. 


& 
Down-Flo wall heaters 


REDESIGNED and including customer- 
wanted features in modern styling, 
convenient controls, and heating effi- 
cwney, the Model WA, Electromode 
Down-Flo Automatic Wall Heater has 
been placed on the market by Electro- 
mode Corp., 45 Crouch St., Rochester 
2, N. 

Full length, louvered grill gives the 
ynodel a neat, modern appearance and 
the silver grey hammertone finish 


blends smartly with other furnishings. 
Electromode’s safety features have 
been retained. They have the cast- 


aluminum: totally enclosed heating 


element, steel 
quiet 


power 


cabinet, factory-sealed 
motor and fan, and built-in 
cut-off safety switch which pre- 
vents overheating and 
danger 


eliminates 
of fire, shock or burn. 

The down-fio principle distributes 
heat evenly at floor level and the built- 
in thermostat provides automatic room 
temperature control within an adjust- 


able range from 55 to &5 degrees. 





. 
: Serrated 

wire 
Stays per- 
manently 

. no 
forming 
of wire 

over 

terminals. 


Compact 

design 
provides r 2 
for large e. idly 
capacity : Fr 
and aliow- 
ing ample 
room for 
wire con- 
nections. 


Rugged, Solder- 
less Terminals . . 
an exclusive 
EVER-LOK 
feature. 





7 cae Strong, sturdy Spring 


Heavy duty, rig- 
constructed 
Receptacle. 


“RECEPTACLES, PLUGS 
AND CORD CONNECTORS 


-FOR HEAVY-DUTY UTILITY 
AND INDUSTRIAL APPLICATIONS 


30 Amperes 
575 Volts, A.C. 


Durable, fully protec 


ee tive, Hinged Cover and 
Gasket. Adjustable Cord 
Grips eliminate 
strain on con 
nections. 


keeps door closed and 
dust-tight 


Heavy stee! 
shield for pro- 


tecting ‘contacts. Contacts are preci- 


sion-machined, self 
wiping, and self- 





aligning. y 





R&S Ever-Lok heavy duty plugs and receptacles carry full-rated 


@® R&S Ever-Lok com- 
plete lines from Midget 
type 10 amperes to 200 
amperes heavy service 
types . . . standard or 
reverse service . . . fused 

and non- 

fused types. 


load currents safely under severe operating conditions. 

Industry and Utilities specify Ever-Lok advantages for a happy 
ending to heavy duty service cord connector problems. Outstanding 
Ever-Lok feature is an automatic locking grip that always holds fast 
to prevent faulty contacts and accidental disconnection in service; 
yet separates instantly with a twist of the fingers 


Write for Lileralane £L- TT F3 


RUSSELL & STOLL COMPANY, INC. 


125 BARCLAY STREET, NEW YORK 7, N.Y. 


RUSSELL & STOLL 


PRECISION-BUILT ELECTRICAL 


EQUIPMENT—SINCE 1902 
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New fuse labeling method 


A NEW METHOD of direct machine- 
printing right on the barrel of the 
fuse has been introduced by Chase- 
Shawmut Co., of Newburyport, Mass. 

Already approved by Underwriters’ 
Laboratories, and covered by Interim 
Amendment No. 97 to Section 92403 
of the National Electrical Code, the 


new printing offers certain definite 


advantages to users, contractors, and 
distributors. First among these is 
permanent identification, 
in the fuseholder and on the shelf. 
The color bands around the tube in- 
dicate the Underwriters’ 
catalog number, 
and name of manufacturer are all 
clearly visible. 


quick, easy, 


voltage 
label, voltage, type, 


Spiral reamer unit 


THE NEW RiGip SPIRAL 2-S Pipe 
Reamer has just been added to the line 
of pipe tools being made by the Ridge 
Tool Co., of Elyria, Ohio. 

According to the manufacturer, this 
new spiral reamer cuts inside 
clean and fast 
with minimum effort or pressure. Long 
ool life is assured by high quality 
tool-stee] construction. 


burrs 
irom pipe and conauit 


The reamer capacity is one-eighth 
inch to two inches. It 
ratchet handle, or may be purchased 
alone for use with the ratchet handle 
cf Rideid No. 00R Threader. 


is furnished with 


3 
Electric heater catalog 


CATALOG No. D-52, now available 
from Edwin L. Wiegand Co., 7600 
Thomas Blvd., Pitt 
tains eight pages of descriptions and 
illustrations of 


sburgh, Pa., con 


electric 
heaters of every type, size, and rat- 
ing. A quick chart shows 
how to calculate heat requirements 
for given areas and types of building 
construction. 


Chromalox 


selector 


The catalog lists 75 different models 
of forced air, convection, and radiant 
capacities of ™4 to 100 
kilowatts. In this wide selection are 
heaters suitable for heating small of- 
fices and complete buildings as well 
as semi-exposed areas and other sit- 
uations where other heat is ineffective. 

Suitable controls for Chromalox 
units without thermostatie control, 
and how to choose them, are described 
also. 


heaters in 


1953 





New Steberlites 


THE STEBER Manufacturing Co., of 
Broadview, Ill., announces the addi- 
tion of eleven new components to its 
line of Steberlites for PAR-38 and 
R-40 medium and mogul base lamps. 
The new units include two new econ- 
omy type lampholders—a trough-type 
cluster fitting—new pole top cluster 
fittings—through-the-wall hub flange 
fittings for one, two, or three lamps, 
as well as other wal! and pole mounted 
Lrackets. 


Utility operation 


Continued from page 44 


relative prices and availability of 

materials and equipment to guide 

substitutions for minimum costs. 
(88) Careful 


ments and 


study of require- 


functional design of 
crew headquarters, warehouses, and 
offices 


for efficiency of operation, 


low maintenance, and appropriate 
appearance. 

89) Constant study, and revi- 
sion when indicated, of designs and 
construction in the light of per- 
formance and current costs in order 
to reduce costs and improve per- 
formance. 

(90) Constant study of new de- 
velopments in materials and equip- 
ment for application to reduce 
costs and improve results. 

(91) Joint use of capacitor 
couplers for communication, relay- 
ing, and other purposes to reduce 
costs and complications at plants 
and substations. 

92) Substitution of aluminum 
for copper wherever applicable to 
reduce costs. 

93) Rigid specification and close 


inspection of treated wood _ poles, 
arms, ete., to extend life and re- 
duce costs. 

94) Supplemental cooling of 
older equipment to increase rating 
after adequate investigation. 

95) Simplification of ‘designs 
and standards to reduce costs. 

96) Utilization of the full built- 
in capability of equipment, after it 
is definitely determined, regardless 
of name-vlate rating. 

‘97) Better 
vaged materials and equipment with 
due regard, however. to higher cost 


utilization of sai- 


of salvage labor and actual or im- 
pending obsolescence. 

98) Definite programs for re- 
tiring and junking obsolete equip- 
ment which results in higher over- 
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all costs and poorer service. 

(99) Insist that field and general 
office regardless of 
function, 
economy 


taking this for granted. 


supervisors, 
interest themselves in 


and efficiency; and avoid 


Leaders preview 1953 


(Continued from page 9 


it possible to continue to supply 


electricity as one of the few bar 


Industrial wiring 


Continued from page 35 


machines. The balance of the m« 


tors are served from conduit cir- 


cuits extended directly from the 


strategically located load centei 
distribution panels 
Lighting panels throughout the 


“Quicklag” 


breaker type and are 


factory are circult- 
used for 
switching the larger lighted areas 
All lighting and 
fully enclosed in electrical metallic 


power wiring is 


tubing or rigid galvanized conduit. 
Convenience receptacles are of the 


groundable type for safety 


yains left in our inflation-ridden 
Technical and 
tional improvements, the installa 


tion of 


economy\ opera 


efficient new plants, and 


constant management efforts to 


seek out new ways of providing 


better, more economical service, 


as well as progressive 


gains in 
power use, have been instrumental 
in keeping the necessity for rate 


increases at a minimum 


The office 
vith floor boxes to provide 120-volt 


building is equipped 


circuits and telephone service to 
desks and tables located away from 
walls. Fluorescent general lighting 
is installed throughout the offices 
An underground feeder from the 
factory serves the office with power 
for lighting, convenience’  recep- 
tacles, and for the air conditioning 
machine, all 120 208 volts, 4-wire, 
three phase 

The entire plant now establishes 
demand of 


mately 600 kilowatts. 


a maximum approxi 


but all facili 
ties installed will accommodate at 


least twice that amount. This type 








KuhIman representative. 








huhdman 


BAY CITY, MICHIGAN @© CRYSTAL SPRINGS, 








KUHLMAN’S SOUTHERN DIVISION 


— always ready to serve your transformer needs 


Rapidly growing industry throughout the South can depend on the new modern plant 
of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 
years of experience in building safe, efficient transformers, and a consistent record of 
leadership in the improvement of modern transformer design is Southern industry’s 
assurance that Kuhiman will serve them well. Specify Kuhlman transformers for your 
next installation. Write us today for complete details and the name of your nearest 


*% Denotes Sales Offices. 
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ELECTRIC COMPANY 
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of system provides complete flexi- 
bility at minimum expense in event 
of future additions of either load 
or extensions to the buildings. All 
that would be required is a primary 
extension and additional dry-type 
transformers installed where the 
new load is placed. 


Rewiring problem 
(Continued from page 42) 


the horseshoe courts. A modern ele- 
vator of the pushbutton type, a 
public address system, a modern 
picture booth, and a fire alarm sys- 
tem were included in the plans. 
Lighting fixtures were to be recon- 
ditioned and rehung in existing lo- 
cations. 

A combination of fluorescent and 
incandescent lighting had been de- 
cided upon. 

To begin the job, old panel boards 
and equipment were torn out. Con- 
duits in the basement were rusted 
out, but some buried in the brick 
walls were picked up and extended 
to new outlets. New wire was pulled 
through the conduits. Conduits were 


used wherever possible but in order 
to get around mechanical difficul- 
ties, armored cable was sometimes 
used. 

Biggs and Kirshner put in green 
colored grounding wire throughout 
the old section of the building to 
comply with the ground continuity 
code. 

A mainline switch of 1200 amps., 
3-phase, 4-wire, the kind used in a 
commercial installation, required, 
for example, in the lighting of a 
supermarket, was put in. 

They carried main feeder con- 
duits through the basement on low- 
hanging racks to points throughout 
the building through chases or cor- 
ners in order to get from floor to 
floor, bringing them forward to 
distribution panels mounted mid- 
way of each floor for general light- 
ing, and to power panels mounted 
in the kitchen for appliances. 

Heating ducts were also installed. 
If at some future time, an air con- 
ditioning system is desired, it could 
be combined with the heating sys- 
tem, though service capacity would 
require another 1200 amperes. Ser- 








2998 Franklin 








POWER CIRCUIT 


TRANSFORMERS 


The most economical way of providing low 
voltage circuits for the lighting and operat- 
ing of machine tools is to run a branch 
line from the power line, using a trans- 
former to step down the voltage. 

For use on circuits of 600 volts or less. 
Sizes: 50 V.A. to 37!/, K.V.A. Primary and 
secondary are in separate compartments, 
eliminating the necessity of additional 
wiring boxes. 


Send for NEW CATALOG 
DONGAN ELECTRIC MFG. COMPANY 


Detroit 7, Mich. 


Southern Representative: 
George R. Koeln 

144 Walker St., S.W. 
Atlanta 3, Ga. 





Since Nineteen-Nine 











vice ducts from the street were 
provided for such a future service. - 

Floor outlets in the main lobby 
were made possible by using an 
electric hammer on the 18-inch mar- 
ble floor. Old lighting fixtures were 
reconditioned and rehung after ex- 
isting outlets were rewired to con- 
form to the current electrical ord- 
nance. They are still strictly decor- 
ative pieces with lighting coming 
from the many floor lamps intro- 
duced. 

In the final analysis, Biggs and 
Kirshner, Inc., have converted a 
non-code out-dated installation into 
a modern installation. And they 
have done so despite the difficulties 
of getting conduits and raceways 
into the heavy brick walls and par- 
titions. 


Panels for radiant heat 


(Continued from page 41) 


enclosed continuous bus has 100- 
ampere capacity per line, and can 
be used with single or three-phase 
power up to 575 volts. Copper 
power supply lines can be used. 
This bus design keeps wiring costs 
and wiring time to a minimum, 
thereby keeping down the over-all 
cost. 

Strength and lightness are com- 
bined in the Chromalox Radiant 
Panel. Structural steel welded 
frame, specially formulated insula- 
tion, and firmly mounted metal 
heating elements all help to make 
a rigid self-supporting unit. Panels 
weigh only 14 pounds per square 
foot and can be assembled rapidly 
into ovens by two men. 

Chromalox far-infra-red gener- 
ating tubular elements give an even 
heating pattern without hot or cold 
spots. Heated length of one unit 
stops at center of the panel exactly 
where heated length of next one 
begins. Over-all radiation is of un- 
varying uniformity. The all-metal 
heating element construction elimi- 
nates breakage problems associated 
with glass bulb filament-type infra- 
red construction, while the longer 
wave length heating characteristics 
extend the uses of the panel to 
cover applications involving light 
colors or transparent materials. 

Airways between insulation lay- 
ers can be used to preheat air for 
solvent evaporating applications or 
other drying uses. Air may be 
forced downward through preheat- 
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ing airways to introduce warmed 
air at the bottom of the oven, pre- 
venting cold air from hitting the 
work in the lower portions of the 
oven. This 
further 
ciency. 


recirculating feature 
increases insulation effi- 
Assembly is simple. Depending 
on oven size, the panels may be set 
up like building blocks and bolted 
together. For larger and higher 
ovens, or for ovens suspended from 
ceilings, the panels can be attached 
to angle irons, steel straps, or other 
structural members using built-in 
mounting angles. Only four bolts 
are needed to hold panels. For fur- 
ther simplifying the installation, 
standard steel framing and hard- 
ware may he obtained from local 
stocks and cut to size. 


Lighting for selling 


(Continued from page 40) 


tile and seems to provide more 
even lighting and novel architec- 
tural effect. This ceiling is made by 
F. W. Wakefield Brass Company, of 
Vermillion, Ohio, and is sold and 
installed only by electrical con- 
tractors. 

The display windows on the street 
are equipped with flexible lighting 
providing either a flood of general 
illumination or a dynamic color 
formula focused for dramatic dis- 
play effect. 


Importance of design 


Estimating Engineer James S. 
Biggers, of Lowry’s, said, “A big 
factor in the success of the job was 
the excellent electrical design of 
Clyde V. Booth, of Maurice Connell 
Associates, of Miami. Since the 
building itself was designed without 
any outside windows, we had to 
make the lighting and maintenance 
job really foolproof. We renewed all 
panels in the old building and put 
in circuit breaker types both there 
and in the new wing so that ser- 
vice can be quickly restored on any 
floor by any employee without spe- 
cial training. 

“Designing and installing prob- 
lems on the job were both consider- 
able, because the equipment was 
large and the space, particularly in 
the switchboard and air condition- 
ing rooms, was limited. However. 
exact design and precise prefabrica- 
tion of the busduct and other gear 
did the trick. 
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“While the Richard’s installation 
is perfectly sound and satisfactory 
on all counts, and in line with power 
company recommendations, there is 
some opinion among local engineers, 
strictly from the viewpoint of de- 
sign and installation efficiency, that 
future jobs of this size may be ren- 
dered less cumbersome by use of 
higher voltages reducing the am- 
perage load on the switchboard. 
This view is also being increasingly 
accepted by the local power com- 
pany.” 


Rewiring made unnecessary 


No special tools or training were 
required on this contract, but Mr. 
Lowry spent a large part of his time 
on the job for several months super- 
vising the routing of materials and 
the allocation of scarce labor to best 
advantage. While an average of 20 
electricians, and 30 at times were 
used, many more were needed dur- 
ing the critical periods. Since the 
store was in operation six days a 
week, there was little space to store 
materials there, and close supervi- 


sion plus alert and co-ordinated 
warehousing of supplies in all cate- 
gyories were necessary. 

Escalators to the fourth floor and 
elevators to the sixth, plus complete 
air conditioning and steam heat 
distributed through the electrically- 
powered ventilating system, added 
to load and outlet problems. To give 
the store complete flexibility in re 
organizing or moving each depart 
ment, the design called for plug-in 
With this the store 
an change over the load of any 


type busduct 


switch panel at will adding special 
circuits as needed They can even 
move a department to an entirel) 
different floor and plug in on a new 
panel in the existing busduct with 
no tearing up for rewiring. 

On the switchboard the circuit 
from the 
main breakers, so that failure of 


breakers are cascaded 


one does not interrupt service on 
the whole floor. 

Mr. Lowry was especially pleased 
to give credit to the Triangle Con- 
duit, Wire and Cable Company, of 


New Brunswick, N. J., which made 





Boxes. 


Nozzles ¢ Fish Wire «¢ 


FULWILER & CHAPMAN, INC. 


792 W S.W. Atlanta 





atwrobe provucts 
FLOOR BOXES + WIRING SPECIALTIES 


All "Latrobe" Adjustable Watertight Floor 
Boxes are now equipped with a positive bond 
which make them completely fire proof and 
complies with the National Electrical Code. 
Latrobe products are easily and quickly in- 
stalled. 

Adjustable Boxes come in single—round or 
square bodies. 
Gang, Two Gang, Three Gang and Four Gang 


Also in square type Single 


Floor Boxes ¢ Cover Plates * Pipe or Conduit Hangers * Gang Boxes * 
Cable Supports « 
Supports ¢ Staples and Cabie Clips 


Junction Boxes ¢ Insulator 


Represented in the South by 


LEIGH A. DOXSEE CO. 
403 + , Ay + 


FRED H. SIMMER CO 
406 S. Akord Si Ia 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 











UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 
armour rods, 


ADAPTABLE TO A WIDE RANGE OF USES 


WRITE FOR BULLETIN 8-A 


KRUEGER & HUDEPOHL 


Soldeciess Terminal Lugs and Conne ‘ 


VINE AT THIRO-ES * CINCINNATI 2, OHIO 


There's Money To be Made 
By Selling 
ATLANTIC to the Trade 


ei 
if 


¢901 
Non Metallic 
Connector 


#523 
Entrance Cap 














ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 





exceptionally prompt deliveries of 
material. ‘‘Their foresight, plan- 
ning and efficient handling of sup- 
plies was a great help,” he said. 

The Lowry company, one of the 
largest and best known electrical 
firms in Miami, has done outstand- 
ing jobs on a number of big hotels, 
stores, bank, and factory installa- 
tions, and also much field and pole- 
line work and aviation field lighting. 
The staff is a unit in believing that 
the firm’s success is due not only to 
a large modern plant, shop, and 
warehouse, all using the best of 
modern methods, but to the con- 
stant personal supervision of Mr. 
Lowry. The owner himself says it is 
because he is lucky in having alert 
and expert personnel. But the fact 
remains that he does oversee ever\ 
job no matter how small. 

Said Engineer Jim Biggers, * 
boss goes ‘all out’ to see that every 
Lowry job satisfies the tomer: 
and it you do t on evel rde} 
that comes your way, including the 
little ones, it’s surprising how many 
big ones you'll land when the bid- 
ding is close and the choice of con- 
tractor is finally made on the basis 
of experience, confidence and good 
will.” 


How to estimate 


(Continued from page 3 


7) 
way affects costs must be considered 
by the estimator. Efficient job man- 
agement is stressed as of great im- 
portance to prevent losses and in- 
crease profits through proper co- 
ordination of purchasing, delivery, 
manpower, tools, and 
With the increase in the dollar 


equipment. 


value of the electrical job, a small 
percentage of error can mean a 
considerable actual loss. Thus good 
estimating becomes a vital part of 
every electrical contractor’s busi- 
ness. 

It is pointed out that the trend 
toward employment of electrical con- 
sulting engineers in the engineer- 
ing and layout of electrical instal- 
lations has created a new situation 
in which (a) the electrical contrac- 
tor has become more and more con- 
cerned with only the installation 
problems of the business; (b) some 
contractors attempt to do work for 
which they are not qualified to esti- 
mate and perform; (c) owners can 
more easily purchase their own ma- 


terials; (d) general contractors can 


more easily attempt to do electrical 
work: and (e) knowledge and tech- 
nical abilities of electricians have 
deteriorated. 
Whether 


survey services are of advantage to 


professional quantity 
the electrical contractor was ques- 
tioned in the very first lesson. It 
was pointed out that “the disad- 
vantage is that there is not available 
the close relationship between esti- 
mating and job management func- 
tions of the electrical contracting 
business which results in higher 
costs to the electrical contractor and 
to the owner.” 

The NECA course takes the po- 
sition that, in addition to installing 
the work, the electrical contractor 
should the design and lay- 

yuurchasing, and 
ipervision. 

This first | of the NECA 
estimating co designed pri- 
marily to | it the prope} ack- 
ground for the specific training in 
actual estimating work which fol- 
lows. In subsequent articles ELEC- 
TRICAL SOUTH will present, with 
NECA, some 


figuring. 


the permission of 


practical lessons in cost 
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/s Quality Residential 
ra Lighting Fixtures 
QUALINY The Packaged Line 
Ace Lighting Products Co. 


LIGHTING PRODIENS), 914 Piedmont Ave., N.E 


Atlanta, Georgia 

















STA-BRITE SETS THE PACE 
* IN THE SOUTH x 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla 








IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2678 Clybourn Ave 1406 Jefferson Ave. 
Chicago 14, III Houston 3, Texas 
Ph.: EAstgate 7-4777 Ph.: FAirfax 9468 
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EASY TO SELL! EASY TO INSTALL! 


Cook “Chimney Style” ATTIC FAN: 


It’s good looking—and you can 
install it quickly over standard 
roof rafter opening. 


® Direct Drive 2-Speed Enclosed 
Ball Bearing Motor 
Quiet! Fan Is On Roof 
Saves Valuable Attic Space 
Fast Air Flow Cools Home Faster 
No Exterior Louvers Needed 
Uses Small Ceiling Louvers 
Costs Less Installed 


Available in 3 sizes. 


Write for booklet—Loren Cook Co 
Dept. ES, 664 Front St., Berea, Ohio 


Exhaust Mon Roof 
Fon Cooler Ventilator 





for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives ‘‘slip” to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns 
Y-er Eas is never harmful to cables or conduit. It 
pertorms its slipping tunction, then dries out and 
shrinks in volume leaving only a light film of powder 
Only Y-Er Eas has all! these features! 

Never messy or greasy to use. 

Never harmful to hands or clothing 

Prevents sticking and setting of cables 

Does not run back on cables 

Facilitates removal of cable at later date 


Improved Y-Er Eas has been tested and approved 
by the Underwriters’ Laboratories, Inc. 


At all leading Electrical Supply Houses 


jt ELECTRO COMPOUND CO. = 
: 3812 W. 150mm Street @ ee 11, — 4 


- 
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How to be Sure 


You don't get 


“SHORT-CHANGED” 


- » « NEXT TIME YOU BUY TAPE. 


While minimum length can be depended on to be 
accurate in any roll of tape. it's the weight of the 
roll that you must watch. It is important for you to 
know: Does the No. 4 Roll actually weigh 4 ounces, 


as it should: and the No. 8 Roll 8 ounces? 


For weight reveals whether tape is full strength 
in substance, or whether its protective and ad- 
hesive properties have been weakened due to 
skimpy materials. Underweight tape means you 
must use more of it, and take the extra time to roll 
more on, when a job requires maximum tape pro- 
tection. 


You can always weigh every roll you buy, of 
course. but why bother when HAARTZ-MASON 
publicly makes you a DUAL GUARANTEE —a 
guarantee covering both weight and length, and 
prints this information boldly on every roll and 


container. 


So get full measure the next time you buy tape 
by accepting none but the DUAL GUARANTEED 
HAARTZ-MASON brands: 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS 


PARAPLASTIC Tape 
does the work of 
both friction and 
rubber 


* 
Pus 


3; 
4 Rad 
wt oad 
w 


Bus — §  OUAAC Te 
Rice Leaders 
of tee World 
Flssociation 


Note: Weight and length information are 
printed boldly on every roll and container 
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MODEL WA 
Wall-type Down-flo Heater 


ELECTROMODE 


hh -Eeiic HEATERS 


For HOME - OFFICE - FACTORY - FARM 


Capacities 1320 to 45,000 watts, in Wall, 
Portable and Suspension types. 


P QUICK, EASY TO INSTALL 
. MINIMUM of MAINTENANCE 
SATISFIED USERS meee. on 


Automatic 
Portable Heater 


MODERN DESIGNS —— 
100% EFFICIENT 
COMPLETELY SAFE — 


Sealed-in cast-aluminum heating element elim- Wall-cype 
inates any danger of fire, shock or burn. Power Bathroom Heater 
cut-off safety switch prevents overheating. 


AUTOMATIC CONTROL 


Built-in thermostat with adjustable range of 
55° to 85° provides automatic room temper- 
ature control and economy of operation. 





Electromode Unit Heaters in Suspension and 

Combination Portable and Suspension types MODEL 1 

solve hard-to-heat areas in the plant and iso- 4-10 
" ~ . Suspension-type 

lated locations. Require no plumbing. Unit Heater 





se 
DIXISTEEL 


_ HOT-DIP GALVANIZED 
GROUND RODS. 








The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DixisTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, %”’x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 





* DIXISTEEL since 


ATLANTA, GEORGIA 














NATURLITE 


Reg. U. S. Pat. Off. 


Fluorescent Fixtures 
For every commercial and industrial use 
Quality High—Cost Low 
Write for catalog and prices— 
Also operational cost 


LIGHT & POWER UTILITIES CORPORATION 
1035 Firestone Bivd., Memphis, Tenn., Dept. E 


Southern Representatives 
Chas. K. Ramond Co. Craig-Owen Co. W. A. Wakeman Cc. B. Bastin 
1621 Carondelet Bidg. 736 Georgia Ave. P. 0. Box 759 126 Thomas Road 
New Orleans 12, La. Chattanooga, Tenn Shreveport, La. Deeatur, Ga. 














ELECTROMODE CORPORATION 
45 CROUCH STREET, ROCHESTER 3, N. Y. 


Represented by 
S$. L. BAGBY CO. 
822 West Morehead St. 
Charlotte 1, North Carolina 


ELECTROMODE HEATING CO. 
736 Georgia Avenue 
Chattanooga 1, Tennessee 


A. V. LAMB & CO. 
2027 Harold Street 
Houston 6, Texas 


S. C. STOCKDALE CO. 
1032 Boulevard, N. E. 
Atlanta, Georgia 








CON MOUND) 
BRUSHES ¢* 


HELWIG 0. nou 62), PRODUCTS 


2536 N. 30th St., Milw. 10, Wis. “ j 











ELECTRICAL SOUTH for JANUARY, 1953 














L 
Te 











"My South Carolina customers do declare 
the NEW Viking 
'944’ Window Fan 


is goin’ to outsell 


all others in a breeze’’ 


says C. W. “Chuck” Miller, of the 
H. K. Dewees Co., Atlanta, Ga. 


tee” 


t 
Mu 


i 


ANAM 


~seei tt 


NANT 


& tig) iB) 
AUTOMATIC (@5 It’s a Peach! 
TIMER ' 
makes the 
‘944’ a Service- f sda eat Ries te seal aaa te ol 


it t to sell better than anything 
Plus Appliance , ‘] like it on the market. | like the Autor 


Timer angle especially, becouse it 


gives me a single fan to stock *! vits both those who want an automatic 
Imagine an Automatic Timer set to run the 


fan from 1 to 12 hours. Say you go to bed 
at eleven. Set the Timer for four hours and 
simply forget it. The fan cools the house 
down, and shuts itself off at 3:00 A.M. You 
have complete comfort, without extra oper- 
ating cost. 


and those who want a marua., controlled fan 


A. J. LEVINSON, Levinson Electric Supply Co., 
575 Meeting St., Charleston, S. C 


SOUTH CAROLINA DEALERS ARE ENTHUSIASTIC TOO 


; The thing | like most about the The Hi-Lo feature will be the 
~-a CiMES sD 944’ is its looks. Any fan as 
"eta Be . smooth-looking in air-flow styling 
= as this is bound to sell itself to 
; . 98s tangent to heave @ Sig your slower air circulation after 
n 
A houses have cooled off.” 
VIKING SALES PLAN “ PY wm. 5. ANDERSON, 4 

Vadnits, at the rate of one with each fan Me i”. ty Wm. S. Anderson Electric Co., W. D. ROBINSON, 
purchased, and each redeemable for $3 to- | 246 Meeting St., Charleston, S. C W. D. Robinson Electric Co., 

ward liberal local co-op advertising are 145 Meeting St., 

given to all dealers. See your Viking Rep- Chasteten, 8. C 

resentative for full details, or write. 4 


big thing cround here, because 


hot days and cooler evenings 





call for fast action at first, then 





Gis ae 
2 ikin 
AIR CONDITIONING CORP. 
5601 Walworth, Cleveland 2, O. 





ALL READY TO UNPACK 


A TRUNKFUL OF GOOD NEWS 
..-A YEARFUL OF PROFIT 


for Westinghouse 
Retailers! 





Westinghouse Retailers who took us at our word to HOLD EVERYTHING FOR THESE BIG 


“Hold Everything!” can relax their grip. Their wait is 
ese a MEETINGS THAT START IMMEDIATELY! 
For, starting immediately in 37 leading marketing 
; 4 ; : 
centers, the Westinghouse 1953 Sales Trunk is being Detroit d ieee pag 
rolled on stage and the lid’s being lifted. Chi ' 
; : : - icago . Salt Lake City _« a 
And what breath-taking contents it contains. New Milwaukee 
products and features that blaze fresh trails in engi- St. Paul . cy 
neering and design. Exciting new promotions that will Kansas City . . 
throw store traffic into high. Plus overpowering adver- St. Louis Portland . te S 
tising that will capture the public’s eye and ear with three Cincinnati rer oe Feb. 5 
great TV shows, a power-packed magazine program scent . : New York — f 
and a country-blanketing key city newspaper program. ae, eos Boston . .. . Jan. 18 
Yes, it’s all wrapped up in a two-hour show that will Syracuse . . . . . Jan. 21 
‘ - ny ‘ 4 Daytona Beach . Jan. 
raise the sales sights and spirits of every retailer that tee Buffalo Jan. 23 
sees it. So draw a big red circle around one of the Birmingham . . . . Jon. Pittsburgh Jan. 25 
dates listed at the right and get ready to see appliance Baton Rouge. . . . Jan. Hershey Jan. 28 
history in the making. Houston _ . Jan, Philadelphia Jan. 30 


Dallas eo. | Washington ; Feb. 2 
WESTINGHOUSE ELECTRIC CORPORATION Tule Feb. Richmond . Feb. 4 


Electric Appliance Division “ Mansfield, Ohio Memphis at ae Bluefield . 6 


you CAN BE SURE..1F its Westinghouse 


P96 5Sl0 


Seatt-Pree + Dishwasher + Wavte-Awey * tren + Roaster Oven «+ Slectric Sheet + Mobiloire + Yooster + Water Heater + Food Crafter « Range + Electric Griddle + Cleaner * Ochumidifier + Home Freezer 


Cleveland . eee: Des Moines .. . . Jan. 15 


Los Angeles are | 
San Francisco . Jan. 27 
Seattle . . < Jan. 30 
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Model 163 


16” Oscillator 
3 Speeds 


When weather picks 
your fan prospects... 


BE SURE YOU’VE GOT 





Don't be caught short when hot, humid weather again Model 56 
. 12” Floor Fan 

finds your fan prospects. Sell the all-new Fasco line... 3 Speeds 
better than ever with pace-setting features unequalled in 
the i try. th, permanent performance... 

e industry. Smooth, permanent p aie ial 
up-to-the-minute styling . . . sure, quiet power 16” Pedestal Oscillator 

3 Speeds 

your customers want. Stock the fast-selling Fasco line now. 
There's the popular 10 and 12-inch standard models 
that are tops in value. And, remember the exclusive Fasco 


five-year guarantee on deluxe models... 





Model 127 
12” Oscillator 
quality and matchless dependability. 3 Speeds 


your assurance that Fasco still leads the field in 





STOCK UP NOW... SELL THE 
FAN LINE THAT HAS EVERYTHING 


i e a 
Write today New 5-Year Guarantee 
Unconditional guarantee against defects on all 
for your models illustrated. 


New Improved Motor Efficiencies 
FREE Absolutely no radio, TV interference. 


Oscillating Mechanisms Totally Enclosed 
FAN DISPLAYS All geors and works permanently protected. 
New Modern Styling in Cool Bive-Grey Finish 
Improved guard and distinctive plastic nameplate. 
Eye appealing heavy-duty cards in bright golden yellow and blue- All Aluminum Blades 
green. Both are equally attractive on store floor, counter, or as a Design and pitch balanced to motor out-put for 
window display. Easel-backed oscillating fan display is designed moximum olr delivery. 
to accent 10”, 12”, or 16” fans. Colorful ribbon on floor fan display Priced Lower Than Competing Models 
shows air flow. And the punch line—"Guaranteed for 5 Years"”— Yet better profit margins for you. 
fairly screams for attention. Complete Range of Models 
Customer satisfaction guaranteed. 
Write today for new catalog sheets and price lists! 











SEE THESE AND ALL FASCO PRODUCTS 
AT THE HOUSEWARES SHOW «+ BOOTHS 229-231 


INDUSTRIES, INC. 


1613 AUGUSTA STREET ROCHESTER 2, NEW YORK 
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‘the New SPEAR os Pittsburgh Tests 


SSCCSSSSSESSESSSESESES SESS SSESESSESSESESSSESSSSSESSSSSSSESSSSSSESSSSESSSSESESESHESSHESESESESESEESEHESEHEHEEHE 


Sells 114 














SPINNER WAS 








Star Salesmen All! Reading from left to 
right: J. B. BRUCKMILLER; I. T. SCAACHTER; W. G. 
MILLIGAN; N. C. LEY; A. RICHARDSON; L. R. 
KEYSER; S. ROSE (Assistant Buyer); J. N. MATTESON. 
Hats off to each of them for outstanding selling jobs! 


Thor offers two. 
“Which suits you? 


MARTY SILVERMAN MNojor Appliance 
Buyer of Spear. Mr. Silverman terms 
the Thor Spinner Washer promotion 
“spectacular.” Mr. Silverman is not 
ordinarily given to superlatives. But 
one look at the sales results emphati- 
cally proves why “spectacular” is the 
one word that fits the picture! 
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JSHC7, 
AUTOMATIC 


(loa ls C00 heatiage 
OM at bag 


HAROLD CRONE, General Merchan- 
dise Manager of Spear. Also a long- 
time veteran in major appliances. He, 
too, agrees that he has never seen a 
more effective selling package than the 
Thor 7-Point Sales Plan. The 22 week 
sales total achieved by Spear shows 
convincingly that it pays to use every 
one of the 7 selling points! 





Thor 7-Point Sales Plan... 


washlers 


Reg. U. S. Pat. Off. 


in f5 days! 


Celebrating their 60th Anniversary Year 
with an appropriate accent on Selling, 
- Spear of Pittsburgh, took one good look at 
the Thor 7-Point Sales Plan—and really 
“got the point.” 


Other stores report 


Outstanding Sales 


CHICAGO: reports brisk sales as result of Thor 7-Point 
Program tie-in. 60 Thor Spinner Washers sold 
in a few days. 


Just how deep an impression the plan made on 
the management and on the sales force 

is graphically illustrated by the 15-day sales figures 
headlined here! And best of all, the last-minute 
total shown is just a starter! Sales of 

Thor Washers at Spear are continuitig—at the same 
spectacular rate—week after week! 


Lior CORPORATION, Chicago 50, Iilinois 
—, 


50S 


CINCINNATI: ties in—moves more than 80 Thor Spinner 
Washers. 


TOLEDO: cashes in quick with total of 60 Thor Spinner 
Washers reported sold. 


CLEVELAND: sells 50 Thor Spinner Washers in 3-week 


= er ne ee ee 
“er. . tt eee ee) 


Automatic, Spinner and Wringer Washers - Dryers * Gladiron 
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breeze through 
summer in 


BOOTH NO. 496-498 


January Housewares Show 


FAN-MOBILE 


The one fan with practically every wanted 
feature. For exhaust or intake—can be 
used for one room or entire average home 
or apartment. Completely and easily port- 
able and adjustable. The hand: t 
mobile fan on the market. Finished in lus- 
trous ivory. 16-inch model. List Price $69.95 





Handsome, color- 
ful, wood displa 
tnat holds 2 or 
window fans of 
different sizes— 
ready for instant 
demonstration. 
YOURS FREE with 
minimum stock of 
fans. Ask your 
jobber or write 
for details. 





Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL. 


PEDESTAL 


FANS 


Nai Electrically Reversible WINDOW VENTILATORS 


2 SPEED MODELS 


New Berns Air King models with all the power, style and efficiency you'd 
expect from the originators of reversible window ventilators. Twe speeds for 
both Exhaust and Intake. Precision engineering for amazingly quiet oper- 
ation yet cools an entire small home or apartment in minutes. Shallower 
design and lustrous ivory baked enamel! finish achieve unequalled style-appeal. 
Completely adjustable. Full 1 year guarantee. In 16-inch and 20-inch models. 
Priced to list at $54.95 and $59.95 


Also 10-inch and 12-inch Manually Reversible Window Ventilators 
handsomely styled as illustrated above. 2-Speed in 12-inch model only. 
10-inch—$29.95 12-inch single speed—$33.95 12-inch, 2 speed—$37.95 


DRI-AIRE ELECTRIC DEHUMIDIFIER 


NEN 


Beautifully designed into smart, compact unit measuring only 13” x 18” x 20° 
high. Finished in rich Mahogany with chrome grill front. Dehumidifies up to 
10,000 cu. ft.; removes 2 to 3 gals. every 24 hours. Removable 3 gal. drawer-type 
container. Equipped with non-marking rubber covered casters. Pefectly priced 
to meet the demand of this fast growing market list $139.95 


Available with Automatic Timer that starts Dehumidifier once each 24 
hours and operates it for the selected number of hours. Optional and extra. 


Nia\\ ECONOMY FLOOR CIRCULATOR 


America’s biggest value now smartly styled to appeal to every prospect. Blades 
accurately pitched and balanced to operate efficiently in horizontal position. 
Rubber mounted legs. 3 speeds. Finished in rich Mahogany. 12-inch model 
list price... .. .$29.95 


‘ 


GO 


CEILING WINDOW 


SIDEWALL CEILING 
FANS VENTILATORS FANS 


FANS 
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Here’s why 


COOLERATOR 


is your Leadership Line for ‘53! 
NEw? § NEw? 





Leadership in 
Room Air Conditioners 


There's real sell in this new 
line of room air conditioners 
—in 4%, lo, 4% and 1 hp 
sizes. Compare these fea- 
tures with any other line! 


@ Automatic thermostat 
control at no extra cost 


Adjustable louvres to 
eliminate drafts, 


Specially engineered for 
unusually quiet operation 


Neutral Mirro-tone 
decorator finish to blend 
with any room setting. 


No side vents—draperies can 
hang right up next to unit 


Famous Coolerator 
Zerolator mechanism with 
a 5-year warranty. 








Leadership in 
Freezers 


3 upright models! 3 chest- 
type models! A size for every 
family. From 10.5 cu. ft 
chest type for apartments or 
small families up to the big 
32.2 cu. ft. upright model 


A complete, quality line 

UPRIGHT FREEZERS 

@ Cupboard convenience—no 
stooping or bending 

@ Every shelf a fast-freezing 
plate 

@ Handy extra shelves on door 

POPULAR, SPACIOUS 

CHEST-TYPE FREEZERS 

@ Separate fast freeze 
compartment with handy 
carrying tray. 

@ Handy baskets and dividers 
for efficient storage 


@ Counterbalanced finger-lift 
lid 














Leadership in 
Electric Ranges 


8 models. Two kitchenette 
models. Three big low-cost 
40-inch ranges—including a 
double-oven model! And 
three custom design models 


@ 7-heat push-a-button Color 
Guide cooking 


5-way automatic control 


Deepwell cooker that raises 
or lowers at the turn of a 


lever 


Double oven—one King-size, 


one Economy -size 


New Radiant Wall heat 


in ovens 
2 Infra-Red broilers 
2 big storage drawers 


Separate appliance outlet 








ae 
Leadership in 
Refrigerators 
A refrigerator for every cus 
tomer need—from the 8.1 cu 
ft. size up to 12.1 cu. ft. Not 
one — but five — space-saver 
models. Plus two big-capac- 
ity, low-cost models and 


three custom models 

@ Perfected automatic defrost 
Roll-ourt shelves 
Big full-width freezer chest. 
Extra shelves in door 


Spacious full-width 
Crisp-O-Lator 


Built-in Butter Saver 


Beautiful Glacier Green 


interior trim 





Cash in now 





on the big, sales-making 


Coolerator Leadership Line in your 


territory. It will pay off in increased 


traffic, sales and customer satistaction., 





THE LEADERSHIP LINE BY 


\ 
THE COOLERATOR COMPANY el 


Duluth 1, Minnesota 


Backed by NATIONAL ADVERTISING in 


Life + Saturday Evening Post + Time + Newsweek + U.S. News and World Report * Good Housekeeping 
McCall's + Better Homes and Gardens + Farm Journal «+ Household +« Sunset « Small Homes Guide 


SEE THE COMPLETE NEW COOLERATOR LINE AT THE CHICAGO WINTER MARKET IN SUITE 11-107, MERCHANDISE MART 
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Here’s a tip that will make you money! 





Are You Making Use 


Sell Chromalox of Our 


Reader Service? 
SUPREME 


“Zunitinl” The editorial and business 


. staff of ELECTRICAL SOUTH 
the Range Units Homemakers Know Best! 


is eager to serve you. One 





way in which we can help you 


is to make it easy for you to 





draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers, 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications, These 
are available without charge. 


Check over the list of pub- 
UNIFORM lications available, circle the 
Here’s why er OVERALL numbers of the ones you 


HEAT need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 


large 45% © sehnical ; 
i th oe venly ae —_ ide age ves vP | oe A rhe you on both technical and 
“ext ercola' 
Outer ban ft hesnails tor The n pe’ 


ma business problems. The ser- 
frying pons electricity se I 


vices of a number of consul- 
ants g g Be othe 

Naturally, you'll wanttohandleChromalox It will pay you to stock the famous eee ee ee Weiner 
Supreme ge Units for replacement Chromalox line. You'll find you can make your problem relates to sales 
when the nation’s homemakers show such replacements faster, easier, more profit- 
an overwhelming preference for electric ably because the Chromalox units come ee 
ranges equipped with the “2-Units-in-l’ complete, ready to install. A smali assort- layouts, applications of the 
surface units that give the “right’’ heat ment of Adaptor Rings permits proper fit National 
and “right” cooking area. of all range openings. 





promotion, lighting or wiring 


Electric Code, or 


equipment application, it will 


Get the Full Story «<S») = eo ] receive careful attention. 
Write for Bulletin RU-149 ond “The Switch Is On” 4 


booklet. They show you how to make more money ‘ See j e 
selling and servicing ranges. | 


EDWIN t. WIEGAND CO. 
7600 THOMAS BLVD. 
PITTSBURGH 8, PA. . , 

on new ranges and for replacement Bey Reader Service 


ELECTRICAL SOUTH 
“ € R © IM A ag © x - 806 Peachtree St., NE 
: lechiic Cooking alia Bate Atlanta 5, Ga. 


C. B. Rogers, 1000 Peachtree St., N. E., Atlanta 5, Ga.; L. R. Ward Co., 2711 Commerce St., 
Dallas !, Texas; 1814 Texas Ave., Houston 3, Texas; 1519 So. Boston Ave., Tulsa 14, Okla.; 
W. R. Phillips, Route 3, Raleigh, N. C. 
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Address your requests to: 
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Keeping on top of the trend...that’s Emerson-Electric’s motto 
for 1953. And wait ’till you see what we're talking about. The new 
catalog for °53 shows the famous Emerson-Electric fan line:.. 
including 9 new, sure-to-sell types... which has gained fame as 
the most complete line of fans in America. 

See the Emerson-Electric Exhibit 
Full details are waiting for you in the free catalog. otche Nenonel Hensowases Show .Jae 
As usual, of course, you can add the Five-Year Guarantee, Emerson- Rpothe 290 007 952 
Electric’s national advertising, sales helps, and the 
Emerson-Electric reputation for quality to the sell- 


ing power of these fans. It’s a winning combination _ SEND FOR TOUR COPY TODAYS 
: ' Simply attach this coupon to your business 
-+. see for yourself! letterhead ...no filling out required. Mail 
today to: 
THE EMERSON ELECTRIC MFG. CO. 
St. Lovis 21, Mo. 


4 Lok Without obligation, please send me the new 
E gp Emerson-Electric Fan Catalog (No. D29), 
— 


together with 1953 price lists and details 
FANS « MOTORS =] : APPLIANCES on Emerson-Electric advertising-merchan- 


dising sales helps. 
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FaStCELr 
ree wr enie 
THIS OUTSTANDING REVCO FREEZER FEATURE 
ACCLAIMED BY CHILL CHEST DEALERS... SETS 
NEW FREEZER SALES RECORDS EVERYWHERE 


FASTER FREEZING FROM TOP-TO-BOTTOM 
MORE USABLE FOOD CAPACITY PER CUBIC FOOT | 
EXTREMELY LOW COST OPERATION! 





NEW COMPRESSOR 
By Tecumseh 
Revolutionary 
No Condenser Clean- 
ing Required in the 
New °53 Chill Chest 
Models. No fan noise. 


Join the fast growing Revco Family 
of Independent Appliance Dealers 
whio benefit by a Hi-powered selling 
and advertising program that insures 
profit margins you'll like too! Revco 
Distributors don't have to hi-pressure 
sell this great Revco Freezer Line. 
Dealers everywhere soon recognize 
their choice of the Revco Line as the 
best deal they ever made. The great 
new '53 Line promises to far surpass 
previous sales, so Act Now... WIRE, 
PHONE or WRITE for name of nearest 
Revco Distributor! 


REVCO INC. + DEERFIELD, MICHIGAN 





— 


Reinforced 
Aluminum 
Food Compartment 


Rust Proof...Chip Proof 


& Vi c O , ’ Bonderized 
The Line to Sell in ‘53! 


= 


Lis iee) 
UPRIGHT 
VW 


CHILL CHEST 8 CHILL CHEST 15 CHILL CHEST 23 
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li’s a cinch 
to install this 


30 GALLON CAPACITY 


EXTRA-FAST 
RECOVERY 


COMPLETELY AUTOMATIC 


AGA approved for use with Nat., Mfg. or LP Gas 


HERE'S A WATER HEATER (°° ”; 
DESIGNED FOR YOU! + 


The new SAF-T-HOT tabletop takes only 1/5 the time 
to install or service, lets the plumber work 

standing at the front of the heater. 

Simply slide heater into corner or between other 
appliances, remove top and front, 

quickly attach to exhaust vent and water and gas 
piping entering through wall or floor, with a wide 
centering range. Service points and controls are easily 
reached when top and front are removed. 

Has all the quality features for which 

SAF-T-HOT is famous. 


ALSO ELECTRIC MODELS. Same ease of installation with wiring 
connections quickly made at top rear. 


Standard cabinet size 35 or 45 gallon capacities. 


THE HEDGES LINE 


M. M. HEDGES MANUFACTURING CO., INC. 
Chattanooga, Tennessee 
® WATER HEATER SPECIALISTS @ 


Water pipes connect 
with the outlets at top 
rear, adjust liberally to 
fit outlet piping. 


Gas exhaust outlet 
slips directly into flue 
opening in wall. 


Cut-away back— 
plenty of pipe and 
wrench room. 


Heavy one-piece base. 


Entire front snaps open 
and top slides off. 


All controls, 

installation connections, 
and service points 
quickly accessible at 
top and front. 


Redesigned down-draft 
diverter built 
inside—unit sits flush 
to wall and line of 
appliance fronts. 4 


Write for Descriptive Literature 














S BLOWIN. 


yep, a storm of record sales for 


FLASH! 


Brand-new Hemcolite S-R° blades 
now on all Westinghouse 10-in. Fans 


Now, all Westinghouse 10-inch Fans will give that whisper-quiet, 
ultra-safe performance that only the new Hemcolite S-R Blades— 
a Westinghouse exclusive—can give. They're perfectly balanced, 
too ... won't warp, bend, rust or discolor. What a sales story! 





Take a look at this °53 Westinghouse Fan lineup! It’s sure to 
be a trade sensation . . . for looks, performance, price. 

Remember the fan famine that hit last year? During summer’s 
sizzling peak, stocks melted overnight. Retailers were swamped 
by orders that couldn’t be filled. 

So now’s the time to order these mew Westinghouse Fans in 
plenty ... to fill unfilled orders and to meet the deluge to come. 
Call your distributor today about the big “Early Bird” Free 
Deal! Westinghouse Electric Corporation, Electric Appliance 
Division, Springfield 2, Massachusetts. 





ATTENTION, EARLY BIRDS! 
AMAZING FREE DEALS! 
ASK YOUR DISTRIBUTOR! 

@ Big Ice-Cake Display—ABSO- 

LUTELY FREE. 


@ Plastic Cover for Popular 10-inch 
Poweraire® Fan— ABSOLUTELY FREE. 


@ $29.95 Poweraire Window Venti- 
lator—ABSOLUTELY FREE. 


@ Complete $10.00 Promotion Pack- 
age—ABSOLUTELY FREE. 


ORDER NOW! DON'T FORGET LAST 
YEAR'S FAN FAMINE! FULL STOCKS 
MEAN FAT PROFITS! 











10LA4 
10-inch Livelyaire® 
1-Speed . . . Oscillating 


range circulators 
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Ur A SFOR NM Ft 
the new 1953 Westinghouse Fans 


10PWV2 

10-inch Poweraire 
Snap-in Snap-Out 
Window Ventilator 


10PA2 ; 10-inch Debonaire r ——~£ 
10-inch Poweraire” = 1-Speed . .. = 


10PHV 
2-Speed . . . Oscillating Hassock-type 


A QE —_ inch Poweraire 
wu ; Built-in Home Ventilator 


these fans have the NEW HEMCOLITE S-R WHISPER QUIET BLADES! 


> wa 12PA2 16PA2 
16SD3 — f 12-inch Poweraire ¢ 16-inch Poweraire 
16-inch Standard 3-Speed . . ’, 3-Speed 
3-Speed . . . Oscillating Oscillating Oscillating 


16RWF 

16-inch Riviera 

2-Speed . . . \\ : 4 : 

4-Way, Reversible,  \\\' tt eee ee 2-Speed . . . Double-Duty 
Window Fan ae » Pity y Exhaust Fan 


16-inch De luxe Window Fan 
2-Speed Snap-in, Snap-Out Window Fan 


1GWAP2 
20WAP2 
16-inch and 20-inch Whirlaires 
2-Speed, long-range circulators 


© you CAN BE SURE...1F ITS 
| Westinghouse 
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business to install a 
©. “Niteair” Fan 
when you build. \.” 


It costs so little . . . Yes, it costs so little to 
add so much more when you are building for 
fast, profitable turnover. A Lau “Niteair” Fan 
can mean the difference between a quick de- 
cision to buy or merely look around. 

Lau offers you America’s finest low cost attic 
fans in your choice of 2 popular models and a 
wide range of sizes and air capacities. These fans 
have 4 blades, properly pitched to provide great- 
fre an . est suction and air movement, plus trouble-free 
sacidine Gites wah eine 3 - economy and quiet efficiency. Lau “Niteair” 
in 4 sizes—24”, 30”, 36”. 42”. d. Fans are all fully guaranteed. Each carries a 
Certified Rating, motors carry 1-year factory 
Lau “Niteair” Panel Units avail- warranty and entire unit is Underwriters’ Labor- 
able in 5 sizes—24”", 30”, 36”, atory Approved. 

42” and 48”. 





























FRAMING OPENING PLACE RANCHER OVER OPENING PLACE CANVAS CONNECTOR 


i Headers must be the The ‘‘Niteair'’ Ranch- a The air-tight canvas 
It’s easy to install some size lumber as ’ er, being a complete \fa HS 7 connector furnished 
ceiling joists. Check package «nit in itself \\\ - with ‘‘Niteair’’ Ranch 
a Rancher Fan. opening to be sure of requires a minimum NS - ef means greater effi- 
=F 
“ - 4 








having dimensions ac- > of installation detail. ciency for the fan. 
curate. . 





WIRING AND MOUNTING MOTOR INSTALL CEILING SHUTTER ATTACH MOULDING STRIPS Ww. TURN ON FAN 

Bolt motor to mount- Adjust spring on lou- After the ceiling When you turn your 
ing; before doing so ; ver so that shutter shutter has been P y Niteair’’ Rancher 
connect a length of = . vanes will open and / properly installed at Fan on you'll get 
wire thot will reach : close freely and : use the four polished _ = | cool, comfortable 
from motor to contro! quietly, by gravity, aluminum strips to : } breezes all through 
switch. Bolt motor to when fan is shut off. form a frame. / = the home. (See Lov 
mounting plate. Fasten Manual 601! for fur 
motor pulley and ad- ther data.) 

just belt tension. 


Write for Catalog Pages and Specification Sheets = 629 and +630. 


BLOW — & COM PAN Y * 2019 Home Avenue, Dayton 7, Ohio 


World's Largest Manufacturer of Warm Air Furnace Blowers 
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For 25 Years Crumpacker Distributing 
Corporation has been building a good 
reputation, serving the trade in South- 
east Texas. When interviewed recently, 
FE. L. Crumpacker, president, said: 

“I have been using and recommending 
ComMerciAL Crepit PLAN for time pay- 
ment sales to my dealers for five years. It’s 
a good plan with many advantages for 
both distributor and dealer. COMMERCIAL 
Crepit helps the dealer remain liquid, 
relieves him of the tremendous worry about 
collections, so he can direct his attention to 
sales and promotions. COMMERCIAL CREDIT 
merchandising aids are valuable, too.” 


“Commercial Credit is 


a good plan with 


many advantages!” 


says Mr. E. L. CRuMPACKER, 
President of Crumpacker Distributing 


Corporation, well-known Philco Dis- 


tributor of Houston, Texas. 


Why not let Commerciat Crepit show 
you how they can help you improve your 
working capital position, help you build 
sales and profits? CoMMERCIAL CREDI1 
gives you complete wholesale and retail 
financing “‘packages’’— backed by experi- 
ence gained in working with thousands 


of dealers through over 300 CoMMERCIAL 


Crepit offices. In 1952 total volume 
hardled by Commearctac Crepit affiliates 
exceeded 3 Brttion DoLiars. 

Ask your distributor for a copy of our 
message, “Buy and Sell with Sound 
Financing,” or phone your nearest 
COMMERCIAL CREDIT office. 


More appliance dealers use Commercial Credit 
financing than any other national plan 


TEP 
COMMERCIAL 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
.+» Capita! and Surplus over $125,000,000 

. offices in principal cities of the United 
States and Canada. 






































Here's the Shelvador 
Model CAE-11 for '53! 





NEW 53 


CROSLEY SHELVADOR 


For ’53, seven beautifully styled single-door Removable shelves provide flexible interiors for 
models — plus two breathtaking twin-door all 53 Shelvadors. 


models at the top of the line. The three top models have handy meat holders 


And in every model, famous Crosley recessed ... the rest have extra frozen-storage drawers. 
shelves-in-the-door. Seven models have a ButterSafe, the Butter- 
Safe in the “11” and each of the ‘““Twins’’ is 


PushButton Automatic Defrosting even in adjustable and removable. 


moderately priced models—Completely Auto- 


; : s s ispers in all s t 
matic Defrosting at the top of the line. Restos cxlayaes St ot apertels bet dee 


Seven models have Color Styling —Custom 
A huge, across-the-top freezer locker is built Models in beautiful “‘sorr-GLo,”’ Standard Mod- 
right into every model for ’53. els in striking “‘SEA-MIST.”’ 


THE PROOF IS “IN THE BAG”! 


You probably know that Crosley pioneered the idea of shelves-in- 
the-door. And you'd expect that Crosley shelves-in-the-door would 
still be the best of all. You’re right...and the ‘shopping bag’’ test 
proves it! The big, deep shelves recessed in the doors of models 
like the one illustrated, actually hold enough groceries to fill three 
20-pound bags—twice as much as most other leading makes 

(See comparison at left.) 


EXCITING NEW AUTOMATIC 
DEFROSTING FOR ’53! 


At the top of the line there’s Com 

pletely Automatic Defrosting! Every 
24 hours a built-in clock turns on the 
fast, efficient defrosting system. Water 
drains into a pan over the compressor 
and evaporates! And, many ‘53 
Shelvador models have PushButton 
Automatic Defrosting at prices people 
used to pay for old-fashioned refrig 
erators without defrosting systems! A 
touch of the button starts the proc 

ess! When defrosting is over, the 


refrigerator switches itself on again! 


MAKE THE MOST SELL THE MOST— STOCK THE FULL CROSLEY LINE 


if you're not a Crosley Dealer now, write Crosley Division, AVCO Manufacturing Corporation, 
1329 Arlington Street, Cincinnati 25, Ohio, or phone your nearest Crosley Distributor for full information! 


CROSLEY 


BETTER PRODUCTS FOR HAPPIER LIVING 


SHELVADOR® REFRIGERATORS - SHELVADOR® FREEZERS - ELECTRIC RANGES - RANGE AND REFRIGERATOR PANTRIES - AUTOMATIC DISHWASHERS - SINKS - ELECTRIC FOOD WASTE OvSPOSERS 
STEEL WALL CABINETS - STEEL BASE CABINETS - VINYL ON-STEEL CONTINUOUS COUNTER TOPS . HANDY ACCESSORIES - AUTOMATIC TELEVISION - KITCHEN RADIOS - ROOM AIR CONDITIONERS 





One of America’s 
Leading Lines 





You won't miss 


a single sale 


with this line-up! 


Jackson Table-Top Electric 
Water Heaters come in a 
range of models and prices 
to fit any customer demand. 


Your customers may choose any one of 
these models according to their family 
needs. Available in both 30 and 40 gallon 
capacities, the counter height heaters are 
designed to fit in any kitchen, laundry, 
bathroom or rumpus room as a useful and 
attractive piece of furniture. 


All cabinets are finished in gleaming 
white, with lustrous black “toe rail” at the 
| bottom. Tanks are made of heavy gauge 


steel, hot dip galvanized: a full 2 inches of 
— insulation surrounds each tank and 
Laboratories, Inc. minimizes heat loss. 230/240 Volts A.C. only. 
These heaters are your answer to cus- 
“GD tomer demand and increased profits. 
. Phone, wire or write today for full infor- 
Se mation on this outstanding line. 








W. L. JACKSON MANUFACTURING COMPANY, INC. 


1222 E. 40th Street Chattanooga, Tennessee 
SALES REPRESENTATIVES 


J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD EXCELL ENGINEERING & SUPPLY 
Warehouse Stocks Carried SALES AGENCY INC. 
875 Whitehall St., 8. W. 2506 Lucena Street 311 Chickamaraza Avenue P. O. Box 5088 


Atlanta, Georgia Charlotte, N. C. Rossville, Geo’ i 
Telephone LAmar 1977 Telephone 5-8253 Telephone a Indismapetis, Indiana 
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(Additional items will be found on pages 13, 15 and 85) 


2012—Domestic and Industrial Heaters. Electromode 
Corporation, 45 Crouch Street, Rochester 3, New York, 
is currently offering an Industrial and a Domestic Cata- 
log. The Industrial Catalog (EC-62R) gives complete 
descriptions, specifications and illustrations of Electro- 
mode Suspension-Type, Combination Portable and Suspen- 
sion, and Explosion-Proof Heaters, and includes data on 
control equipment, mounting and wiring diagrams, IIlus- 
trations of typical installations. Also information on how 
to figure heat loss. The Domestic Catalog (EC-63R) is 
full of typical installations for walltype, portable, auto- 
matic and non-automatic Electromode Heaters, with com- 
plete specifications and suggested uses; alse includes 
instructions for installation of wall model heaters. 

2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 

2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 

2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 

2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 

2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 

2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the Americar 


ee Heater Company, 6110 Case Ave., Detroit 2, 
ich. 

2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 

2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 

2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. : 

2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 

2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 

2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 

2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
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806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name : Title 
Company 
Address 


City & State 





January. 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2012 2014 2018 2022 2024 
2030 2034 2038 2040 2056 
2058 2064 2066 2070 2072 
2078 2090 2092 2108 2114 
2116 2118 2122 2124 2136 
2140 2142 2144 2150 2154 


2156 2158 2160 2162 2164 





2166 2168 2170 2172 
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eee your gravy train. 





@ Toastmaster-designed features highball your g-avy 
train right into Grand Central . . . where this year 
two million American families will step up to the big 
ticket window to buy automatic water heating service! 
You can’t be sidetracked in your trading area when 
Toastmaster Water Heaters offer outstanding features 
such as the Life-Belt* Element . . . the optional Ionodic* 





Pure Magnesium Rod .. . external Temperature Selector 

. . the Toastmaster* 10-year Service Warranty. Your 
Toastmaster Water Heater distributor can help keep 
your gravy train on time . . . to reach this year’s record- 
breaking water heater market! 


TOASIMASTER 


AUTOMATIC GAS AND ELECTRIC WATER HEATERS 


McGRAW ELECTRIC CO. © Clark Division © 5201 W. 65th St., Chicago 38, Ill. 


Toastmaster, Life-Belt and lonedie are trademarks of McGraw Electric Co., makers of Toastmaster Water Heaters, Toastmaster toasters and other Toastmaster products. Copyright 1952, by McGraw Electric Ce., Chicage 
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2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 

roduct and sales information is available for use by 
ealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 

2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
pereemens Manual No. 5 from Tuttle & Kift, Inc., 1825 

. Monitor Ave., Chicago 39, Illinois. 

2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive. 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 

2122—Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers for 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of cool air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models, ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win- 
dow-mounting units. Write for further information. 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St.. Chicago 38, III. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 

2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
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Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 

2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 

2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di 
mensional drawings and specifications. 

2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7. 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 

2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for a nee pes 

technical data on Hallicrafters’ world-famed precision 

we bo and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, 4401 W. 5th Ave., 
Chicago 24, Illinois. 

2160—Electric Hot Water Heaters. A new catalog de- 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

2164—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Mec- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance.” 

2166—Radiant Glass Panels. Specifications and appli- 
cation data on electric radiant Glassheat panels is now 
available from the Continental Radiant Glass Heating 
Corp., 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels. 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Room Air Conditioners. An illustrated booklet, 
entitled “‘Heat and Your Health,” and several leaflets de- 
scribing the room air conditioners of the Mitchell Manu- 
facturing Company, are now available from the Mitchell 
Manufacturing Co., 2525 N. Clybourn Ave., Chicago 14, Ill. 

2172 — COMMERCIALAIRE, INC.. manufacturers of 
fans, blowers and automatic shutters (louvres), offers their 
current catalogue of over 200 items of domestic, commer- 
cial and industrial equipment to the distributor. Address 
Commercialaire, Inc., 300 Pacific Street, Bklyn. 2, N. Y., 
Dept. E. S. 
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Room conditioner sales 
estimated by ACRMA 


THE AIR Conditioning and Re- 
frigerating Machinery Association 
has released its estimates of manu- 
facturers’ shipments and distribu- 
tors’ sales of room air conditioners 
for 1952. Figures given in the re- 
port include shipments by all man- 
ufacturers, both ACRMA members 
and non-members. The 1951 fig 
ures given are manufacturers’ 
shipments as reported to the 
Bureau of Census. 

Sales totaling 330,770 are shown 
for window-sill type conditioners, 
as compared with a figure of 228,- 
964 in 1951. Sales in 1952 of the 
console or floor type conditioners 
totaled 10,230. Sales of this type 
were 8,526 in 1951. 

Based on a comparison of manu- 
facturer and distributor inven- 
tories at the beginning of 1952 and 
inventories near the close of the 
year, 412,000 room air conditioner 
units are estimated to have moved 
into dealer hands during the year. 
The 412,000 unit figure is believed 
to at least approximate the actual 
sales of room air conditioners to 
users during 1952. Dealer stocks 
at the end of the year are known 
to be substantially less than in 
January, 1952, but actual figures 
are not available. 


Sanitary Refrigerator Co. 
becomes Quicfrez, Inc. 


QUICFREZ, INC., is the new name 
adopted by Sanitary Refrigerator 
Company, Fond du Lac, Wis., man- 
ufacturers of refrigerators and 
home freezers, Henry Uihlein, pres- 
ident, has announced. The name 
Quicfréz has been used for the com- 
pany’s products for several years 
and has been promoted extensively 
in trade and consumer ads. 

“This recent action of the board 
of directors is a natural step which 
follows general trade and consume 
acceptance of the Quicfréz name,” 
Uihlein explained. 

The company was founded in 


1907 and was one of the first to 
manufacture home freezers. Quic- 
fréz makes a line of five different 
models, in addition to its line of 
refrigerators. 


New appliance store 
opens in Richmond 


OPENED RECENTLY in Richmond, 
Hayden’s Inc., appliance dealers, 
has been made authorized dealer 
for Admiral television and appli- 
ances, Domestic sewing machines, 
Motorola television and radio sets, 
Westinghouse electric housewares, 
L and H ranges and freezers, and 
Revco freezers. 

The store, located at 8 Wes* 
Grace Street, has a selling staff of 
nine. The president is Howard R. 
Hayden, formerly president of 
Television Company of Virginia, 
in Richmond. Roger Owen, forme: 
manager of Benson’s Home Service 
Westhampton Store, is vice-presi 
dent and store manager. 


Magazine studies 
dealer suceess 


THE First of a series of Appli- 
ance Store Success Bulletins, has 
been issued by Ladies Home Jour- 
nal magazine as a practical busi- 
ness aid for appliance dealers and 
manufacturers throughout the 
country. Dealers may obtain copies 
of the bulletins by writing to 
Ladies Home Journal, Independence 
Square, Philadelphia 5, Penna. 

Developed with the support and 
co-operation of the National Ap- 
pliance and Radio-TV Dealers’ As- 
sociation, the bulletins will discuss 
the operation and sales problems 
confronting dealers today. 

Each month, as guest editor, a 
successful appliance dealer will be - 
featured in the Journal’s “Success 
Bulletins.” He will report on the 
intimate details of his methods and 
policies with suggestions for dupli- 
cating the operation. 

January guest editor is Harry B. 
Price, Jr., president of Price’s Inc., 


TEXAS DEALER LEADERS—These men were responsible for planning the 
appliance dealers’ educational clinic held in Dallas recently. They are, left 
to right, Jack Burge, owner of Burge Hardware and Appliance Co., Fort 
Worth, chairman of the publicity committee; Gene Crow, manager of B-C 
Furniture Co., Grand Prairie, Tex., chairman of the program committee; 
Sam G. Hagy, owner of the Goodhousekeeping Shop, Dallas, general chair- 
man of the clinic; and Vergal Bourland, president of Vergal Bourland Home 
Appliances, Fort Worth, chairman of the attendance committee. 
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of Norfolk, Va., and vice-president 
of NARDA. He will discuss such 
topics as philosophy of operation, 
brand name merchandise, customer 
relations, financing, inventory con- 
trols, compensations, discount sell- 
ing, and others. 
' Each success folder will include 
condensed copy from the national 
advertising of appliance manufac- 
turers which retailers are encour- 
aged to use in their own local ad- 
vertising and promotion campaigns. 
The February bulletin will be 
edited by Kenneth J. Stucky, of 
Stucky Brothers, Fort Wayne, Ind. 


Frigidaire will enter 
room conditioner market 

WITH UNITS designed for new 
and existing homes, Frigidaire will 
enter the residential air condition- 
ing market in 1953, it was an- 
nounced recently by W. F. Switzer, 
manager of commercial and air con- 
ditioning sales for Frigidaire. 

The company now has 3, 5, and 
744-ton capacity units for residen- 
tial cooling, and next year will also 
offer year around combination heat- 
ing and cooling units. 

Two new window-type room con- 
ditioners were recently introduced 
to broaden the line, which now 
offers models of 4%, %, %4, and 1 
horsepower. capacity. 

Fridigaire engineers began ex- 
periments with residential air con- 
ditioning over 10 years ago, and 
test models were installed in about 
100 homes in different sections of 
the country this past summer. 


Food-freezer code 
adopted by Atlanta BBB 


E ATLANTA Better Business 
Bureau is one of several bureaus to 
develop an advertising code cover- 
ing freezer-food plans. 

The Atlanta code calls for adver- 
tisers to: (1) make clear that the 
freezer must be purchased; (2) re- 
frain from using the word “whole- 
sale”; (3) eliminate featuring 
costly cuts at average price per 
pound; (4) use only U. S. grading 
terms; (5) refrain from claiming 
specific dollar-and-cents or percent- 
age savings unless they are authen- 
tic and based on everyday prices; 
(6) eliminate use of such words as 
“free” or “at no cost to you”; (7) 


deliver itemized copy of contracts 
and itemized list of foods with 
prices shown at time of sale and 
when food is delivered. 


Norge in Nashville 
has new distributor 


APPOINTMENT of the Moore- 
Handley Hardware Co., Inc., Nash- 
ville, Tenn., as a distributor of 
Norge appliances has been an 
nounced by H. L. Clary, vice-presi- 


L. L. Davis 


dent in charge of sales for the 
Norge Division of the Borg-War- 
ner Corporation. 

W. P. Wilson is manager and 
L. L. Davis is appliance sales mana- 
ger of Moore-Handley, one of the 
largest appliance distributors in 
the South. The company will dis- 
tribute Norge products in central 
Tennessee. 


Uprights highlight 
1953 Deepfreeze line 


EXPANSION of its upright home 
freezer line, re-styling of all chest- 
type freezer models with restora- 
tion to production of two “low end” 
units, and colorful decorative ac- 
cents for its refrigerator line are 
embodied in the Deepfreeze Appli- 
ance Division’s “lead the market” 
program for 1953. 

Introduction of the 1953 lines 
was the main order of business as 
distributors from all over the 
United States and Canada met re- 
cently at the annual convention to 
hear promotion, merchandising and 
sales plans for 1953. 

“Smash-hit” of the new freezer 


This upright home freezer is de- 
signed for kitchen installation de- 
spite its size of 19 cubic feet. It 
will store a total of 665 pounds 
of food. Deepfreeze will continue 
its 11 cubic foot upright model, 


the CU-11. 


line was the CU-19, an upright 
home freezer designed primarily 
for the home and the kitchen de- 
spite its out-size capacity of nine- 
teen cubic feet, adequate to store 
665 pounds of food. 

Plans were told for the expansion 
of production of Deepfreeze’s first 
upright model, the CU-11, which 
was introduced last June. 

Four deluxe units, with capaci- 


1953 Deepfreeze refrigerators fea- 

ture door storage space, “‘Bermuda 

green” interiors, and two models 
have “Electromatic” defrosting. 


ties of 7, 13, 17, and 23 cubic feet, 
head the chest-type freezer offer- 
ing for the new year. Standard 
B-7 and B-13 chest-type freezers 
have been restored to the line, after 
a cessation last spring because of 
(Please turn to page 103) 
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This appliance business builds trade with the slogan 


Let George do it 


by Roy Heinecke 


@ DIAL VALLEY 8861 in New Or- 
leans and an enthusiastic voice— 
sometimes male and sometimes 
female—answers: 

“Let George Do It! May we help 
you?” 

This is only one of the “extras” 
paying big dividends at George’s 
Plumbing and Appliance Store, 
where all advertising is focused 
on the idea that it pays to “Let 
George Do It.” 

George Lambert Jr., president 
and manager of the plumbing de- 
partment, and Henry W. Glind- 
meyer Jr., who handles the appli- 
ance department, teamed up four 
years ago. They faced a number 
of problems, any one of which 
threatened to sink their business 
before they could get on their feet. 

This was their situation: 

1. A brand new location in a 
triangular-shaped store measuring 
91 feet deep, 39 feet across the 
front, but tapering to only 7 feet 
across the rear. In the words of 
Mr. Lambert: “A stinker to mer- 
chandise.” 

2. A location smack in the mid- 
dle of a large residential section 
midway between the “big” stores 
downtown and the large shopping 
centers on the fringe of the city. 

3. A limited amount of money 
to spend on advertising. 

To meet this situation the two 
managers had a plentiful supply 
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The beanie worn by the boy with Henry Glindmeyer, Jr., left, and George 
Lambert, Jr., is one of the “extras” they feel pays off in the long run. Mural 
at right helps to “open up” narrow store space. 


of ideas. Today, they’re rolling 
along at full speed and have more 
fresh ideas than ever. 

First they had to tackle the 
problem of their odd-shaped store. 
“We solved that,” Mr. Lambert ex- 
plains, “by covering all the walls 
with murals. Toward the back, 
where the taper gives us the most 
trouble, we had the artist paint 
scenes of great depth. This ‘opens 
up’ the wall and eliminates that 
closed-in feeling.” 

The idea worked. As a customer 
walks into the store now, he 
quickly notices the colorful and 
exciting murals but fails to realize 


he’s in a triangular-shaped store 
until he goes to the very back. 

Mr. Lambert and Mr. Glindmeyer 
next turned their attention to de- 
veloping an efficient way to adver- 
tise themselves on their limited 
budget. The problem was how to 
keep people in their area from go- 
ing to the “big” stores downtown 
and the attractive suburban shop- 
ping centers. 

“We had already decided,” says 
Mr. Glindmeyer, “that service was 
to be the backbone of our business. 
After surveying the advertising 
possibilities from all angles, we 
settled on direct mail as our only 
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Glass front gives passersby a clear look at the merchandise inside George’s Plumbing and Appliance Store. 


year-round, planned promotion. 

“This may surprise many deal- 
ers. It surprised us, too, until we 
really looked into the situation. 

“The initial cost of a direct mail 
advertising program to the small 
dealer is quite high, comparatively 
speaking, and it takes time and 
effort to keep the program going. 
But the results pay off. Today 
we’re firmly sold on it as the best 
long-range program for us. 

“We took a look at newspaper 
advertising and it shaped up as a 
losing proposition. We can’t sell 
a particular automatic washer, 
clothes dryer, water heater, radio 
set, or television set any cheaper 
than our downtown and suburban 
competition. 

“Most newspaper advertising in 
the appliance field plugs one item 

—an automatic washer, for exam- 
ple. It’s true that the manufac- 
turer or distributor will pay up to 
50 per cent of the cost of that ad, 
which makes it an attractive prop- 
osition to the dealer. 


No “pushing” of any one manufactur- 
er’s product has paid off at George’s. 
Automatic washers, clothes dryers. 
dishwashers, and other kitchen and 
laundry appliances are given an equal 
play because of limited display space 
and because the store emphasizes ser- 
vice first and brand names second. 


“But what does the dealer get 
out of it? The ad is all about the 
washer. Down in one corner is the 
dealer’s name. Sometimes this 
name is printed in such small type 
the reader doesn’t even notice it. 
And even if he does, what differ- 


ence does it make? He sees similar 


ads every day of the week and 
knows he can buy that particular 
item at any number of stores. 

“In other words, the ad sells the 
product and leaves 
pretty much out in the cold. 
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the dealer 


“This didn’t make sense to 
George and me, for we wanted to 
sell service first and products sec- 
ond. We felt—and still feel—this 
is the only sound way to build up 
a good business in our location. 

“And we looked at it from an- 
other angle, too. Why, we asked 
ourselves, should we pay for 100,- 
000 circulation in a newspaper 
when only 10,000 of the readers 
might be in our area? Again, the 
idea didn’t make sense, so we 

(Please turn to page 111) 
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Window and in-store displays are an important part of the small appliance 
sales technique employed by Bugg’s. The 20-foot wall-side fixture which 
displays a large number of small radios has top exposure to customer traffic. 


@ BECAUSE “EVERYBODY is in the 
market for a percolator, toaster, 
clock, or small radio,” Henry Bugg, 
of Bugg’s Home Appliance, Inc., 
Springfield, Missouri, placos major 
emphasis on electric housewares 
both as to method to boost profits 
and as a stepping-stone to major 
appliances sales. 

Says the Southwest Missouri 
retailer: “The small appliance de- 
partment attracts twenty-five per 
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cent of the store traffic and con- 
tributes one-quarter of the $125,000 
total yearly revenue. 

“The amount of good will, extra 
traffic and subsequent business this 
department creates for big ticket 
items is incalculable,” he added. 

Demonstrations, budget accounts, 
open-style display units, eye-catch- 
ing show windows, specialized ser- 
vice work, personnel sales incentives 
and newspaper advertising, are 


A Missouri 


Selling 


mainsprings of the small appliance 
sales program. 

Small housewares are assigned a 
dominant spot near the front of 
the 22x55-foot store, located at a 
vantage point in the downtown 
section. A 10-foot display unit, 
built on a series of graduated 
tiers, devoted to a sampling of vari- 
ous items stocked in this depart- 
ment, occupies a “prize” corner 
just inside the entrance. Two 
4x7-foot shopping island displays 
are located in the center of the 
layout. In addition, a 20-foot wall- 
side unit contains from sixty-five 
to seventy small radios in six 
brand names. 

Small appliances are regarded as 
potent traffic-pullers, and both win- 
dows and in-store displays contain 
a large variety of merchandise in 
order to make the appeal broad. 
The 10-foot display at the front of 
the store normally covers at least 
ten models of percolators, nine 
mixers, ten models of automatic 
toasters, etc. 

Another favorite tactic of the 
dealer in arranging displays is to 
“showcase” the entire line in one 
particular category in each brand- 
name included in the $5,000 inven- 
tory of window displays. Devotion 
of a complete window to all of the 
various models of toasters made by 
one manufacturer typifies this pro- 
gram. 

“Eye-stopping window displays 
have infused life into our small ap- 
pliance sales formula,” Mr. Bugg 
stated. 

“Displays of high-demand small 
appliances are in the windows 
seventy-five per cent of the time. 
We frequently show a sprinkling 
of small appliances in the fore- 
ground of the window with a major 
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dealer tells the “‘why” and “how” of — 


electric housewares 


item in the background. Most of 
the time, the displays feature a 
wide array of electrical house- 
wares in several famous-name lines. 
Occasionally, we center a display 
window on one line, perhaps show- 
ing twelve or fifteen small radios. 
Step-up display units are employed 
to get the merchandise at pedes- 
trians’ eye-level.”’ 
Over-all focus of sales interviews 
is on good demonstrations and 
brand-name selling. Keeping sev- 
eral mixers, small radios, and 
toasters hooked up and ready for 
action is a part of the formula. 
“Almost everyone has one small 
radio,” the dealer said. “But we 
make it a point to show every visi- 
tor to our store models in colors 
designed to match bedrooms, kitch- 
ens, and rumpus rooms. 
“In demonstrating an automatic 
toaster,” he added, “‘the main thing 
is to demonstrate the pop-up 
mechanism and let them actually 
see the bread pop up. We keep a 
loaf of bread around for that pur- 
pose. Usually, a customer wants to 
know how the toaster will last, and 
we dwell on the manufacturer’s 
guarantee. 
“Brand-name selling plays a 
complementary role,” he advised. 
“Buyers who talk price only are 
advised to go where cheaper cut- 
price merchandise is_ available. 
We’re building our firm reputation 
on quality lines. Consequently, we 
have a high-class clientele. 
“Fifty per cent of the small ap- 
pliance sales are on credit,” he 
emphasized. “Majority of credit Helping to bolster the reputation of the Southwest Missouri firm is the 
purchasers use our 90-day plan, service department policy of having small appliances ready for the customer 
which eliminates the carrying the day after they are brought in for service. Monthly repair volume on 
charge and includes special insur- electric housewares averages between 50 and 7 jobs. Record sheets with 
ance on merchandise until paid for. pertinent data on each job are inserted in cubicles located near the dealer’s 


. desk. Each mechanic is assigned a box, and the job sheets are distributed 
(Please turn to page 114) according to the type of repairs needed. 


ELECTRICAL SOUTH for JANUARY, 1953 








Victory Home Equipment Company customers must pass through appliance 
displays to reach the record department located at the back of the store. 


Records sell-appliances here 


@ APPLIANCES ranging from elec- 
tric irons to refrigerators — and 
big, console radios —have been 
sold to 50 per cent of the people 
who came primarily to buy clas- 
sical, popular, hill-billy or chil- 
dren’s records from the Victory 
Home Equipment Company, in 
Odessa, Texas. 

Owner B. E. Hoskins has quoted 
some of the company’s volume 
statistics to show how records 
draw appliance customers. 

Annual volume from the sale 
of records and accessories is $30,- 
000 or more. Yet at the end of the 
fiscal year, last August 31st, store- 
wide volume amounted to $205,000, 
leaving no doubt about the real 
function of the record department 
and its $10,000 inventory. 

In this store, however, records 
have not always done such an 
efficient job of selling appliances. 
Mr. Hoskins bought the establish- 
ment in 1942, and developed the 
record department at a time when 
he could get few appliances. 
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After appliances became avail- 
able in quantity there was a period 
of experimentation with arrange- 
ment. Finally the record depart- 
ment was moved to the rear wall 
and thereafter customers had to 
pass displays of appliances and 
radios to reach the record depart- 
ment. After that, one of every 
two record customers became an 
appliance or radio customer, ac- 
cording to Hoskins. 

“Everyone who comes here to 
buy a record will eventually need 
some appliance,” Hoskins stipu- 
lates. “Some record customers 
come in as often as three and four 
times a week. Others come only 
once in three or four weeks. 


Customers see appliances 


“Of every eleven people who 
come in, ten come to buy a record. 
But they must pass those displays 
coming and going. 

“Anyone might think as I did 
for a time, that record customers 
paid no attention to appliances or 


radios. But that isn’t true. Those 
displays make a lasting impres- 
sion. There are few times that a 
record customer stops, inspects an 
appliance or radio and buys then 
and there. But it seems that when 
the need for an appliance de- 
velops, they think of our store.” 

As for the record department, 
it is almost a business in itself, 
according to Mr. Hoskins. All 
speeds and all types of records 
are stocked. But, as Mr. Hoskins 
points out, “we can’t carry every- 
thing,” so there are many special 
orders. 

In Odessa, with its population 
of 42,000, there is one other estab- 
lished record dealer, but Hoskins 
is satisfied he gets the much larger 
share of business. His record 
buyers range from the Negro 
washwoman to the outstanding 
professional man and the wealthy 
and retired group. 

“And in West Texas, where 
there is limited formality in dress, 
you don’t guess that any 
record customer cannot afford any 
item in the store,” said Hoskins. 

(Please turn to page 111) 
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Range rental program— 


a market for trade-ins 


@ A COMBINATION of attractive 
trade-in allowances and an aggres- 
sive range rental program have led 
to a constantly-growing volume of 
range sales for Duke Doyle Appli- 
ances, Dallas, Texas dealers. 

Mr. Doyle, whose attractive store 
in suburban Oak Lawn has become 
one of the better-known appliance 
dealerships in central Texas, puts 
much faith in the value of trade- 
ins. Since early last year, an aver- 
age of around 95 ranges, all of 
which were traded in on new ranges 
by their former owners, have been 
kept “on rental’ by the company. 

Stressing the dual advantage to 
be found in this practice, the dealer 
said, “In addition to the fact that 
accepting the trade-in in the first 
place made possible the sale of a 
new range, the same range used as 
a rental model usually results in 
another sale.” He believes that 
trade-in rentals may be one solu- 
tion to the apparent slow-down in 
turnover through most of 1952 
which has bothered appliance deal- 
ers all over the country. 

Many of these dealers already 
realize that better trade-in allow- 
ances would cause some almost- 
ready-to-buy prospects to go ahead 
with a purchase. These dealers 
hesitate, however, because of the 
feeling that their territory is not 
well-suited to renting ranges. 

Almost any area will absorb 
trade-ins on a rental basis under 
today’s conditions. This is graphi- 
cally illustrated by Mr. Doyle’s own 
experience. The exclusive Oak 
Lawn area is definitely of the “bet- 
ter income class,” with two of 
Dallas’ most exclusive hotels, many 
fine homes, and a generally well-to- 
do atmosphere. Nevertheless, Mr. 
Doyle has not found it difficult to 
keep at least 95 ranges on rental. 

The reason, he explains, is the 


Army personnel are often among the customers who come to the Duke Doyle 
store to inspect refrigerators and other appliances which they have seen 
advertised by the store from which they rent their range. 


fact that during today’s military 
build-up which is one cause of the 
present generally transitory popu- 
lation, there are always people 
nearby who are renting homes on 
a temporary basis, and find them- 
selves without ranges. Military 
personnel, in particular, are ideal 
“prospects.” Inasmuch as_ few 
Army, Air Force, and Navy fami- 
lies want to transport heavy appli- 
ances from station to station, ren- 
tals are the solution. 

Through advertising specifically 
to this transitory market, Duke 
Doyle Appliances has been able to 
maintain consistent rental charges 
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of around $4.50 a month. The firm 
beats down resistance to this cost 
by allowing customers to apply a 
full year’s rental payment on the 
purchase of a new range. This 
“gimmick” exercises a powerful ef- 
fect on the renter, Mr. Doyle has 
found. The family which has in- 
vested in excess of $50.00 for a 
rental electric range over a year’s 
time is far more inclined to go 
ahead with the purchase of a new 
range. 

With trade-in volume amounting 
to about 15 per cent more in 1952 
than in 1951, Mr. Doyle is careful 
to “weed out” the element of 
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risk in trade-in allowances. His al- 
lowances are necessarily high, in 
order to attract customers. They 
amount to around $125 for top- 
quality electric ranges up to seven 
years old; $90 for those in the 
eight to twelve-year-old bracket; 
and around $75 for thirteen to 
twenty-year-old styles. 

These allowances, necessarily, 
are applicable only on top-bracket, 
nationally-advertised new ranges in 
stock. Even more important, they 
apply only when the trade-in range 
is eye-appealing, in good condition, 
and otherwise so attractive that the 
firm can rent it easily. 

“It is too easy for the dealer to 
go overboard and make excessive 
allowances on ranges which repre- 
sent only junk as far as their re- 
sale or rental value is concerned,” 
it was pointed out. “For that rea- 
son, the dealer should flavor every 
trade-in transaction with plenty of 
common sense. There is no advan- 
tage in effecting the sale of a new 
range at $350, for example, by of- 
fering a trade-in price of $125 and 
then having to junk the old model.” 

During September, Duke Doyle 
Appliances ran a full-page color ad- 
vertisement in a leading Dallas 
newspaper, emphasizing bright red 
ranges, and offering refrigerators 
to match. This was followed by two 
%4-page ads during the next 60 
days, repeating the offer. 

Mr. Doyle believes that in an 
average community such as his, 
there are always around 500 worth- 
while prospects, home owners who 
have been getting by with an old 
range for years, and who are 
merely waiting for a propitious 
time to trade them in. His trade-in 
allowances, plus the appeal of 
brightly-hued new models, have 
often been enough to turn the trick. 

As a precautionary word, this 
Dallas dealer points out that the 
rental potential of any area 
amounts to only a small percentage 
of the families involved, and that 
the dealer must be prepared with 
a “secondary outlet” for his trade- 
ins. In his own case, where ranges 
on hand outnumber the rental pros- 
pects, he merely wholesales them off 
to other dealers. Dallas suburban 
stores, and many in the lower- 
income sections of the city, are 
willing to accept worthwhile trade- 
ins at the allowance figure. 
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Co-ops sponsor 


® Two RURAL electric co-opera- 
tives, working in co-operation with 
electric appliance dealers, con- 
ducted appliance promotions this 
summer that really produced re- 
sults. 


Cullman (Alabama) Electric Co- 
operative put its entire emphasis 
on electric ranges. Tri-State Elec- 
tric Co-operative, with headquar- 
ters in Copperhill, Tenn., conducted 
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Tri-State Electric Co-operative 


Copper Basin Electric League 


Re Scceeee Reming Wott - Electric Cooking - Electric W. 
“3 a intccoist 


JULY 1 THROUGH AUGUST 9 


THIS OFFER OPEN TO ANYONE 
LIVING IN THE AREA SERVED 
BY TRI-STATE ELECTRIC CO- 
OPERATIVE 





, NOW IS THE TIME TO 





@F ELACTRIC WATER SYSTEM. 


THY ¥ COMPANY 


HARDWARE COMPANY, 
APPLIANCE COMPANY, 
3. R. GOBBLE FURNIVURE COMPANY, 
GRAYSON FLECTRIC 
F, HARDWARE & TURE O0., 
AND ARP ECONOMY 
HARDWARE COMPANY, 


UP TO $1040 ON INSTALLATION 
OF ELECTRIC RANGE. 


LISTED BELOW ARE THE DEALER MEMBERS OF 
THE COPPER BASIN ELECTRIC LEAGUE: 


BLUE RIDGE HIGHWAY 
ARE & FURNITURE: COMPANY, BLUE ; 


COPPERHILL, TENN. 
DUCKTOWN, TENN. 
CO} + TENN. 
McCAYSVILLE, GA. 
col wN. 





Pi AND WILLIAMSON, 





S APPUANCE CENTER, 
AUTO STORE, 
DUCKTOWN STORE, 


fe ve 











BUY THE APPLIAN- 
CES THAT YOU HAVE 
WANTED 


SEE YOUR FAVORITE 
DEALER TODAY 


UP TO $10.00 ON INSTALLATION 
OF ELECTRIC WATER HEATER. 








Full-page advertisements and newspaper promotion account for some of the 

success of the appliance promotions staged by two electric co-operatives in 

the Tennessee Valley area last summer. Dealers, who paid for the Tri-State 
Co-op’s ads, sold over 800 appliances during the campaign. 
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appliance promotions 


a general campaign covering sev- 
eral major appliances. 
These two co-ops, like every 
other rural electric co-op, had been 
busy ever since World War Il 
ended building lines to bring elec- 
tricity to the rural people. Today, 
with the line building job over 
the hump, they are giving more 
and more attention to the job of 
adding labor-saving appliances 
along their power lines. 
The Tri-State Co-operative pro- 
motion followed what appears to 
be a highly-effective formula; ac- 
tive co-operation between dealers 
and the power system, with the 
power system offering wiring in- 
stallation allowances to consumers, 
and sponsoring competition among 
dealer salespeople. 
The Tri-State promotion was 
held in two parts, the first, a two- 
months period, and the second, a 
five-weeks period. Manager W. E. Speer, of the Tri-State Co-op, awards prize money to sales- 
During these two campaigns, men at the end of the special promotion which resulted in the sale of more 
815 appliances were sold. Included ee — spgtionces, Eluce Talley won first prise; other tag Betas -eeteremy 
. C. Grayson, Don Sisson, and Harold Hughes. Below, Miss Jean Thurman, 
in this figure were 166 refrigera- secretary of the Copper Basin Electric League, hands out checks to the dealer 
tors, 155 electric ranges, 100 water salesmen who won prizes in the second Tri-State campaign. Left to right, 
heaters, 30 water systems, 44 tele- B. M. Dickey, George Sosebee, and J. M. Sosebee. 
vision sets, 25 home freezers, 76 
washers (14 of them automatic), , st 
and a few dishwashers, clothes 
dryers, and air conditioning units. 
Of the 815 appliances sold, more 
than 600 of them were major ap- 
pliances. That’s a good record in 
view of the fact that the co-opera- 
tive serves approximately 5,000 con- 
sumers. 
Tri-State Electric Co-operative 
and the Copper Basin Electric 
League, an effective organization 
of dealers, sponsored joint adver- 
tising in newspapers. The electric 
co-op plugged the ten dollar free 
installation allowance on ranges, 
water heaters, and water systems 
in its newsletter to the consumers. 
Dealer salesmen, twenty-two of 
them, competed on a point system 
for cash prizes which totalled $100 
in the first contest, and $150 in the 
(Please turn to page 110) 
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100 freezers monthly 


are sold by food club plan 


@ “ON MONDAY we sold six freez- 
ers, on Tuesday three, on Wednes- 
day two and Thursday two,” said 
Paul E. Conklin, co-partner of 
Sheppard and Conklin of Alexan- 
dria, Virginia, which sold 300 
freezers between May 1 and Sep- 
tember 15, and is currently hitting 
a sales volume of 100 freezers a 
month. “We had one salesman who 
sold 11 freezers in a week, and 
another who sold one freezer a day 
for six days a week. Our freezer- 
food plan has caught on like wild- 
fire and we have still to hit peak 
figures.” 

These impressive facts derive 


by Beatrice Miller 


from Sheppard and Conklin’s Met- 
ropolitan Food Club plan in which 
a freezer is sold at list price with 
a six-months’ supply of frozen 
foods at a 15 to 22 per cent dis- 
count, both sold as a unit on a time 
payment plan. An all-out promo- 
tion campaign by radio, television, 
newspaper, direct mail, handbills, 
telephone and persona] solicitation 
by an ingenious and hard-hitting 
sales force put this appliance 
dealer in top place on freezer sales 
for the entire metropolitan Wash- 
ington area. 

Basic to the success of any food 
plan, Conklin points out, is the 





Paul E. Conklin, one of the owners of Sheppard and Conklin in Alexandria, 
Virginia, impresses on freezer salesmen the absolute integrity of the Food Club. 
Legitimate complaints must be investigated and made good. 
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absolute integrity of the dealer 
carrying on the operation. 

With the sale of each freezer at 
full price, a tailor-made food order 
is worked out with the customer 
to suit his family’s particular 
tastes and needs. Meat is sold at 
15 per cent below store prices, 
frozen vegetables, fruits, juices, 
etc., at 22 per cent below. A cus- 
tomer is sold $100, $200 or $300 
worth of food, depending on the 
number in the family. 

Sold at 10 per cent down with 
the balance to be paid over 24 
months, the freezers are financed 
by one of the largest banks in 
Alexandria at six per cent interest. 
There is no down payment on the 
food but a time limit of six months 
in which to pay. For $100 worth of 
food only three months are al- 
lowed; $150 food, only four 
months; with a $200 supply or 
over, six months. 

However, in all cases there is a 
six-weeks or 45-day period before 
payments on food and freezer be- 
gin. This enables the customer to 
accumulate a big surplus in her 
food budget account. In other 
words, the customer who formerly 
spent $45 a week for food reduced 
her spending to $12 a week, and 
this difference of $33 accumulates 
over a six-week period so that she 
will have about $200 on hand when 
her first payment of $80 a month 
on the freezer and food becomes 
due. 

Urged to keep their freezers full 
at all times in order to gain the 
maximum in savings from having 
a freezer, customers are offered 
delivery service on food over $25 
and refinancing on reorders of 
$100 or over. Sheppard and Conk- 
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—— 
CWE CHEAPER pret SETIER THAN EVER’ 


® Bake cakes. pies rolls 
once amMonth. Freeze 
Serve at yout convenionr 


© Prepare sandwiches dezens 
at atime freeze theyll be 
just right when the schoot 
bell rings for lunch 


» Cook beef stew. gaghetti 
Chill, soups, Sauces, Way 


- ahcad-freeze in 
\ Wy 
<< fish and hunt to your 


hearts content Freeze 
your prizes 





CHOICE MEATS. FROZEN 
PACKAGED, DELIVERED 


(lame (wv Far DEtAle 


Mrs. Conklin and salesmen’s wives make telephone calls 
to homemakers to tell them about the Metropol'tan Food 
Club wherein a freezer and frozen food may be bought 
as a unit on a time-payment plan. 
local papers explain further the time and money-saving 
virtues of the discount with freezer purchases. 


lin have an arrangement with a 
local wholesale food distributor to 
supply food. 

Since May 1, some 30,000 post- 
cards on the Metropolitan Food 
Club have been sent to residents 
of Alexandria. Their eight outside 
salesmen leave dropcards on the 
doorstep or porch where contact 
with a resident was not made. But 
salesmen are encouraged to use 
their wit and ingenuity in making 
freezer sales climb. 

Finding no sales method as suc- 
cessful as radiation, this means is 
used by salesmen in the following 
manner. 

A salesman calls on a customer 
who has had her freezer for one 
week. Bringing a gift of a cutlery 
set or set of freezer containers, the 
salesman obtains from her the 
names of persons she is acquainted 
with who do not have freezers. 

Another salesman approaches a 
customer who has had her freezer 
one week. He offers to contribute 
$10 in food if she will invite three 
or four couples in her acquaint- 


Advertisements in 





BEAT the High Cost of Eating 


Metropolitan Food Club: 


We will furnish you with CHOICE Meats, Sea Food, 
Poultry, Vegetables, Fruits, Juices and many other items 
at a discount that will save you a tidy sum each month, 


“They're Cheaper By The Dozen” 


Our military customers say our meat is the 
best they have eaten. 


* 
e Save MONEY 
e Save Shopping Time 


e Enjoy a DEEPFREEZE 
Home Freezer 


* 


—— — 





Metropolian Food Club 
2413 Mi Vernon Avenue 


Alexandria, Ve 
Gentlemen 


NAME 
ADDRESS 





1 would like information, without obligation, as to how | 
can feed our tamdy more and better food for les: money 


— Limoasine Service. 


DON'T DELAY! 
Mail this coupon or 


Call King 9-5516 
and we will previde 

















ance, who do not own freezers, to a 
party. Casually during the evening 
she is to show her freezer and cite 
its advantages. A bonus of another 
$10 is hers if one of her guests 
buys a freezer through Sheppard 
and Conklin. 

Still another salesman uses an 
assistant to canvass from door to 
door, paying her $10 for every 
bona fide appointment she makes 
for him with a seriously interested 
freezer prospect. 


Coupon books used 


There is also a $5 book of cou- 
pons that all salesmen use. Each 
customer buying a freezer is given 
a book of 20 coupons. If she knows 
a freezer prospect, and turns in 
her name and address and a sale 
is made, a bonus of $5 is given her. 
If five sales are made to persons 
whose names she has turned in, an 
extra bonus of $25 is given her. If 
ten sales are made through her, an 
extra $50 bonus is made to her. 

This last method has brought a 
fine response with one customer 
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now having eight sales to her 
credit. 

The salesmen are paid a com- 
mission of 15 per cent on every 
freezer sold but nothing on food. 

One-minute spot announcements 
made on a local radio station 50 
times a week are carried in con- 
junction with a group of mer- 
chants. 

“My feeling is that radio and 
television bring returns only equal 
to your expense,’ commented Conk- 
lin. “The best source of business 
is sales contact with prospects by 
radiation as has been described.” 

Mrs. Conklin spends one to three 
hours a day calling names taken 
from the telephone book to spread 
the word about their Metropolitan 
Food Club and suggests that a 
salesman call and furnish further 
details. The wives of many of the 
salesmen are assisting in this way 
also. 

Sheppard and Conklin recently 
contacted 66 of their freezer-food 
customers who were so pleased 

Please turn to page 110) 
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Advantages of the service contract, 
which releases this dealer from re- 
sponsibility for repairs, are ex- 
plained to the prospective buyer by 
Manager Harlan. Few sales are lost 
when the prospect is made to realize 
that the policy was adopted to assure 
customer satisfaction; that the ser- 
vice is handled by a specialized ser- 
vice organization; and that no part 
of the service fee goes to Sterchi’s. 


by Ross L. Holman 


Practical TV service plan 


Operating costs under service contract plan can be excessive 


unless set owners receive adequate instruction in operation 


® IT ISN’T OFTEN that a dealer can 
add $19.50 to the price of a tele- 
vision set and triple sales. But 
that’s what happened when J. B. 
Harlan added almost a score of 
dollars to the price of each video 
instrument he sells from the Ster- 
chi Furniture Store, in Nashville, 
where he is appliance manager. 

But the thing that makes the 
difference is that he now throws in 
$19.50 worth of service contract 
with each sale. 

Despite the fact that many cus- 
tomers try to purchase a set with- 
out the service contract in order to 
save that much money Harlan 
won’t sell one without it. He gets 
away with it graciously, and since 
the buyers seem to like it, that’s 
what counts in customer relations. 
Other dealers over the country have 
different kinds of service contracts 
giving varying degrees of satis- 
faction or dissatisfaction. But the 
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one that Sterchi uses seems to ce- 
ment customer good will. 

Along with the purchase of each 
set the buyer gets a 90-day service 
agreement which covers anything 
that goes wrong during that period. 
If anything does happen, it’s the 
service company’s problem and not 
Sterchi’s. 


New plan was vital 


“Before setting up the present 
arrangement we began doing our 
best to get out of the television 
business altogether,” explained 
Harlan. “Our service agreement at 
the time involved answering each 
trouble call as it came in, replac- 
ing defective parts within the 
guarantee limit, and assessing the 
customer a labor cost equivalent to 
what the mechanic actually cost us. 

“Our average first time buyer 
knew so little about the compli- 


cated mechanism of a television 


set he continually did something to 
it that necessitated frequent calls, 
and the more service calls he had 
to pay for the less he loved us for 
selling him such a ‘rocky’ instru- 
ment.” 

Since Sterchi sells a complete 
line of both furniture and appli- 
ances, many TV buyers were regu- 
lar customers who had been trad- 
ing with the firm for years. And 
occasionally, when one of these reg- 
ulars thought, he had been gypped 
on a video purchase, his dissatis- 
faction spilled all over the neigh- 
borhood and many of his acquaint- 
ances got a lot of information about 
where not to trade. 


Regular customers want TV 


Therefore the firm tried to ease 
out of the television trade entirely. 
3ut so many of the old regulars 
called for the video instruments, 
the company feared it would lose 
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them to competitors. So it devised 
a service contract that now lets an 
independent service company do all 
the worrying when a video custo- 
mer needs a service man. 

Within the years since this happy 
arrangement was effected, Harlan’s 
appliance department has sold ap- 
proximately 300 television sets. In 
quantity of units TV leads all ma- 
jor appliance sales and Harlan now 
sleeps with a less troubled con- 
science. 

The service contract is made 
through a TV distributor which 
gets all the $19.50 charge. Sterchi 
gets no cut on the contract cost it- 
self. 


Mechanic checks installation 

The service company agrees to 
answer within the 90-day limit all 
trouble calls without any charge 
for labor or replacement of factory 
defectives. The service compan) 
sends its own mechanic to see that 
each set is installed correctly and 
he stays with the customer after it 
is set up until he is reasonably 
sure he understands its operation. 
He cautions him about what me- 
chanisms to leave alone. 

This careful preliminary coach- 
ing saves the 


service company 


many future trouble calls and en- 


ables it to make money out of its 
contract. At the end of 90 days the 
customer is usually familiar with 
the instrument but can renew the 
service contract at a given cost if 
he wishes. Under the contract the 
service company’s technicians are 
available on call when the set 
owner has something he 
understand. 


doesn't 


One day a regular lady customer 
who knew the standard retail price 
on the set she wanted to buy went 
into Sterchi’s store and tried to buy 
it without the additional service 
contract. ‘Lady, we value your pat 
ronage too highly to let you pay 
$259 for this set and not get the 
good of it,”” explained Harlan. “Too 
many things can get wrong with it 
for which no one but a trained 
technician can do anything and we 
are too anxious to hold your good 
will to sell you this instrument 
without follow-up service.” 

After showing her that neither 
Sterchi nor any of the employees 
got anything out of the service 
contract itself, he convinced her 
the firm had no motive in charging 
it into the sale cost except her own 
best interest. 


While 


were turned over the past year 


approximately 300 sets 


with the service contract, Harlan 
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Customers appreciate this practical 
IV service plan when they under- 
stand the facts. 


» had sold three without this 
absorbet These three went 
to buyers who claimed to under 
stand video mechanism enough to 
do their own servicing. In that 
case Harlan made it clear that the 
firm would not be responsible for 
anything that happened 


Plan pleases customers 

Harlan feels that a big load has 
been lifted off his shoulders by this 
arrangement in addition to the fact 
that video sets have become one of 
his best volume movers. Since the 
breaking in of so many new video 
buyers is so important, he believes 
a dealer tie-up with a reliable ser- 
vicing firm will do more to sell 
television instruments and hold cus- 
tomer satisfaction than anything 
else. In cities where such a service 
company is not already operating, 
a united dealer effort should have 
no trouble in getting one started 

In addition to accelerated store 
sales, Sterchi’s video sets have also 
been selling better out in the field. 
The firm has one outside salesman, 
Odelle Harris. He sells everything 
in the store’s appliance and home 
furnishing lines. Since adoption of 
the present arrangement, television 
sets have been one of Harris’s best 
sellers in his house-to-house can- 
Vas. 

TV sales up in winter 

Harlan says that fall and winter 
are the best seasons for sales be- 
cause at this time families are in- 
doors more. Periods just preceding 
a World Series baseball yame, a 
hot political campaign, or some 
other notable event are especially 
good times for promotions. That's 
when it is so important to keep a 
set working with as clear an image 
as possible 

Many a new buyer purchases a 
set at the time he does because he 
wants to view some important hap- 
pening that grips his interest. If 
the set goes haywire on him when 
the bases are loaded and the score 
is tied, he is going to think a lot of 
inprintable thoughts about the 
selling dealer whether he is to 
blame or not 











W. E. Kitchen is shown presenting a prospective customer with a free gift. 
Giving smal! gifts to customers who express interest in new ranges has been 
one of the major factors in tripling range sales in his store. 


Range sales tripled 


by Texas store’s promotion 


. by Theron Garvin 


@ MERCHANDISING emphasis on 
electric ranges has tripled sales 
during the past two years at 
Kitchen’s Hardware Store, Neder- 
land, Texas, where W. E. Kitchen 
and his salesmen use many promo- 
tional ideas to attract prospective 
customers. 

‘ Here’s how Mr. Kitchen tripled 
his range sales. 

First, every person who comes to 
the Kitchen store and expresses‘ a 
desire to buy a new range is re- 
warded with a small gift to remind 
him of his visit to the store. These 
gifts usually consist of a canister 
set or a piece of glass kitchenware. 
Mr. Kitchen has found that such 
small gifts before the sale influ- 
ence more prospective customers 
than a large gift of a table radio 


102 


or silverware given after the sale 
is made. 

He came to this conclusion after 
he made a survey of all local stores 
that handled electric ranges and 
found that a large majority offered 
customers a small gift when they 
purchased a range. Therefore, he 
decided his offering the same type 
of promotion would not bring cus- 
tomers to his store. 

“We did not expect anything like 
the response we achieved with our 
new offer,” Mr. Kitchen explains. 
“But, many women have told us 
that the present given them when 
they first visited our store sold them 
on doing business with us.” 

Another good selling idea used by 
the Kitchen store is a free cooking 
school held each year. The store 
works with the local home demon- 
stration agent and the community 
women’s clubs in planning the 
school. Mr. Kitchen moves several 


ranges to a local theatre and a lady 
specialist not only explains the value 
of each unit, but shows how differ- 
ent foods are prepared best for 
cooking. Hot coffee and cookies, 
prepared at the school, are served 
to those attending. To put an ex- 
tra lure into the school, a table 
model radio is given as a door prize. 

These cooking schools have been 
instrumental in closing many range 
sales, and Mr. Kitchen emphasizes 
that the home demonstration agent 
is an invaluable assistant in the suc- 
cess of such a promotional plan. 

Anothe: idea used by the Kitchen 
store is suggesting ranges as Christ- 
mas presents. Along about March or 
April each year, salesmen ask men 
customers of the store if they have 
purchased their wives’ Christmas 
presents yet. The surprised cus- 
tomer replies “no” and reminds the 
sales clerk that Christmas is seven 
or eight months away. This gives 
the clerk a golden opportunity to 
sell the man on giving an electric 
range, pointing out that he can 
start paying for it now and have 
it paid for by Christmas. Many 
sales are made during the spring 
and summer months of Christmas- 
present ranges. 

The firm’s range advertising con- 
sists mainly of one insertion in a 
local newspaper each month, and 
the ads are designed to fit in with 
the new merchandising program. 
Local ads are run at the same time 
similar ads are being carried in 
national publications. The Kitchen 

(Please turn to page 110) 


Electric ranges are the first mer- 
chandise customers see when enter- 
ing the Kitchen store. 
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The Appliance Front 
(Continued from page 88) 


the materials situation. 

All of the 1953 Deepfreeze re- 
frigerators feature storage facili- 
ties in the door, and the new “Ber- 
muda Green” interiors. Two of 
these have been designated as 
“Electromatic” defrost models, 
with automatic defrost, and the 
standard economy model, F-960, 
will continue in the line. 

Rounding out the full Deepfreeze 
appliance line for 1953 are four 
electric ranges. 


Service center 
opened in Miami 


A FACTORY-OPERATED service cen- 
ter for all Westinghouse electric 
home appliances, radio and tele- 
vision sets has opened at N. E. 75th 
Street near Second Avenue, in 
Miami, Florida. The center will 
handle servicing for approximately 
30 Westinghouse dealers in the 
Greater Miami area, which includes 
Dade County and environs. 

The center will provide service 
for all Westinghouse major appli- 
ances, such as ranges, and refrig- 
erators; electric housewares such 
as irons and toasters, fans, vacuum 
cleaners and electric bed coverings; 
television and radio; and Free- 
Westinghouse sewing machines. 
Manager of the new center is Wal- 
ter Robbins, who is also service 
manager for the Westinghouse 
Electric Supply Company in Miam1. 

The new, one-story, modernistic, 
concrete and steel structure utilizes 
more than 5,000 square feet of 
working space in which it will be 
possible to handle the smallest ad- 
justment to appliances and tele- 
vision receivers as well as major 
overhaul operations. 

Television service contracts simi- 
lar to those offered by other manu- 
facturers and a dealer repair ser- 
vice are available. 


Dulane distributors 
get new-type franchise 
DULANE, INC., manufacturers of 
Fryryte and Coffyryte, automatic 
electric deep fryer and automatic 
electric drip coffee maker, has an- 
nounced the formulation of a new- 
type franchise designed to effect 


closer co-operation between manu- 
facturer, distributor and dealer, 
and greater dealer benefits from 
tighter tie-in with national pro- 
motion. 

According to Tom Wall, vice- 
president of Dulane, the new fran- 
chise, built upon a close-knit pro- 
gram of packaged promotions, will 
bring factory and dealer into bet 
ter liaison, with the assistance of 
the valuable functions of represen- 
tatives and distributors. It will 
gear selling to the vagaries of 
model changes, production rate, and 
distribution. 

The new program was designed 
to combat the feeling 
dealers that manufacturers often 
present them with national pro- 
motion programs which will do the 
dealers but little good at their level 
of business. The franchise agree- 
ment provides a dealer with his 
own consumer-level advertising and 
promotion program, designed by 
Dulane’s advertising agency. The 
dealer’s mailings, his displays, his 
local insertions, his special offers, 
etc., are so set out for him that 
with minor adjustments, he is pro- 
vided with a complete store adver- 
tising campaign. 

The plan is now being completed 
for full national release to Dulane 
distributors. 


among 


Hotpoint introduces 
1953 appliances 

HIGHLIGHTING the 1953 Hotpoint 
line of kitchen and laundry appli- 
ances are eight new electric ranges, 
three new food freezers, a portable 
room dehumidifier, three refrigera- 
tor-freezer combinations, and a % 
hp room air conditioner. 

The new range models, headed by 
two deluxe leaders, feature 40 per 
larger 

French-fry 


cent 
matic 


built-in auto- 
kettles, 15 per 
responsive baking and 
key” 
system of pushbutton controls. One 


ovens, 
cent more 
surface units, and a “color 
of the models is a 39-inch “budget” 
range that gives full surface and 
oven cooking capacity at a suggest- 
ed price well under $200. 

New baking capacity of the two 
deluxe models, RD18 and RD19, is 
six pies, six layers of cake, eight 
loaves of bread, or a complete oven 
meal for 20 persons, or a 35-pound 
turkey and several casseroles. Their 
built-in French-fry kettles are con- 
trolled by an automatic thermostat. 
This unit, located in a raisable 
cooker well, plugs into a 230-volt 
outlet on the control panel, insuring 
quick heat recovery and uniform 
cooking results. All types of meats, 
sea foods, poultry, and vegetables 
can be French-fried in the same fat 


Useable oven space in the new Hotpoint pushbutton range totals 4700 cubic. 
inches. The new model also has a built-in automatic deep fat fryer. 
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The new Hotpoint portable dehu- 
midifier is suitable for drying the 
air in any room in the house. 


with no interchange of flavors. 

The food freezers of eight, 15, 
and 23 cubic feet capacity, are de- 
signed to meet frozen food storage 
needs of small and large families. 
Their appearance changes are high- 
lighted by new chrome-plated com- 
bination handle-locks and crowned 
lids with rounded corners for eas- 
ier cleaning. 
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Frozen food storage capacity 
ranges from 280 pounds in the 
EK-8 model to 819 pounds in the 23 
cubic foot model. Freezing capac- 
ity is from 40 pounds every 24 
hours in smaller models to slightly 
over 130 pounds in the largest 
model. 

A convenient compartment for 
freezing fresh foods is provided at 
the right end of all large food 
freezer models, in which the user 
can quickly freeze fresh foods with- 
out disturbing other items stored 
in the unit. 

The new portable room dehumidi- 


fier will extract more than three - 


gallons of water a day from up to 
10,000 cubic feet of room air. 
The plug-in dehumidifier unit re- 
quires no special wiring, plumbing, 
or permanent installation and can 
be used in any room of the house 
to dry air and prevent mold, rust 
and warpage. The entire unit, in- 
cluding a reversible water container 
of 22-pint capacity, is finished in 
gray enamel and is equipped with a 
1% hp motor that operated an air 
circulation fan and _ refrigeration 
system charged with Freon 12. The 


unit operates on the same principle 
as that of a room air conditioner. 

Hotpoint’s new combination re- 
frigerator - freezers are equipped 
with a new automatic defrost and 
water disposal system that prevents 
frost buildup and maintains correct 
food storage temperatures and hu- 
midities under all types of oper- 
ating conditions without expensive 
heaters, buttons, or switches. 

The new room air conditioner is 
equipped with Hotpoint’s perma- 
nent air filter that can be cleaned 
and used again. 


Charlotte distributor 
to handle Admiral 

MAJOR APPLIANCE Distributors, 
Inc., of 1213 Moreland St., Char- 
lotte, N. C., has been appointed 
Admiral distributor for the Char- 
lotte market, according to an an- 
nouncement by W. C. Johnson, vice- 
president in charge of sales of the 
Admiral Corp. 

The new distributing firm is 
headed by A. D. Sickles, president; 
C. M. Lowe, vice-president; J. O. 
Stover, television sales manager; 
and O. M. Schuster, assistant man- 
ager of appliances. Harry Lever is 
the Admiral regional manager for 
the Charlotte territory. 


MeMasters Co. will 
represent Raytheon 

THE H. E. MCMASTERS Company 
has been named Raytheon tele- 
vision and radio distributor in the 
El Paso, Texas, territory, accord- 
ing to a recent announcement by 
William J. Helt, general sales man- 
ager of Raytheon Television and 
Radio Corp. 

The new distributor will repre- 
sent Raytheon’s line of VHF and 
UHF television and radio receivers. 


Braid Electrie Co. 
adds Bendix line 

C. R. GREENLEAF, manager of the 
Merchandise Division of the Braid 
Electric Co., of Nashville, Tenn., 
announces that his company has 
been appointed distributor for the 
complete line of Bendix home appli- 
ances for Middle Tennessee 
Southern Kentucky. 


and 
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Friedrich room cooler 


FRIEDRICH REFRIGERATORS, INC., of 
San Antonio, has introduced to the 
room air conditioner market their new 
%-ton window unit. 

Powered by the Friedrich patented 
FloatingAir system of refrigeration, 
a special feature of the new unit is 
the fully adjustable AirFlow Control. 


Its 24 vertical louvers and three hori- 
zontal louvers make possible selective 
distribution of the refrigerated air to 
suit individual preference, and more 
efficient air direction in various shaped 
rooms. The unit carries a five-year 
warranty on the sealed mechanism. 


* 
1953 Allied catalog 


THE 1953 CATALOG of Allied Radio 
Corp., 833 W. Jackson Blvd., Chicago 
7, Ill., has been released. Reflecting 
the growth of the industry, it con- 
tains 236 pages listing 18,000 items. 

. Special emphasis has been placed 
on equipment for industrial mainte- 
nance, research, and production re- 
quirements. A _ rotogravure section 
lists material used in publie address 
systems, and there is a complete sec- 
tion on recording equipment and ac- 
cessories. Another portion of the book 
lists a variety of kits, manuals, and 
diagrams for radio builders, and a 
listing of leading publications cover- 
ing the theoretical and practical as- 
pects of radio, electronics, and elec- 
tricity. 

Listing many other items of equip- 
ment and accessories, the new buying 
guide may be obtained without charge 
upon request. 


Rotary action shaver 


A NEWLY-DESIGNED, rotary action, 
brush-type motor, ac/de_ electric 
shaver with twelve self-sharpening 
cutters is being introduced nationally 


by North American Philips Company, 
Inc., 100 E. 42nd Street, New York 
17, B. Y. 

Known as the Norelco Double- 
Header, it is made in Holland by 
Philips Industries, and packed in a 
genuine leather travel case. 

Two circular shaving heads are 
mounted in a compact, light weight 
plastic case which fits the palm for 
natural shaving. The heads, which 


lie flat against the face for shaving 
efficiency, have 120 angulated slots 
each pierced by two circular openings. 
These are designed to catch every 
whisker regardless of growth direc- 
tion 

* 


Bilt-in cooking top 


A COOKING TOP and a built-in warm- 
ing drawer are the latest additions to 
the Thermador line of Bilt-in ranges. 
These units, along with a number of 
design improvements in the oven and 
cooking top, continue the trend started 


by Thermador Electrical Manufactur- 
ing Co., 5119 S. Riverside Drive, Los 
Angeles, Calif., when they first pro- 
duced the Bilt-in range over ten years 
ago. 

The new cooking top incorporates a 
“middle griddle” combined with four 
quick-heating elements, along with 
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the completely separate Bilt-in oven. 
The griddle for the new cooking top 
is made of fine grained aluminum with 
a stainless steel frame, heavily ribbed 
on the underside for even heat distri- 
bution. It has a five-heat reciprocat- 
ing switch for complete temperature 
control and is provided with a stain- 
less steel cover and spatter shield. 
The cooking top features four Thermo- 
Kleen surface units individually con- 
trolled by five heat reciprocal switches. 

The warming drawer provides a 
means for keeping breads and other 
foods warm or for heating dishes. A 
thermostatic control allows warming 
of fine china without danger of crack- 
ing and provides accurate control for 
keeping things at just the right tem- 
perature while the balance of a meal 
is being prepared. 

The drawer is mounted on roller 
bearings and the interior is finished in 
bronze baked enamel. A _ neon indi- 
cator light glows when the unit is on. 


at 
Automatic ironer 


BENDIX HOME APPLIANCES has re- 
sumed the manufacture of ironers and 
a new automatic one has been intro- 
duced as part of the 15th dnniversary 
Bendix line. 

The retractable shoe and the three 
open ends of the roll are two features 
of the ironer designed to offer greater 
flexibility of use. Another feature is 


the concentration of controls in one 
dial. The unit has adjustable height 
control and equalized ironing pressure. 

A new and different sales approach 
will be outlined to distributors and 
dealers in connection with the ironer 
introduction. 


* 
New feod freezers 


ENGINEERING advancements incor- 
porated into two distinctively new 
Frigidaire food freezers are designed 
not only to provide lower tempera- 
tures and more convenient frozen food 
storage facilities for the home, but to 
afford a major reduction in daily op- 
erating costs, according to the Frigi- 
daire Division of General Motors, 
Dayton 1, Ohio. 

The new freezers are being pro- 
duced in 9.2 cubic feet and 13.2 cubic 
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feet sizes. They reflect smart new 
streamlined styling. New flat-top con- 
struction provides extra work surface. 
Both models are counter high. 

An outstanding feature of the new 
food freezer top is the extra-thick 


sealed insulation. Packed with five 
inches of fibrous glass, the new top is 
described as being extremely effective 
in keeping heat, air, and moisture out, 
and retaining zero cold temperatures 
throughout the interior. New design 
and construction eliminates the need 
for current-consuming, built-in elec- 
tric heaters or other such devices to 
keep it dry. The top is also counter- 
balanced. 

Roomy storage compartments have 
been provided to afford easy accessi- 
bility to the 462 pounds of food which 
the larger model will hold and the 
322 pounds which may be stored in 
the smaller model. 


Admiral Flash defrosting 


A SEVEN-CUBIC FOOT Flash auto- 
matic defrosting refrigerator, includ- 
ing full color, door shelves, full width 
freezer chest and butter keeper, high- 
lights the 11 new 1953 refrigerators 
introduced recently by Admiral Corp., 
3800 Cortland Street, Chicago, III. 

This automatic defrosting model 
melts the frost accumulation in the 
freezer chest in approximately seven 
minutes, at the touch of a button, ac- 
cording to the manufacturer. 

The new Admiral line includes two 
no-defrosting Dual-Temps, one deluxe 
automatic defrosting, and three Flash 
automatic defrosting models in seven, 
nine, and 11 cubic foot sizes. Rollout 
shelves for greater ease of accessibil- 
ity, door shelves that can be removed 
for cleaning, and the extension of eye- 
appealing Glacier Blue interiors to 
six models also are featured. 

All the new models, except a stand- 
ard seven cubic foot builder’s model 
which has a “U” type freezer, are 
equipped with full width freezers. Five 
models have adjustable butter condi- 
tioners. 

Rollout shelves in some of the mod- 
els. permit lifting out food from the 
back of the shelf without removing 
articles from the front of the shelf. A 
new flexible shelf arrangement on the 


11-foot model permits the storage 
additional tall bottles when needed. 


Table radio combination 


INTRODUCTION OF a new table model 
combination short wave and standard 
broadcast radio was announced re- 
cently by Arvin Industries, Columbus, 
Ind. 

Called the 655 SWT, the new model 
is a refinement of the popular ac-de 
5-tube superheterodyne chassis. A 
pre-assembled band switch unit as- 
sures precision results in radio fre- 


quency circuits. The set is designed 
to retail for $39.95. 

Styling of the cabinet is long, low, 
and sleek. It is molded from phenol- 
formaldehyde plastic and is finished 
in a new shade of metallic gray. 


Low-priced broilers 


MANDAY MF6s., an affiliate of Mar- 
lun Mfg. Co., 39 East 21st St., New 
York, N. Y., manufacturers of Ritz 
Black Angus broilers and rotisseries, 
have announced their new low-priced 
models called the Black Angus Cham- 
pion. The new line will contain both 
a broiler and a combination broiler 
and rotisserie. 

The broiler will have such features 
as a chrome reflector heating element, 
sanitary drip pan, full size wire rack, 
Bakelite flip-flop handle, triple chrome 
plating and black, molded Bakelite 


trim. The broiling area is 13% 
inches by 10 inches by eight inches. 
The combination broiler and rotis- 
serie will have the same features as 
the broiler plus an automatic spit. 
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Hassock circulator 
THE 1953 Kisco Circulair, manu- : . : E nt 
factured by Kisco Co., Inc., 2400 De- ; Sf : WN 
Kalb St., St. Louis, Mo., has been re- . Snectaios 
styled with aero-dynamic louvers 
which afford safety and direct and ETE | LINE { Wind 
unrestricted air stream. 0 nd OW he 
Another new model, Kisco’s Regal- 


ememmmmemmmmmmn s(t sensctional New LOW PRICs 


ANN 


20” CABINET MODEL WINDOW FAN... CR-20 


Sleek cabinet design means sales to decora- 
tion-wise homemakers and... it's priced 
with an eye to their budget. Powerful, 
2 speed motor exhausts up to 3500 CFM.. 
cools 2 or 3 average rooms in minutes. Easily 
installed in windows up to 44”, 


NEW 20” BUDGET PRICED WINDOW FAN... LC-20 


Specially priced to the volume fan market, 
without sacrifice of power and efficiency. 
Dependable 2 speed motor and full 20” 
clover-leaf blades move up to 3500 CFM. 
speed, heavy-duty motor operating at Expandable metal sides fit any standard 
1500 rpm, and 900 rpm, recirculat- window. 

ing 2800 cfm and 1400 cfm, respec- 


tively. This all-steel hassock air cir- Rien 
culator is 14 inches high and 15% New, Exclusive NO DRAFT reversible Fan by Jnlernalional 
inches in diameter. SAINT LBOUIS 


NOW... A 20” NO DRAFT REVERSIGLE FAN ... RS-20 


International's exclusive new swing-around 
New air conditioner models construction permits use as an intake fan 


Two NEW MODELS have been added without annoying direct drafts. Air stream 
to its room air conditioner line by the can be directed in more healthful, more 
Frigidaire Divison of General Motors efficient, circular stream. The NO DRAFT fan 
Corporation. pivots easily to any position desired, without 

With the addition of these new removing fan unit or screen. Full power 2 

units, the line now includes models of speed fan. 
1/3, %, % and 1 horsepower sizes. To 
the buyer this represents a complete 
choice of models to meet every air con- 
ditioning requirement. The units have 
been named according to their horse- 
power rating, and will be known as 
the “Super-33,” “Super-50,” “Twin- 
75,” and “Twin-100.” 

They are similar in outward ap- 
pearance and design to the present 
models, and controls are located on 
the tops of the units. They are pow- 
ered by the same Meter-Miser com- 
pressor used in Frigidaire household 


refrigerators. . DOUBLE 12” NO DRAFT REVERSIBLE CASEMENT WINDOW FAN . .. DL? 


For the great and growing casement window market, 
Universal display signs the new NO DRAFT fan is available in a handsome, 
TWO NEWLY-DESIGNED outdoor point- easy to install, cabinet model. Two complete 12” 
of-purchase display signs have been 3 speed fans in a safe, attractive movnting. 
made available to all franchised dis- 
tributors and dealers of Universal 
Major Electric Appliances, Inc., of Gnter 
Lima, Ohio, according to Morton L. i. 
Clark, president of the company. 
The larger sign, 26 feet high with 
an arrow from top to bottom in travel- Southern Sales Representatives WASHINGTON 20, DB. C. 
ing lights, features the name “Uni- ATLANTA 3, GA. she. Jack Reynolds, Bex 6966 
versal” vertically in large neon let- Mr. A. H. Patton, 709 Walton Bidg. HOUSTON, TEX. 
ters. “U for Universal” slogan is the NORFOLK, VA, Mr. S. R. Perkins, 1803 Cleburne 
feature of the smaller hanging sign. Mr. Bill Webster, Webster Corporation, BLOOMINGTON, IND. 


Dealer panels may be added to either 2300 Colley Ave. Mr. Alan Dunlap, 709 Atwater Ave, 
ss , PITTSBURGH 22, PA 
sign. Mr. H. M. Mason, 207 Investment Bidg. 
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Harry J. Holbrook has resigned as 
director of the consumer durable 
goods division of the National Pro- 
duction Authority to accept the posi- 
tion of vice-president in charge of 
marketing of Universal Major Elec- 
tric Appliances, Inc., Morton L. Clark, 
Universal president has announced. 

Simultaneously, Mr. Holbrook will 
resign from the Norge division of the 
Borg-Warner Corp., from which he 
has been on leave to NPA and with 
which he has been affiliated since 
January, 1937, except for government 
service during World War II and the 
present emergency. 

In his new post, Mr. Holbrook will 
be in charge of all marketing and 


Harry J. Holbrook 


servicing activities, including service 
training. He also will share responsi- 
bility for new product development 
with R. H. Money, vice-president in 
charge of engineering. 


Streamlining of Bendix Home Ap- 
pliances’ advertising and merchandis- 
ing departments for the company’s 
1953 expansion into the kitchen ap- 
pliance field has brought about several 
appointments announced recently by 
Parker H. Ericksen, director of sales 
for the Bendix Division of the Avco 
Manufacturing Corp. 

Mr. Ericksen announced consolida- 
tion of the two departments and the 
appointment of William A. Mac- 
Donough, former national merchan- 
dising manager, as director of mer- 
chandising and advertising. 

At the same time, he announced the 
appeintment of Edward C. Herbert 
as advertising manager, and Wilbur 
C. Jones as merchandising manager. 
Raymond E. Miller will be kitchen ap- 
pliance sales promotion manager, and 
Jack Sullivan, laundry appliance sales 
promotion manager. 

Other appointments of the company 
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FACES 


include: R. F. Lowry as sales promo- 
tion co-ordinator; R. J. McHale as 
production manager; Douglas  V. 
Traver as assistant to Mr. Miller, 
and John Kerner as assistant to Mr. 
McHale. 

Mr. Herbert’s background in ap- 
pliances includes extensive agency 
experience following terms as adver- 
tising manager for Victor Adding 
Machine Co., business consultant with 
Booze, Allen, and Hamilton, as well 
as many years with Kelvinator. 

Mr. MacDonough has been with 
Bendix since 1950, and Mr. Jones, 
who previously was sales promotion 
manager, joined the firm in 1938 as 
assistant advertising manager. 

Mr. Sullivan recently came _ to 
Bendix from Zenith Radio Corp., and 
Mr. Miller has been dryer sales pro- 
motion manager for more than a year. 


The appointment of F. P. Williams 
as zone manager for television and 
radio in the Kansas City zone for the 
Crosley Division of Avco Manufactur- 
ing Corporation was announced today 
by E. W. Gaughan, Crosley general 
sales manager for electronics products. 

Mr. Williams has been with 
Crosley for the past three years as 
sales promotion manager and later 
appliance zone manager on the west 
coast with headquarters in San Fran- 
cisco. He succeeds John Caviezel who 
has been given special assignments 


F. P. Williams 
for development of new television 
markets with Crosley. 

Mr. Williams’ appointment is effec- 
tive immediately and he will report 
directly to D. F. Miersch, western divi- 
sional electronics sales manager of 
Crosley. 

€ 


C. R. (Bob) Greenleaf, manager of 
the Merchandise Division of Braid 
Electric Co., Nashville, Tenn., has 


been elected vice-president and made 
a director of the Board of the com- 
pany. 

Mr. Greenleaf has been with the 
company since April, 1951, and pre- 
vious to that time had many years 
experience in the appliance field, both 
with the factory and the distributor. 


G. W. Orr, connected with the elec- 
tric housewares field for the past 18 
years, has been named sales manager 
of the John Oster Manufacturing Co., 
of Racine, Wis., according to an an- 


G. W. Orr 


nouncement by John Oster, Jr., execu- 
tive vice-president of the firm. 

Mr. Orr, prior to his new appoint- 
ment, was general sales manager of 
the Chicago Electric Manufacturing 
Company. He is also chairman of 
the sales promotion committee of the 
Electric Housewares Section of the 
National Electrical Manufacturers 
Association. 

* 


Parker H. Ericksen, director of 
sales for Bendix, a division of Avco 
Manufacturing Corp., has announced 
that Gerald L. Hartman will be sales 
manager of the kitchen appliance line 
which Bendix Home Appliances will 
market for the first time in 1953. 
His position will correspond with that 
of Harold P. Bull, laundry equipment 
sales manager. 

The range and freezer divisions 
will be headed by John K. Russell, 
Jr., and James W. Riley, respectively. 

Mr. Hartman has been with Bendix 
for several months as manager of 
marketing. Mr. Russell has been as- 
sistant manager of marketing, and 
Mr. Riley has served as product sales 
co-ordinator for the company. 


Appointment of Neil J. Collins as 
Kelvinator’s commercial products rep- 
resentative for the Southeastern U. S. 
has been announced by H. C. Patter- 
son, commercial sales manager. 

Mr. Collins, who has been commer- 
cial and parts sales manager for 
Kelvinator’s Minneapolis zone office 
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Since 1945, will operate out of factory 
headquarters in Detroit in his new 
assignment. He is a veteran of nearly 
30 years in the refrigeration business, 
and for three wartime years served 
with the U. S. Army Ordnance De- 
partment. 








J. H. Ashbaugh, vice-president in 
charge of the Westinghouse Electric 
Appliance Division, today announced 
the reorganization of his staff to 
better integrate consumer products 
sales activities of the Division’s plant 
here and in East Springfield, Massa- 
chusetts. 

W. B. Creech, formerly assistant 
sales manager at the Mansfield plant, 
is named manager of marketing and 
P. Y. Danley, formerly assistant sales 
manager at the East Springfield plant, 
is now manager of the Springfield 
products. Both men will report di- 
rectly to Ashbaugh as will R. J. Sar- 
gent, manager of major appliances 


ne GET IN NOW! GET IN RIGHT! 


Other members of the vice-presi- 


dent’s staff now include: Reese Mills, P * 

assistant general manager of the with 

Division; C. L. VanDerau, general 

works manager; E. K. Clark, manager 

of engineering at Mansfield; and C. B. ROO Aa A | f C0 x D | T | 0 5 E R $ 
Dick, works manager, and Milton 
Kalischer, manager of engineering at , ; Sie? S , 
East Springfield. Yes, room air conditioning is your golden opportunity—but you 





« must get started right—sell aggressively—and enthusiastically— right now, 
: before the peak of national acceptance is reached! There’s no better 

James L. Townsend, of Coral Gables, ; . 
Florida, has been named manager of advertisement—no surer way to bigger sales than through satisfied 
advertising and sales promotion of the customers. And there’s no better way to satisfy your room air con- 

General Electric Company’s South- wes . . 

ete ar Apparatus cg ine ame ditioner customer than to give him exactly the right unit for the 
nounced recently by C. L. Redd, dis- cooling he requires. With Remington there’s no money wasted on 
trict manager. Mr. Townsend will 
make his headquarters in Atlanta, Ga. : , 
Mr. Townsend joined GE in 1925, Only Remington enables you to cover the entire market! Only 
and since that time has held various 
jobs with the company. His most re- , ; . ‘ ; 
cent position was as Florida repre- selection of voltages, AC or DC—air cooled or water cooled models 
sentative of the GE Agency and Dis- —13 h.p. to 1% h.p.—the industry’s most complete line. All are 
tributor Division, working out of 


units too small to do the job or too large to operate economically. 


Remington gives you consoles as well as window units—in a wide 


unsurpassed in cooling capacity and efficiency! 

But satisfied customers, alone, are not enough. Remington also 
wants satisfied dealers. That means dealers who are making a profit— 
who are partners in a good dealer-manufacturer relationship. To that 
end, Remington offers a really unique dealer franchise. It’s something 


you can’t afford to miss. Clip and mail the coupon for details. 


ant a 
SPECIALISTS IN AIR CONDITIONING 


AIR CONDITIONING 





Tell me about the Remington Franchise. 

REMINGTON 
eg ig ee AIR CONDITIONING | Ne™e 
DIVISION Company 
Miami and Jacksonville, the  posi- 95-2 Willey St. 
tion which he held at the time of Auburn, N. Y. 
his new appointment. City Zone State 

The Southeastern Apparatus Dis- 


Address 
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trict includes all of the states of South 
Carolina, Georgia, Florida, and Ala- 
bama; major portions of North Caro- 
lina, Tennessee, Mississippi, and Lou- 
isiana; and a small portion of Vir- 
ginia. 

* 

Three important appointments in 
the sales staff of the General Elec- 
tric Company’s Small Appliance Divi- 
sion have been announced by R. E. 
Boian, division marketing manager. 

D. H. Edwards, formerly North Cen- 
tral district manager for GE small 
appliances, has been appointed to divi- 
sion headquarters in Bridgeport where 
he will serve as a special sales repre- 
- sentative. 

Succeeding Mr. Edwards as North 

Central district manager is E. T. Car- 
vill, previously district manager for 
the Southeast. His new headquarters 
will be in the GE offices at 11-102 
Merchandise Mart, Chicago. 
__ W. J. Pfeif replaces Mr. Carvill as 
Southeastern district manager. Mr. 
Pfeif had been manager of the GE 
Fair Trade Section, and his successor 
has not been named. His new address 
is 608 Red Rock Building, Atlanta. 


Range sales tripled 
(Continued from page 102) 


firm exhibits a complete display of 
ranges at the county fair and there 
is always someone on hand to dem- 
onstrate them to prospective cus- 
tomers. They find this promotion 
pays well, too. 

“We make it a point to never try 
and rush prospective customers 
when they are thinking about buy- 
ing a new range,” Mr. Kitchen said. 
“We carefully explain every part 
and feature of the range, then sug- 
gest we go have a cup of coffee or 
something to eat, if it is near meal- 
time. This helps them relax and 
think better. If they decide to look 
around more, the cup of coffee and 


the free gift usually bring them 
back.” 


Food club plan 
(Continued from page 99) 


with the Metropolitan Food Club 
plan that they granted permission 
to use their names in a double- 
page advertisement in the local 
Alexandria Gazette. Some 50,000 
reproductions of this ad were put 
out in tabloid size and distributed 
from door to door throughout this 
area. 

Sales features that are empha- 
sized in selling freezers, Conklin 
underscored, were that food sav- 
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ings actually pay the cost of the 
freezer; time savings in shopping; 
the elimination of impulse buying 
by reducing visits to the grocery 
store; and further time savings in 
food preparation and money sav- 
ings in lower food bills also 
pay off. 

“Any dealer interested in adopt- 
ing the freezer-food plan must be 
absolutely honest and responsible 
in carrying it out or the plan will 
fail,’ warned Conklin, who inti- 
mated that thorough understand- 
ing by the customer as to precisely 
what she was getting in food was 
the first step. 

Second, it is important to check 
constantly with customers on the 
quality, weight, and condition of 
food received from the distributor. 
Third, a dealer should be respon- 
sible for making good every legiti- 
mate complaint on food. Fourth, a 
dealer should be ready and willing 
to meet any emergency even in the 
middle of the night. 

Conklin cited concrete examples 
of what he meant from a check-up 
he made with 69 customers. Nine 
out of ten were wholeheartedly in 
support of the Metropolitan Food 
Club plan and pointed out advan- 
tages he had not even thought of. 
However, five listed complaints 
with him. In one case a piece of 
steak was tough and too fat. The 
steak was replaced. In another in- 
stance four lbs. of bacon appeared 
inedible and were replaced; in an- 
other, ten lbs. of ground beef were 
spoiled and had to be replaced. 
Where customers wish to be re- 
imbursed with cash on food fail- 
ures, a dealer must comply. 

In a recent hurricane that hit 
this northern Virginia area, the 
power was off for ten hours. Shep- 
pard and Conklin got hold of 100 
Ibs. of dry ice, and in the middle 
of the night went to the rescue 
of food supplies threatened with 
spoiling. 

Any failure of the freezer is ser- 
viced by the wholesaler. 

The big boom in freezer buying 
that Sheppard and Conklin precipi- 
tated around Alexandria necessi- 
tated an increase in sales floor 
space to 4,000 square feet, a staff 
of eight outside salesmen, five in- 
side sales and office people, and 
four in the service department. 


“I do not doubt that we would 
easily have tripled or quadrupled 
present sales if our freezer-food 
plan had not been so bitterly 
fought in the press by the grocery 
chains,” added Conklin, pointing 
out misrepresentations of fact and 
the damaging effect on sales. 

“But al] approaches of coopera- 
tion with the food chains were re- 
jected. We had no intention of 
competing with them. All attempts 
to clarify the issue in the public 
press through advertising were re- 
jected. We stand 100 per cent back 
of the soundness of the plan in 
fulfilling all conditions. Our tre- 
mendously satisfied customers are 
our best proof.” 

Despite the hostility of the gro- 
cery chains Sheppard and Conk- 
lin advise their food plan custom- 
ers to take advantage of loss leader 
sales by grocery chains for, as 
they point out, they cannot get 
them sirloin steak at 89¢ a Ib. 


Co-op promotions 
(Continued from page 97) 


second promotion. 

W. E. Speer, manager of the Tri- 
State Co-operative, says that the 
campaign was highly successful. 
He gives much of the credit to the 
dealers, and to the two-year-old 
dealer organization, the Copper 
Basin Electric League. 

Down in Alabama, the Cullman 
Electric Co-operative had decided 
to push range sales. 

In a six-weeks campaign, six- 
teen co-operating dealers sold: 207 
ranges, and the unofficial report is 
that almost the same number of 
refrigerators were sold in that 
period. The co-op serves some 10,- 
000 consumers. 

How did the Cullman campaign 
work? During the six-week period, 
the electric co-operative paid co- 
operating dealers for the follow- 
ing materials used in range in- 
stallations: all #6 three-wire cable, 
switch box (fuse panel or circuit 
breaker), and the range recep- 
tacle. 

The dealers paid for the news- 
paper advertising, and all other 
advertising done, and agreed to 
perform the labor on range instal- 
lations at no charge to the custo- 
mer. Co-ordinator for the program 
was W. D. Webb, electrification 
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advisor for the Cullman Co-opera- 
tive. 

Webb is convinced that the same 
formula — co-operation between 
power system and the dealers, with 
each helping out the other—is the 
way to go about promoting the 
sale of electric appliances. 

Results of these two campaigns 
certainly indicate that the formula 
can produce real benefits for all 
concerned. 


Records sell appliances 
(Continued from page 94) 


“I distinctly remember one old 
man, somewhat unkempt in ap- 
pearance, who selected a radio 
and prepared to give me a check. 
I offered my fountain pen, but he 
declined, producing a stub of a 
pencil with which, he said, he 
must affix his signature, or the 
bank wouldn’t cash the check. 
After he left I called the bank 
and was told this individual’s 
check, signed with that stub, was 
good for my store and all in it.” 

Records draw their avid fans 
without advertising, Hoskins finds. 
He anticipates storewide 
volume for the year, appropriates 
three per cent for advertising, but 
last year exceeded his appropria- 
tion and spent $7,400. However, 
he seldom mentions records in ad- 
vertising, and only when a surplus 
has accumulated. Then records 
are put on sale at four for a dollar. 

With television not yet avail- 
able in Odessa, the Victory Home 
Equipment Company specializes 
in fine radios and the radio volume 
amounts to 50 per cent of total 
annual sales. Therefore, advertis- 
ing is applied 60 per cent to radio 
and 40 per cent to appliances. 

The $7,400 Hoskins spent for 
advertising last year was in addi- 
tion to co-operative promotion 
projects with factories. It was 
exclusive, too, of the plugs he gets 
from a radio station to which he 
supplies records for disc pro- 
grams. 


sales 


Incentives for personnel 

Hoskins is a firm believer in 
incentive remuneration for mini- 
mizing personnel turnover. He 
pays his service shop superin- 
tendent a salary of $100 a week, 
plus five per cent of the service 


income of the company. 

All other employees, except the 
bookkeeper, are paid on an incen- 
tive basis. Appliance and radio 
salesmen draw plus a 
commission that goes as high as 
five per cent. For them there is 
cent on the first $2,500 
in sales per month, five per cent 
on $5,000 and over. Still addi- 
tional is one per cent of total sales 
at the end of each six months. 

One young lady has made a 
specialty of the record depart- 
ment, knows hundreds of custom- 
ers and is an asset to the business 
since she runs the department 
that draws traffic that buys appli- 
ances and radios. Her income in- 
volves a per cent of the increase 
in sales each month over the cor- 
responding month last year; and 
ten per cent of the total sales of 
accessories—needles and related 
items that record customers nor- 
mally buy. 

“The young lady is justly proud 
of the record department and so 
am I,” commented Hoskins. “With- 


salaries, 


a two per 


out it, we couldn’t possibly do the 
volume we show in appliances and 
which I might add, we do 
outside 


radios, 
with a minimum of 
effort. 

“There hasn't much 
cess attendant upon my efforts to 
sales force here. 


sales 


been suc- 
build an outside 
You might say that as far as ap- 
pliance and radios are concerned, 
that record department does most 
of the selling by getting people 
into the store.” 


Let George do it 
(Continued from page 91) 


turned thumbs down on newspaper 
advertising as a year-round pro- 
gram. 

“Then we took a look at radio 
and TV and came up with pretty 
much the same answers. Radio 
spot commercials—singing com- 
mercials plugging the ‘Let George 
Do It’ theme—are the only thing 
we’re doing in those fields at 
present. 

“Time Mr. Glind- 


after time,” 








BLOWER FOR POWER 
FAN FOR VOLUME 
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PRYNE AND COMPANY, Box S-13, 
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meyer continues, “we came back 
te direct mail advertising as the 
most logical answer to our prob- 
lems. 

“It offered us an opportunity to 
plug both the plumbing and appli- 
ance sections of our business in 
the same piece of advertising. 
More important, it gave us the 
chance to place nearly all the em- 
phasis on qualified and constant 
service rather than brand names.’ 

With the help of New Orleans 
Public Service, Inc., the firm built 
up a mailing list of about 5,009 
electricity and gas users in their 
immediate area. Then the direct 
mail advertising program, aimed 
at this “neighborhood group,” was 
mapped. 

“Direct mail takes quite a bit of 
time to prepare if you’re going to 
do the job right,’”’ Mr. Glindmeyer 
points out. 

“And it’s also pretty expensive 
to keep a mailing list active. But 
the results are well worth the cost. 

“It costs us a total of about 
$1,500 to send out four direct mail- 


ings in the past 12 months. But 
you'd be surprised at what hap- 
pens. 

“People are always coming into 
the store and remarking that they 
got a letter from us ‘just last week’ 
when we know we haven’t sent out 
any direct mail advertising for 
two months. 

“It works this way: Mama gets 
our advertisement from the mail- 
man, reads it, and then puts it 
down somewhere in the house. 
Later the kids run across it and 
get a laugh out of the cartoons. 
They put it down in some corner 
and Papa finally finds it and gets 
around to reading it. 

“When Papa finishes looking it 
over, he also leaves it lying around 
somewhere, thinking that Mama or 
the kids may be saving it. As a 
result of all this, the advertising 
piece kicks around each house in- 
definitely—probably until the next 
one arrives. This gives people the 
idea they’re getting ‘a letter from 
George’ every week or so instead 
of every three months.” 


Each piece of direct mail tells 
all about George’s services, pound- 
ing home the name “George” and 
the phrase “Let George Do It.” 
Appliance products are mentioned 
as a group, and then only in pass- 
ing. 

A recent mailing piece led the 
reader to the main page by means 
of several clever cartoons. Inside 
the green and white folder, the 
main page was headlined: 

“Plumbing and Appliances Go 
Hand in Hand.” This was also 
illustrated with a clever little car- 
toon. The type below read: 

“You trust your health to a doc- 
tor, your legal difficulties to a 
lawyer, your building to an archi- 
tect ... isn’t it feasible, then, that 
you trust your appliances to a 
plumber —the man who knows 
what makes them tick? 

“This trust goes beyond repairs 
only ... it should just as well be 
a part of your original selection, 
your original purchase, because 
with his ‘know-how’ and experi- 
ence, a plumber can offer you: 





Another State Stove Exclusive! 


TWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 
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heater you can sell .. 


When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater . . 
add the exceptional 2-year 


. When you 


guarantee on elements and 
thermostats... When you bring 
out the eleven other features 
that make State the fastest 


and most profitable water 


. Mister, when you can offer all 


that, you've sold another water heater. 


For the full story of State’s twelve 
points for profits and a complete 
catalog, write or wire — 


STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 
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“BIG JACK” 


THE WORLD'S MOST 
POWERFUL ALL CHAN- 
NEL 2-13 ANTENNA. The 
“Big Jack" was designed to 
perform in the deep fringe 
area and is finding its home 
on roof tops where station 


cut Yagis previously had to be used. 


Only one lead-in wire is required and no 


complicated 
are needed. 


switching arrangements 


BJ-2 








Box 586 


* Oak dowel pins and crimp- 
ed ends relieve metal fa- 
tigue due to vibration. 


* Partially assembled for 
easy installation. 


* Cast aluminum Mast 
Clamp. 


* Aluminum Cross Arm. 


% UHF attachment available 
for all channel reception 
on channels 2 to 83. 


| KAY-TOWNES ANTENNA CO. 


Rome 1, Ga. 





“(1) A selection of appliances 
which he knows to be superior as 
to quality, dependability, and per- 
formance; 

“(2) The ‘follow-up’ to see that 
your installation is correct and 
that your appliance functions 
properly as you use it. 

“All this is what you get when 
you ‘Let George Do It.’” 

‘An approach very similar to this 
is used in all direct mailing sent 
out by the store. 

George Lambert notes that four 
years ago he was “running what 
could be called a back yard plumb- 
ing shop.” Business shot up 50 per 
cent the first year in the new loca- 
tion and has been increasing at a 


steady 15 per cent a year clip ever’ 


since, he reveals. 

“At the moment we’re thinking 
of expanding our mailing list from 
5,000 to 10,000 names,” he adds. 
“If we do, we won’t expect any 
immediate results. 

“Direct mail advertising is in- 
stitutional advertising rather than 
a series of hot specials. For that 
reason, it takes a little time to pro- 
duce results. But the results are 
permanent rather than temporary 
—that’s the important thing.” 

Since service is the keynote at 
George’s, the two managers have 
one strong gripe. It concerns 
agreements surrounding the ser- 
vicing of some major appliances. 

“I think it’s a sad situation,” 


Mr. Glindmeyer declares, “when 
manufacturers won't let you ser- 
vice their product. Service is what 
customers remember. The thing 
they’re interested in is how fast 
you can fix something when it 
breaks down. 

“They'll forget easy payments, 
perfect every- 
thing else when an appliance goes 
haywire. The only thing they want 
at that moment is for you to come 
and fix it. 

“If they call and you're forced 
to tell them you can’t fix the appli- 
ance, you’ve probably lost a good 
customer. 


installations and 


“On the plumbing end we've al- 
done our own servicing. 
We've lagged on appliances but 
we’re catching up fast. 

“This is one of our major proj- 
ects because I don’t believe that 
in the city of New Orleans there 


ways 


is-a dealer who is in a positior 
within his own organization to 
sell, install, service, and guaran- 
tee products such as automatic 
washers, clothes dryers and dish- 
washers.” 

Despite this gripe, George’s is 
doing plenty of business. And 
much of the business is a result 
of the little “extras” provided. 

For example, smack in the mid- 
dle of their crowded display room 
is a large breakfast table and four 
chairs. The table is always well 
stocked with the latest folders and 
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pamphlets on all type appliances. 

“The table gives folks a chance 
to sit down and fee] at home while 
talking business,’ Mr. Glindmeyer 
explains. “Though our space is 
limited, we feel the portion the 
table occupies more than pays its 
own Way.” 

A little boy suddenly began to 
cry in the rear of the store. As his 
parents tried to shush him, George 
and Henry rushed to the rescue, 
whipping out one of the little red 
and white beanies constituting 
their latest “extra.” 

The child’s eyes lit up as he 
spotted the colorful topper. A sec- 
ond later he was laughing along 
with George and Henry. Another 
strong customer-link had _ been 
forged. And, of course, the little 
boy’s new beanie carries the fa- 
miliar “Let George Do It” phrase, 
making him a walking advertise- 
ment for the plumbing and appli- 
ance store. 

On the basis of their own ex- 
perience, Mr. Lambert and Mr. 
Glindmeyer offer this advice to 
dealers in a situation similar to 
their own: 

1. Set up a direct mail advertis- 
ing program to blanket your imme- 
diate area. ; 

2. Emphasize service and your 
own name, rather than “specials” 
and brand names 

3. Establish a “friendship link” 
with prospective customers by ex- 
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ploiting the “Let George Do It” 
type of approach. 

4. Supply a few “extras” that 
pay off in the long run. 

To illustrate this last point, 
George Lambert stepped outside 
his store and pointed up at a neon 
sign measuring 131% feet from top 
to bottom. This “faucet sign” is 
well known to all youngsters in 
the surrounding area. They love 
to watch its simulated dripping 
and splashing at night. 

“That’s another one of the ex- 
tras that has paid off,” George 
said. “It cost me $1,400 to make 
that faucet drip, but now people 
think of me first when their own 
faucets start to drip.” 


Selling housewares 
(Continued from page 93) 


Emphasis on budget selling is one 
of the key factors that has made 
our small appliance sales attack so 
successful.” 

Five salespersons work on 
straight-salary or straight-commis- 





Hoadquanrters FOR 
ELECTRICAL CORD SETS 


“WRIST ACTION” CORD SET 


DAVIS Mfg. Company 


PLANO |, ILLINOIS 


Southeast Rep. Southwest Rep. 
H. K. Dewees . M. C. Hule Co. 
Walton Bidg.,Atianta,Ga Thomas Bidg., Dallas, Tex 
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sion basis. Usually, the star sales- 
man, the hardest working one, is on 
the straight-commission arrange- 
ment. He is more likely to watch 
for opportunities to make a sale. He 
also has a more relaxed, confident 
sales approach because the commis- 
sion arrangement promotes a feel- 
ing of independence, according to 
Dealer Bugg. 

“We use a varied agenda of con- 
tests to spur personnel to greater 
effort,” he said. “Two or three 
weeks before holidays, such as 
Mother’s Day and Christmas, we 
offer each salesperson who sells a 
dozen automatic toasters a free 
deep fryer. 

“Giveaways are also employed as 
an inducement to get people in,” he 
advised. “Drawings for ironers, 
washers, and other merchandise 
are held at least a_half-a-dozen 
times every year.” 


Service is keystone 


The service department is the 
keystone of the operation. A shop 
where small appliances and radios 
are serviced is located at the back 
of the store. A larger service 
branch for major equipment is 
maintained in a separate building. 
However, all customers must bring 
ailing small appliances to the store 
for service work, a tactic which has 
the obvious effect of exposing them 
to merchandise. 

Service work is a specialty propo- 
sition. Each of the five servicemen 
is a specialist in servicing only one 
type of appliance. There is a heat- 
ing expert, an automatic washer 
mechanic, a small appliance spe- 
cialist, ete. 

From fifty to seventy-five small 
appliances are serviced every 
month. Iron repair leads the parade 
with cords and elements the usual 
source of trouble. Switch parts are 
required in the majority of mixer 
repair work, and percolators usu- 
ally take new elements or thermo- 
stats. The firm maintains a sizable 
backlog of parts for electric house- 
wares — thermostats, elements, 
switches, wiring, plugs, handles, 
etc. It is the practice to take an 
appliance in for servicing one day 
and have it ready for the customer 
the next. 

Reports Mr. Bugg: “A modest 
profit is realized from servicing. 


However, we keep a watchful eye 
on credit in this department since 
it wouldn’t take many bad accounts 
to throw it into the red. Our small 
appliance serviceman works on a 
$50 weekly salary.” 


Complaint handling unique 


Bugg’s has a simplified procedure 
for handling service complaints. 
Arranged against the wall, by the 
owner’s desk, are a series of small 
compartments. Data on a complaint 
is jotted down on a small slip of 
paper, which is inserted into the 
box of the mechanic who specializes 
in that particular type of equip- 
ment. Servicemen check their boxes 
several times during the day. The 
cubicles are handy to the telephone 
and the desk. The system elimi- 
nates the need for thumbing 
through a book to check incoming 
jobs. 

Consistent year-around newspa- 
per advertising is regarded by Mr. 
Bugg as a fundamental point in 
electric housewares selling. The 
firm earmarks five per cent of the 
gross take for newspaper adver- 
tising, but Mr. Bugg confesses that 
the expenditure invariably runs 
over that amount. He strives to 
keep competition clean by advertis- 
ing every item at its regular price. 


Brand names emphasized 


Copy-slant in small appliance ads 
is also on brand names. Ads are 
usually packed with a variety of 
items, each appropriately illustrated 
with manufacturers’ mats. Nor- 
mally, small appliances are pushed 
in ads about five times monthly, 
but before holidays this is stepped 
up to include two additional display 
layouts. Mixers, toasters, irons and 
percolators have strongest gift ap- 
peal to both men and women, the 
dealer reported. 

Bugg’s was established in 1931 
with a capital of only $7.50, which 
covered the first month’s rent. At 
first, the dealer sold only from the 
catalogs of two manufacturers. At 
the end of three months, the busi- 
ness was moved into larger quar- 
ters, and eight months later the 
dealer was forced to borrow money 
from a bank so merchandise could 
be purchased by the carload. 

“The business has always been 
hubbed around small appliance 
sales,” concluded Henry Bugg. 
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vst BROFITS 


FOR YOU! 


1. Now ... two great “de-frost-it” models 
make old refrigerators young by adding 
automatic defrosting 


2. You can sell every customer . . . There's 
a model to suit any outlet location . . . to 
fit any purpose 


White's exclusive Zinc-in-izing hot-bath, slow cool pro- Mag b 
cess is so long and leisurely that White’s strong steel 

water heater tanks literally soaK up the zine. There's 

much more zinc in our tanks than in ordinary tanks which 

get only a quick dip in the galvanizing bath. The result 

is: White offers a far more durable, protective coating, 

inside and out...which means a far better product for 

you to sell... a quality buy for your customers. 


PARAGEN 


Fourteen other built-in construction features also prove 
White’s superiority ... build higher profits for you. For 
full details of the complete White Proved Profit story, 
write your distributor or to White today. 


e New “de-frost-it 80” 


Sell it where outlet for 





refrigerator cord is unobstructed 


j and out of reach of children and 
e VAL animals. Plugs directly into outlet. 
Built in y k| S$ 
x 4 : 895 RETAIL - 12° 


ae. ‘ be a PARAGON 
— > ede MORE HOT / 4 : 
ATER thon most ‘ 

utility requirements, in electric “de-frost-it 90” de-frost-it ‘ti 
models, because White's exclu- yg} y . «» top seller in the market. t a tte ll dL 
sive Water-Hotter baffle diffuses ee " Complete with sofe refrigerator 

ond tempers incoming cold woter ke Sy cord and plug. Sell it wherever 

£ ; : outlet is behind refrigerator, 


. or awkward to reach. 
So basy to install any White 


porcelain table top model a : 5 $Q95 


Just slide 
it into 
place . 





RETAIL 


a _ These features make ‘“de-frost-it”’ 
ee fe) BS .F selling easy! 


minutes— 
The job's 


, : ; -~- @ Continuous, werful na- @ Fully guaranteed. Millions 
WHITE PRODUCTS CORPORATION = % tional advertising support of satisfied users 
Dept. S-1, Middleville, Michigan or table top models 4 @ Fresh, seasonal promo- @ Full line — to match any 
GAS—R -— Fr tional advertising material purse 
—Round . ae. : . 
models only forts @ Good Housekeeping guarantee. U.L. approved 
= Made by the company that specializes in the safe preserva- 
NATIONALLY ADVERTISED! . S&2 tion of food. They must be good .. . 96% of the manufac- 
turers making automatic defrosting refrigerators for food 
stores specify Paragon defrosters as standard equipment. 


me 
KO J a 
vas gl A | b R- 4 | TTE R see Ask your distributor about the Paragon line, or write: 
Woter Heating 


Spec tegllenetchartcl PARAGON ELECTRIC CO. 


Since 1930! : 
Patented Copyright. 1953 i, lag sooth 1618 Twelfth Street © Two Rivers, Wisconsin 


White Products Corp World's largest exclusive manufacturer of time controls 
51953 
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ADVERTISERS’ 


A 


Accurate Mfg. Co. 

Ace Lighting Company 

Adam Electric Co., Frank 

Air Controls, Inc. 

Ajax Electrical Sales Co. 

All-Steel Equipment, Inc. 

Aluminum Co. of America 

American Blower Corp. 

American Coolair Corp. 

American Telephone & Tele- 
graph Co. 

Anderson Co., Geo. E 

Appleton Electric Co. 

Arnold, Glenn 

Arnold, Jim H. F 

Arro Expansion Bolt Co. 

Arvin Industries, Inc. i 

Atlantic Conduit Fittings Co. 62 

Atlantic Steel Co. Mites. <a ee 

Ayers, Robert 


B & C Metal Stamping Co. 
Baesel, E. F. 
Bagby Co., S. L. 
Bailey, T. H., Jr. 
Bates, Jack 
Beaven, W. H. 
Bell, Trice M. 
Benjamin Electric 
Berns Mfg. Co. 
Berry Co., W. H 
Berry, Paul 
Biglin Co., Inc., 
Bissell, T. L. 
Blackhawk Industries 
Blackwell, Wm. C. 

Boddie, Raymond 

Boyd, Sam G. 

Briegel Method Tool | Co. 
Brown, Clark E. 

Browne, R. L. 

Buffalo Forge Co. 

Bulldog Elec. Products Co. 
Bullivant, F. J. : 
Burndy Engineering Co. 
Burrus & Matthews. .48, 111, 114 
Burtchaell, J. B. bd 
Butler, J. H. 


Mfg. 


H.C. 


Cc 


Capehart-Farnsworth 

Capy, Phil L. 

Cason, Wm. .. 

Cavalier Corp. 

Ceil Heat Div. 

Certified 
turers 

Certified Fieur- O-Lier Mfrs. 

Chase-Shawmut Company 

Chelsea Fan & Blower Co.... 

Chester Cable Corp. ... 

Chick & Co., Lewis P. 

City Sales, Inc. 

Clark & Co., Henry S. Pree 

Cleveland Heater Co., The. .118 

Clinton, W. L. 

Colecock, Hutson 

Cole, J. H. wes 

Collins Co., Frank W. 

Commercial Credit Corp. 

Conrad Co., Curt H. 

na. “eRe Electric 


Corp. 


Homes, Inc... 
Ballast Manufac- 


Equip. 


Converse, Clov is N, 


116 


Cook Company, Loren 
Cooke, Walter ‘ 
Coolerator Company, The 
Cornish Wire Co 
Craig-Owen Co. 
Crates, James C 
Crescent Insulated 
Cable Co. ; ° 
Cressy Sales Co. Jeteweed = 
* 
* 


Wire 


Crevasse, J. N. 

Crockett-Lund 

Crosley Division .80 and 81 
Crouse-Hinds Co. +8 We). 


D 


Davis Mfg. Co. 

Dawes, Edgar E. 

Day-Brite Lighting, Inc. 
Devine, Geo. C. ey ‘s 
Dewees Co., H. K. ..65, 105, 
Diehl Mfg. Co. en watt 
Dominion Elec. Mfg. Co., Inc 
Dongan Electric Mfg. Co. 
Doxsee, Leigh A. . 
Dreyfuss’ Sons, Jules J. 
Duff, Olin : 
Duncan Electric 
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REED DOES IT AGAIN! 


‘NOW..fr 1953... 


"A 2-SPEED REVERGIBLE 


WIND-O-VENT FAN FAMILY 


The Reed RTS Two-Speed 
Wind-O-Vent line has 
been further improved, 
with the addition of the 
reversibility feature. 
Here’s the window fan 
family of the year—for 
consumer acceptance 
and dealer profits! 


Sizes and Certified CFM air 
capacities for every instal- 
lation requirement. Get set 
for the best fan season 
you've ever had, with the 
Reed RTS Wind-O-Vent 
family for 1953! 


as Sot 7 


RTS-20 WIND-O-VENT 
RTS-24 WIND-O-VENT 


RTS-30 WIND-O-VENT 


One of the most extensive and liberal 
dealer cooperative advertising plans 
in the appliance business. Ask your 
authurized Reed distributor or write 
direct to us for details. 


UNIT-FANS, INC. 


1001 St. Charles Ave., New Orleans, U.S. A. 





katt 
“ 


Be ane Bee ‘sleet: as 


The Full Line of Fans for 
Your Year-Around Plans 


@ Here’s a complete line of fans that gives you 
everything you need for year-around sales—the 
Rex AIRATE line for summer cooling —the Rex 
AIR PAK line for winter comfort. 


Thereareair-intake and exhaust fans—circulating, 
ventilating, window, attic, roof and furnace fans 
—for both summer and winter air conditioning. . 
And—there are models to meet your every need 
in every kind of space—from a single room to an 
entire building. 


The complete AIR CONTROLS line is modern, ef- 
ficient and economical— backed by forty-five years 
of engineering advancement and customer satis- 
faction. For product, performance, price and prof- 
it—for year-around sales, you can’t stock a better line! 


WRITE TODAY FOR COMPLETE DETAILS 


AIR CONTROLS, inc. 


Division of THE CLEVELAND HEATER CO. 
2310 Superior Avenue @ Cleveland, Ohio 


anecereees 

















P| Elo entilating 


' Specialties 


Keak NEW YORK 


Automatic Shutter fe . oh CITY 


Unusually agg vs to air currents, 
causing the vers ti in- i 

stantly when os hes Pygradies sand atl te ates ea. ofan Square. 
on— and snap shut when the fan J — stick ay Walking distance to 
is turned off. The aluminum lou- a cae =) everything worthwhile. 


vers are weatherstripped. The best eS. RY Be Og hts > pm = 
fitting shutter on = inahiak . _ an TET tg TNS iy 4 He F 1400 Rooms, each with 


Sizes from 12” to 72” square — ' Ty ci rifeudiners private bath, shower. 
also rectangular. Dida dd 


From 


Special rates 
for servicemen 





“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at th 
; e base of a 
penthouse, the louvers being operated by the suction of the fan. 


ELGO SHUTTER & MFG. CO. 
ENE TSUES 2738 W. WARREN DETROIT 8, MICH. 
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44th to 45th Sts. at 8th Av. 

















Large 
two hi 9 Residential C ontilicia! 
Commercial 


targets Industrial 


year-round profit 


The weatherman is here to stay, DIEHL fans will sell the year around, Don't forget that all DIEHL fans 
And he does all the choosing— Regardless of the season— Produce a splendid profit— 

If summer crowds don’t flock to buy To ventilate as well as cool, Here’s your chance to go to town 
Don't think you're always losing. To cite just one good reason. With a line that’s really got it! 


with \'\| 1953 FANS 








NEW ELECTRICALLY REVERSIBLE 
20-Inch Window-Type Ventilator TABLE AIR CIRCULATOR 


as It’s A Table—It’s A F 
AIR CIRCULATORS PACKAGE UNIT ATTIC VENTILATORS ee - 
Oscillating 2 New Sizes 


and Non-Oscillating | 


i 
We're backing you with dealer helps, FANS you can 
, her e : — 
th ease , 
F6,. So you can sell oe DIEHL’s great line, 


t your sights © 
uae money in a breeze- Desk and Bracket Fans 
FERS Pedestal Fans 
OPE STUF 
CATALOGS. 0 ENIATS ¢ MANUALS Kitchen Ventilators 
R CUTS. DISPLAYS ARDS Exhaust and Ventilating Fans 


NEWSPAPE RS 
yINDOW DECALS ¢ DISPLAY © A size and type for every need 
DIEHL MANUFACTURING COMPANY 








Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
Well-balonced FINDERNE PLANT © SOMERVILLE, N. J. 


Southern warehouse stocks District Offices: Atlanta ® Baltimore ® Boston ® Chicago ® Detroit © New York ® Philadelphia © Worcester 


carried in: |] ATLANTA, GA., 180 Whitehall St., S.W. © ORLANDO, FLA., 5809 Sage Drive 
I 
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FRESH-AIR MAKER LINE FOR ’53 


°WINDOW FANS © PORTABLE FANS 
© COMBINATION PORTABLE & WINDOW FANS 


® ATTIC FANS 


NEW 


MODEL F-12 PORTABLE 


Model F-12—Combining an excellent portable 
and window fan. Finest, handiest low-priced 
portable obtainable. Sliding window panel (op- 
tional) quickly adapts to sash windows 2742” 
to 414%" width. 


NEW 


MODEL C-25 CASEMENT 
AND SASH WINDOW FAN 


Model C-25—Tops for versa- 

tility. A natural for casement 

or sash windows, steel, aluminum or wood, or 
a floor fan. Reversible, intake or exhaust. Pow- 
erful and quiet. Most attractively priced. 


A fast selling, money making assortment of models 
that will click with most of the buyers’ requirements 
at prices they will like ... it will pay you to investigate 
these new members of the already large Fresh-Air 


Maker Fan Family. 


NEW 


24” WINDOW FAN 
MODEL R-24 


Model R-24—Compact, electrically 
reversible window fan—two speeds 
either way—a fine fan for homes, of- 
fices or business. Fills requirements 
of big housing jobs and priced to 
get them. 


NEW 


NEW 


MODEL R-20 


Model R-20—New, improved elec- 
trically reversible two-speed adjust- 
able window fan. Abundant air de- 
livery for small homes or apart- 
ments. 


Model W-16—Elec- 
trically reversible, 
two-speed, 16” ad- 
justable window fan. 


Made to order for the 


W-16 WINDOW FAN 


ket. 


popular priced mar- 


THE BEST FANS ON THE MARKET FOR THE PRICE 


SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 


INDIANAPOLIS 7, 


INDIANA 


Gulders of Fine Fans aud 
Glowers for SD years 
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with important 
DESIGN LEADER SHIP 


features--- 


ndle reduces possibility of damage 


Flush ha 
to operate with 


or accidental operation. Easy 
and-down motion. Handle position 


simple up- 
r starter is ON or OFF. 


clearly shows whethe 
pe cover Jatch provides 


Over-center cam ty 
neoprene seal- 


heavy clamping pressure on 
ing gasket. 
Vibration OT sho 
toggle mechanism. 

Simplified wiring. Line terminals at bottom 
for easy floor pedestal mounting. 


ck conditions will not affect 


Write for Loom Switch 
Address Square D Company, 4 


Bulletin 2510-R. 
O41 N. Richards Street, 


Ask YOUR ELECTRICAL DISTRIB 





OFF 


ieee). 


SWITCH 


CLA sic 


overs D 


“ 
eauree OS 


“ top and bottom. 


Plenty of wiring space. 1% 
Vv" at each side. 


Cover is interlocked to prevent opening 


when starter is “ON.” 


Protected type overloads permit group fusing 


of several motors on a sing 


Mechanical linkage 
tacts open with direct pressure 


Milwaukee 12, Wisconsin. 


UTOR FOR SQUARE D pRODUCTS 


t- 4 























le branch circuit. 


is provided to force con- 
from handle. 
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FAST WAY TO WIRE NEW OR OLD PLANT 


Ford Motor Company rewired 


plant, saved money, maintained 
production by using G-E 

No. 1799 varnished-cambric- 
insulated interlocked 

armor cable system 


It’s quite a feat to rewire a plant in a hurry, keep costs in line, and maintain 
production at the same time. But the Ford Motor Company did just this in their 
Canton, Ohio plant—they used General Electric's No. 1799 varnished-cambric- 


insulated interlocked armor cable system. All cables shown in the illustrations are ' - 
- ae Cable being pulled around the first of 5 right 
3-conductor, 500,000 CM for 15 kv service. engle bonds of © 500 tt pull. Mote racks cua 


be hung from a roof projection and mounted 
Installation speed —The ease and speed with which this interlocked armor cable — sae 
system can be installed lowers costs. The cable can be laid quickly—indoors or 
outdoors—in long lengths, around corners, on /ow-cost aluminum racks. Engineer- 
ing time is cut. Threading or bending of conduit is eliminated. Splices are of a 
simple mechanical type. Ford saved months, not days, because of these features 


Permanent—To our knowledge, no installation of interlocked armor cable has 

ever suffered mechanical damage sufficient to cause electrical failure. It is versatile 

as well as permanent and makes a neat, clean-looking installation. For more infor- A simple catenary suspension carries racks 
: . ee ‘ between buildings—underground construction 

mation about the G-E No. 1799 varnished-cambric-insulated interlocked armor is eliminated—cable on racks is always avail 

cable system, write Section W57A-124, Construction Materials Division, General able for visual inspection. 


Electric Company, Bridgeport 2, Connecticut. 


Saves money at low voltages, too 


G-E No. 1799 varnished-cambric interlocked armor cable also saves money at 
low voltages as indicated in the chart below. 





Rated capacity 2000 Pounds of Critical Racks to carry the cable can also be 


Material i ildi i 
euewes at 480 veils our tab tent mounted on the side of a building. This photo- 
graph shows 4 right angle bends. 





| Cost per 
Copper Steel 100 Feet 





Varnished cambric insulation in interlocked 2375 1168 $3000 
armor cable* 


Impregnated asbestos and varnished cambric 2781 4140 | $3954 
in steel conduit 


Varnished cambric and braid in steel conduit 2781 4140 $3966 
Type RH rubber insulation in steel conduit 3475 4910 | $4660 
Aerated bus-way 3000 990 $4976 


*Figures based on steel racks. Aluminum racks are nor- Flexibility ef interlocked armor cable is 
mally used becouse they are lighter and easier to handie. demonstrated here—corners and projections 


ou can foul fou confidence nm — 
GENERAL @@ ELECTRIC 
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